Because of its superior 

endurance — proven in 
actual use and laboratory 
tests — Samson Spot Sash 
Cord is the most economical 
cord your customer can buy 
for hanging windows. Its in- 
stallation assures at least 25 
years of service without the 
annoyance and expense of 
costly replacement. 


Our booklet “How To Sell Sash Cord” 
tells you how to explain to your customers 
why Spot Cord issmore durable than other 
cords or materials. A copy will be sent 
you on request. 


Samson Spot Cord is nationally adver- 
tised in the leading architectural and 
building trade magazines, also to the 
hardware and other dealers handling 
building materials. Carry Spot Cord and 
reap benefits in the profit, prestige, and 
priceless good will its sale brings. 


We manufacture other brands of sash cord, 
also clothes lines, masons’ lines, shade 
cord, awning line, Venetian blind cord, 
and other braided cords for many pur- 
poses, also cotton twines and cordage 


specialties. 


SAMSON CORDAGE WORKS 
BOSTON, MASSACHUSETTS 
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WOOSTERS SOMERSAULT IN SOMERSE? 
$ “SATURDAY NIGHT” IN BRUSH PLAN! 
SIGN PAINTERS CHEER NEW LINDBEC 
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NEW LINDBECK COUN- £ 
TER DISPLAY — Holds herd 
three 1", six 1%” and 
three 2” Lindbecks. Com- 
plete to dealers $3.85, F 


retailing at 38c, 49c 
and 57c. 









“WOOSTER’S FASTER TURNOVERS and smaller 
stocks are upping my brush profits considerably,” 
vows J. Y. Barkman of Somerset, Pa. Barkman 
chalks credit up to Wooster’s modern 3-Point Mer- 
chandising System that features a condensed line 











NEW SELLING ANGLE~— Focus your eagle eye 
on this Lindbeck Angular Sash Brush, Wooster’: 
newest contribution to scientific sash painting. It 
angled bristle end and chiseled edge produce the 
sharpest, cleanest strokes your customers ever wil 
hope to see on sash work. And now sign painter 
are praising the uncanny way the Lindbeck speed: 
up outlining and filling in designs and letters 
Better stock up for this extra demand. 






of 26 brushes scientifically selected for their fast 







selling qualities. Three king pins of the 3-Point 





System are the Swinging Sampler, the Counter 
Sampler (both shown above) and any one of ten 
Wooster Variety Venders. At right is Wooster’s 








new No. 10 Variety Vender displaying popular size 






brushes retailing from ten cents to a dollar ten. 








REMEMBER NATIONAL HARDWARE WEEK 
MAY 9th TO MAY 14th, 1938 





THE WOOSTER 3-POINT READY FOR CLEANERS— 
Scene in Wooster’s modern 


MERCHANDISING SYSTEM ce FOR SELLING factory showing original par- 


cels of Chinese bristle being 


unwrapped for boiling, clean- 
ing and treating. This process- 
ing is one of the reasons 


Woosters always have straight, 
clean bristle that spreads paint 


evenly and easily. Wooster’s 
skilled, well paid workmen 
i have no peers in brush crafts- 


manship ... another reason 
THE WOOSTER 


iT for the added value you give 
woostrr 4D Seger : customers with a Wooster. 
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YALE: 


A HIGHER MARK IN 
PADLOCK VALUES 


NEW 
YALE PADLOCK No. 771 
44 e 44 
Four Pin-Tumblers. 500 key The 771 Series 
changes. 1 in. case. Suggest- 
ed retail Price $1.00. 
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YALE PADLOCK No. 773 
YALE PADLOCK No. 772 Five Pin-Tumblers. 1% in. case. YALE PADLOCK No. 774 
Five Pin-Tumblers.1% in. case. Suggested retail Price $1.25. Five Pin-Tumblers.1% in. case. 
Suggested setail Price $1.20. Suggested retail Price $1.50. 


es FIVE High Grade Pin-Tumbler Padlocks in this big- 
value series by YALE met prompt acceptance when 
introduced a few months ago. With such outstanding 
quality and security, their popularity was to be expected 
—especially because of their moderate price range, 
_ only $1.00 to $1.85 retail. Solid brass 
SO cases, hardened steel shackles, and the 
: famous Pin-Tumbler mechanism which 
YALE developed and improved—these 
features make them leaders in value and 
saleability . . . “The Name YALE Helps 

wing Make the Sale!” 


with these P| Order from your jobber or 
Padlocks. . ° 
write to us direct. 


THE YALE & TOWNE MFG. CO. 


STAMFORD, CONN., U. S. A. YALE PADLOCK No. 775 — Five Pin-Tumblers. 


2 in. case. Suggested retail Price $1.85. 
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A PACKAGING IMPROVEMENT 


-.- WITH A 6 STAR RATING 














CONVENIENT 
METAL BOXES 
that mean more 
sales for you! 


Lithographed in Attractive Colors, these 
modern metal boxes make an impressive 
display. 


Customers will be Quick to Recognize 
the many advantages they offer— 

®@ Metal Box Protection . . . no more lost or 
damaged blades due to broken-end con- 
tainers. 

® Double-Hinged, Double Grip-Locked Lids 
... giving easy access to blades. 

® instructions Always Handy . . . plainly 
printed on bottoms and lids. 

@ General Utility Value . . . when empty 
make handy boxes for odds and ends. 


+r Better Merchandise to Handle...no more 

transferring of stock because of blades 
becoming mixed due to broken-end card- 
board boxes. 








Stack Like New Money... pile evenly on 
your shelves in straight, attractive rows. 


Occupy Less Shelf Space...metal boxes 
require 20% less space on stock shelves or 
in drawers than cardboard containers. 


> 4 Easily Kept Clean... dampness, dirt and P: 

grease cannot affect the permanent, full S 
color, litho-coated finish of these modern 
metal boxes. 
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A REAL SALES BOOSTER... and another H 
achievement for the famous “Moly” and Tungsten : 


STAR HACK SAW BLADES 


CLEMSON BROS., INC. MIDDLETOWN, N. Y. 
@™ 
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Heller brings you “THE FILE SALESMAN” 
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FREE DISPLAY 


Sturdy. . . attention- 
getting red and blue 
colors, goes with 
each assortment of 
the revolutionary 
Heller Nucut Files. 


“BIG FIVE” 
ASSORTMENT 
Includes just 5 dozen 
files...all big sellers. 
12-6" Mill Bastard 
12-8" Mill Bastard 
12-10" Mill Bastard 
12-6" Slim Taper 
12-6" Extra Slim Taper 


A Small Investment 
Will Pay You 
An Excellent Margin 


This New Heller “Big Five’ Assortment is More Than a Grand 
File Display —it has what a display needs to grab extra profits! 


PRACTICALLY every householder’s tool kit needs files. 
Some don’t have any files at all...many need to add 
either a saw or mill type...many others need to replace 
worn and rusty ones. And, most people would get the 
files they need if they remembered to buy. 

That's why it’s common-sense to believe that the new 
Heller “Big Five’ Assortment will move files for you... 
faster...in much larger volume. For its colorful display 
WILL REMIND ALL OF THOSE FOLKS WHO COME INTO 
YOUR STORE THAT THEY NEED FILES. 

This display really does a selling job, too. The 
individual cellophane wrapping on each file invites 
inspection, as well as prevents damage from handling 
and rubbing. 





Like a good salesman, the unit also answers questions. 
It gives sound reasons why Heller NucutT Files are a 
better buy. Then it drives home a sales-clinching appeal 
by saying — “SMALL CHANGE WILL BUY THE FILES YOU NEED”. 


In every way the Heller “Big Five’ Assortment is as 
superior as the revolutionary NuUCUT Files. 

It is bound to pay a handsome return for the little 
9141334" space it will use on your counter or table. 


Get it now... from our local jobber. 


HELLER BROTHERS COMPANY 
GENERAL OFFICES + + + NEWARK, N. J. 


Plants at Newark, N. J., and Newcomerstown, Ohio 


GOOD TOOLS SINCE 1836 





SELLER NUCUT WAVY Ter 


PATENT No. 2027039 


FILES 




































re 
—~ (pS eee 


ee 
LOOK! 
There’s an R-W 


Trolley Door Hanger and 


LOCK JOINT TROLLEY TRACK 


in Any Size you Want! 


You Can Fill Every Order 
with Lock Joint Equipment 


> J 
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For many years Richards-Wilcox of Aurora, Illinois, has 
enjoyed the reputation of possessing the world’s greatest— 
and largest—line of hangers and trolley tracks. R-W holds 
many basic patents on both hangers and track. For in- 





stance, no others possess the patented feature which make BALL BEARING 
R-W equipment so much better. A typical exclusive R-W HANGER—A typical 
feature is the Lock Joint—admittedly the outstanding de- example of R-W’s 
velopment in trolley tracks. great line of hangers 


—the finest, without 


For your own satisfaction, see what R-W has to offer in 
Y doubt, in all the world. 


Tracks and Hangers before you buy. You will be readily 
impressed with R-W superior features. 


Richards-Wilcox Mfg. C. “= 














reset “A HANGER FOR ANY DOOR THAT sas ep € S* 
“Quality leaves AURORA, ILLINOIS, U.S.A. “im a 
its imprint” Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati Washington, D. C 
Indianapolis St. Louis New Orleans Des Moines Minneapolis Kansas City 
Los Angeles San Francisco Omaha Seattle Detroit Atlanta Pittsburgh 
Milwaukee Richards-Wilcox Canadian Co., Ltd., London, Ont., Montreal, Winnipeg 
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POWER 





A COMPLETE NEW 
LINE OF CENTER- 
FIRE CARTRIDGES 





KXTEWS of WESTERN’S sensational to faithfully, in keeping with the 
new cartridges that carry the WESTERN World Champion ac- 
greatest name in ammunition— _ curacy standard. 


SUPER-X—is now being flashed to 74AXIMUM CLEANLINESS, assur- 
your customers. Powerful advertis- 4 by non-erosive LUBALOY bullet 


ing is telling ~~ that me ae jackets, smokeless powder and non- 
efficiency in center-fire game loadsat Corrosive primers. 


last i lity!...H the fea- 
ae 5S 3 Soy eee ee Grasp this opportunity for profits 


tures that make this ammunition se//: 
by ordering f: jobber NOW! 
MAXIMUM POWER, converted y ordering from your jobber 


into highest useful striking energy Western Cartridge Co., Dept. D-50, East Alton, Ill. 
by patented LUBALOY Open Point 
Expanding and Soft Point bullets. 


MAXIMUM VELOCITY, achieved to 
i give flatter trajectory for long ranges. 


io 33 popular calibers +=©=MAXIMUM ACCURACY, adhered WORLD CHAMPION AMMUNITION 












FOR YOU! 









































STOP! READ! ACT! 


More than a BETTER SALES STORY! 
Each feature works for MORE SALES... 
GREATER SATISFACTION! 


1. G-E FUEL-SAVING DOUBLE-MIX NOZZLE—Oil is thoroughly 
mixed with air before it enters the combustion chamber. 
It is mixed twice. This means complete atomization— 
more heat from less oil. 


2. G-E “TAILORED FLAME” —A simple adjustment of the burn- 
er fits the flame to any ordinary combustion chamber. 
This means lower installation cost... lower oil consumption. 


3.G-E NON-CLOGGING BURNER TP— The famous G-E low- 


TEN EXCLUSIVE FEATURES 


pressure method of burning oil permits an opening 100 
times larger than that found on ordinary burners. Pre- 
vents clogging, saves trouble and wear. 


4. G-E QUICK-ACTING FLAME DETECTOR — The same remark- 
able — | feature used in the G-E Oil Furnace permits 
continued oil flow only when combustion is estab- 
lished. Operates 10 times faster than ordinary controls! 


5. G-E POSITIVE MASTER CONTROL — The same “brains” as 
the Master Control in the G-E Oil Furnace. This control 
directs the operation of the entire burner mechanism. 
Utmost efficiency! 


6. G-E SELF-OILING MECHANISM— This new and revolutionary 
G-E Oil Burner even oils itself with the same oil used 
as fuel. For long life of carefree heating comfort. 


7.G-E BALANCED OIL-FLOW STABILIZER— This stabilizing 
control maintains combustion efficiency, regardless o' 
possible variations in temperature, grade of oil or source 
of supply. Far more economy—greater efficiency. 


8.G-E AUTOMATIC SAFETY LIMIT CONTROLS — A safeguard 
against excessive temperature or steam pressure. De- 
signed as an integral part of the burner. Completely 
equipped with all controls. Fully automatic, safe operation. 


9. G-E RELIABLE MOTOR-COMPRESSOR UNIT— This, the “heart” 
of the burner, maintains a constant flow of air and oil, 
as in the G-E Oil Furnace. It és quiet, safe, dependable. 


10. G-E INGENIOUS TWO-TRY RESTART — Nothing is left to 
chance. Should the burner shut down, this control makes 
an attempt to restart immediately. Fully automatic! 








ERE it is—the greatest profit- 
making opportunity in oil heating 
history! The chance of a lifetime! 

This revolutionary General Electric 
Oil Burner is a NEW product! Designed 
for a NEW market! It will be sold at 
substantial profit by many NEW G-E 





= | 
A REAL PROFIT- 
MAKING FRANCHISE 


There are a few good territories 
still open! Due to vast profit 
possibilities ... THEY ARE BEING 
CLOSED RAPIDLY! This may be 
your great opportunity! For 
complete information, WRITE, 
PHONE OR WIRE YOUR GENERAL 
ELECTRIC DISTRIBUTOR TODAY! 








i 





Dealers! You, too, can profit with a 
General Electric franchise! 

The G-E Oil Burner sells fast! Home 
owners everywhere want fully-auto- 
matic oil heat. They know General 
Electric has had years of experience in 
building the finest of oil heating equip- 
ment. As they learn they can have G-E 
Automatic Oil Heat at an unbelievably 
low cost with the new G-E Oil Burner 


... they seek the man who sells it! 


Home owners of most moderate 
means know the value of products built 
by General Electric! These are your 
prospects! You.can offer them a sound 
product... easy payments .. . attractive 
terms ...up to 36 months to pay! And 
you get a maximum profit, because the 
General Electric Oil Burner is designed 


GENERAL @@ ELECTRIC 
Phitominc Ul Hea ™ 


STEAM, HOT WATER, VAPOR and WARM AIR 


INSTALLED 


(Subject to Local Codes) 


and built in one package for easy installa- 
tion and service! ¥ 

And here's how G-E helps you sell! 

There is already a nation-wide ac- 
ceptance of all G-E products! Now, 
hard-hitting advertisements in National 
Magazines . . . Billboards . 
papers .. . The General Electric coast- 


. . News- 
to-coast Radio Program . . . Colorful 
Booklets and Folders . .. Window Signs 
... Displays . . . sell home owners the 
Oil Burner they want to buy! 

TODAY. Take advantage of this op- 
portunity of a lifetime! Get in touch 
with your G-E Distributor! He'll show 
you how you can profit by selling the 
new and revolutionary General Electric 
Burner! Or mail the coupon to the 
General Electric Company. 


Address 


City 








NO NEED TO WAIT 
for ELECTRICITY 































throughout the country there are still many localities that 
have not as yet been reached or perhaps will not be reached 
for several years to come. 
This is the big field for Myers Engine Powered Water Systems, 
and you can’t start too early to cash in on the money making oppor- 
tunities this market affords. 


W three rural electrification has already made rapid progress 


Today, folks generally realize what it means to pump and carry 
water by hand. They are sold on the idea of running water at the 
turn of a faucet. Sell them Myers Engine Powered Water Systems 
now and provide this service immediately then when electric power 
comes along all that will be necessary to convert the Myers System 
into a motor powered unit is to remove the engine and replace it 
with a motor without disturbing pump or pipe in any manner. 

Myers Engine Powered Water Systems, deep or shallow well, are 
of the same high quality as Myers Electric Water Systems. They 
are equipped with dependable, easy-to-start engines ready for in- 
stallation with any style pressure tank. You'll be surprised how 
many of your customers will be interested in engine powered water 
systems this spring. Send for full details today. 


THEF.E.MYERS & BRO. co. 


ASHLAND, OHIO. 


Wh mvens 5 


PUMPS WATER SYSTEMS 
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AMERICAN WIRE 
FABRICS CORP. 
Subsidiary of 
WICKWIRE SPENCER 
STEEL COMPANY 


APRIL 21, 1938 














ALL-WEATHER MANILA ROPE 






GIVES ME A DISTINCT 






COMPETITIVE EDGE’ 














It stands to reason when you sell a man some- 
salen tateamain deatiemean thing decidedly better for the same money, 
WEEK - + MAY 9-14, 1938 he’s going to buy—and come back for more. 
Just show AMCO All-Weather Manila Rope 
to any farmer, truckman, contractor, painter, 
bargeman. Remind him that AMCO is the 
original rot-proofed, water-proofed manila 
rope. Show him the complete penetration. 
Explain AMCO’'s longer life and retention 
of strength. You'll be writing the sales check 
before you know it. Put AMCO out in 
front, and AMCO will put you out in front. 










Western Factory Branch: St. Louis Cordage Mills, St. Louis, Mo. 
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THE TREND IN 


ORE and more farmers everywhere are turning 
I to steel for safe, economical roofing. They know 
that it gives maximum protection from heavy rains, 
seepage and lightning—they know it from their own 
experience and the experience of neighbors. 

Dealers are turning to steel, too. It pays to get in 
with a trend when customers are turning to merchan- 
dise that gives them more for their money. Especially 
when such a trend is given the added impetus of 
prominent advertising. 

Advertising of U-S-S Roofing and Siding Sheets is 


bringing customers to your store. Show them U-S-S 


ROOFING | IS LA STEEL 


Roofing and Siding She -ets- -the kind so many farmers 
have learned to accept as a standard for roofing and 
siding quality. And be sure to show the new leak-proof 
styles. 

The market for steel roofing and siding sheets is 
huge. Every leaky roof—every inflammable roof——in 
your community is a prospect for more business for 
you. A lot of steel roofing is going to be sold this year. 
Get as much of this volume as you can for yourself, 
Feature and sell U-S-S Roofing and Siding Sheets— 
flat, V-Crimped and corrugated; alsoU-S-S Tenneseal 
and U-S-S StormSeal Roofing. 


U-S:S ROOFING and SIDING SHEETS 


CARNEGIE-ILLINOIS STEEL CORPORATION 
Pittsburgh and Chicago 
AMERICAN STEEL & WIRE COMPANY 
Cleveland, Chicago and New York 


& 


TENNESSEE COAL, IRON & RAILROAD COMPANY 
Birmingham 
COLUMBIA STEEL COMPANY 


San Francisco 


United States Steel Products Company, New York, Export Distributors 


UNTIED STATES STE 
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OSBORN PAINT AND VARNISH BRUSHES OF ALL 
TYPES MAKE IT POSSIBLE FOR YOU TO ELIMINATE 
“35, MPROPTCABLE DUPLICATION OF COMPETITIVE LINES. <= 


- 
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Actual Size Of This Dis- 
play 11% x 17% inches. 
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actly the same as 
assortment A, except 
for finish. 







Dredge Chain Porch Swing Chains Sling Chains 
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AEX TOGA S & The Hardware Trade Has Ever Seen! 
, ' ll } 
LEY Y VOOR ¢ | Seize this opportunity now to put your dog chain business on a larger 
44 t Y00 - p profit basis than it has ever been before! Get the beautiful, four- 
rat ORne A b | color, baked-enamel Dog Chain Merchandiser shown here, free! All 
ae: K fe you do is order the special two-dozen assortment of Cleveland Dog 
OS ay ' x Chains listed below and the deluxe new Merchandiser comes to you 
1 02 BK PO A at no extra cost. Put this handsome metal display to work for you 
i OP 60 Aal | now. It will triple your dog chain business! The following assort- 
| 6? f 4 yVG ment of new and improved Cleveland Dog Chains ¢comes packed in an } 
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PLANTS ALSO AT: Cl y | O SEATTLE, WASH. 
BRIDGEPORT, CONN. e V ec. all d, « SO. SAN FRANCISCO, CAL. 
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HELPS YOU SELL 
SCREEN CLOTH 


...BUILDS REPEAT BUSINESS 













@ Here's a “partner” that will help you build 
sales...increase your profits without asking to 
share in them. Red Edge is the one screen 
cloth that actually helps to sell itself. The red 
enameled edge has eye appeal...and buy 
appeal. 





It retards rusting and breakage of wires along Reg. U.S. Pat. Off 


the nailing strip; reinforces the body of the wrnntaped 
Sun-Red Edge AluminA 
cloth. That means extra wear, extra protection (electro-plated with zinc) 
‘ 2 Sun-Red Edge Black (painted) 
and extra satisfaction. As the symbol of extra Sun-Red Edge Bronze 


Bright and Noxide (antique) 





quality it identifies itself and the dealer who 
sells it... assuring repeat business and extra a 
profits for you. pune eye 






SOLD TO AND 
DISTRIBUTED BY 
RECOGNIZED 


JOBBERS ONLY WRITE FOR SALES HELPS 


REYNOLDS WIRE CO., DIXON, ILLINOIS 
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Step Up Your HOSE PROFITS! 
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GOOOsFYEAR 
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GOODYEAR OAK 
— braided cotton 
cord reenforcement; 
finestlow-pricedhose 
built 


GOODYEAR PATH- 
FINDER—good light- 
construction hose, 
especially suitable 
for lowwater pressure 


GOODYEAR GLIDE- 
a strong, serviceable 
high-grade hose; 
corrugated cover 


GOODYEAR WING- 
FOOT — extremely 
durable and hand- 
some hose; with- 
stands kinking and 
twisting 


GOODYEAR SUPER- 
TWIST CORD—extra 
strong, light, ideal 
for women and chil- 
dren to handle 


GOODYEAR EMER- 
ALD CORD—de luxe 
green hose of un- 
equaled quality and 
beauty 
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NE way to make more hose profits—is to sell 
more hose. 


And just about the best way to do that is to stock all 
six lines of nationally-advertised Goodyear Hose. 


For then, you'll be able to offer every customer the 
best hose he can buy — at the price he wants to pay. 
You'll lose no sales—at either end of the price-range. 


Every Goodyear Hose has a cover of specially-com- 
pounded, non-cracking, tough rubber. Every one is 
built with a stout cotton cord reenforcement that can 
“take” it. And every one bears the great name that 
makes any rubber product easier to sell. 


Get into this line-up —and step up your profits! 
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In TENT and alert, skilled workmen 
at the Plymouth Cordage Company’s plant 
keep constant vigil at their machines. For 
men’s thinking, based on experience and 
knowledge. is essential to every phase of 
quality-control in the making of Plymouth 
Ship Brand Manila Rope. 


The machine in the picture is forming the 
strands—"*hauling” uniform, high quality 
yarns and spiralling them into a smooth, 
round strand. The keynote of this operation 
is uniformity. Under the watchful eye of the 
operator, the capstans of this machine main- 
tain constant the degree of twist put into 
the strand. 


Uniformity—in quality, construction and 
strength—is one reason why consumer 
acceptance of Plymouth Manila Rope has 
been sustained through 114 years of making 
a quality product. 


PLYMOUTH 
CORDAGE 
COMPANY 


North Plymouth, Mass.and Welland, Canada 


SALES BRANCHES: New York, Boston, Baltimore, Chicago, 
Philadelphia, Cleveland, New Orleans, San Francisco 
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FLAT TRAJECTORY “1 


These new Hi-Skor .22's travel flafler. target 
That means reduced elevation allow- You 
ing . - - more hits on long fire. 
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range shots. They're right for hunting 
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TURN PAGE FOR DETAILS.... 








a Te Se 








Shoots straighter, and that’s what shooters 
want... and will buy! Machine rest tests 
show extremely close grouping. 
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FLAT TRAJECTORY 


from added velocity. Reduces elevation allowances for long 
range shots. 


NEW MODEL BRASS CASE 


Remington, pioneer in bringing the brass 
case used in high power cartridges to .22 
ammunition, has designed a special new 
brass case for Hi-Skor. 








SURE FIRE IGNITION 


Rimfire cartridges discharge when firing 
pin (1) pinches rim of case (2). Special de- 
sign of case, plus the famous Kleanbore 
priming, makes Hi-Skor .22's absolutely re- 
liable in all kinds of guns. 





FINELY BALANCED BULLET 


The same finely balanced lead bullet that is used in other 
Remington .22 cartridges, including the finest match am- 
munition. 


“KLEANBORE”’ PRIMING 


Shooters everywhere know and highly value the advantages 
of Kleanbore priming ... the last word in preventing barrel cor- 
rosion. Banishes barrel cleaning. 


ORDER—the new Hi-Skor for target accuracy with flat trajectory. 


ORDER—Remington Hi-Speed for longer range and power to spare. 
Delivery will be made on or about May Ist. 
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MORE VALUE FOR SHOOTERS 
... MORE PROFIT FOR YOU! 


ILLIONS of dyed-in-the-wool Kleanbere shooters 

waiting, on edge, for Hi-Skor. Despite our efforts 
secrecy, the news has leaked out that Remington ballistic en- 
gineers have been working behind closed doors to bring out 
another great .22 cartridge with startling improvements ia 
accuracy, trajectory, ignition and brass case. 

Months ago this cartridge might have been thought ready 
but, true to Remington traditions, its release was delayed 
while additional refinements were added to its performance. 
Now it és ready ... a miracle of spirited power and accuracy. 

A new Kleanbore .22 that brings the Kleanbore line even 
closer to perfection. 

Put Hi-Skor, the neu Kleanbore .22, on the shelf beside the 
rest of the Remington line. It looks and shoots like premium 
priced match ammunition, but it sells for the regular price of 
.22 rimfire smokeless. 

For match accuracy. For economy. For practice at all ranges. 
For small game. Watch them buy! Made in .22 short, .22 long, 
.22 long rifle. Remington Arms Co., Inc., Bridgeport, Com 
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-ESTWING 
Lifetime 
LEATHER HANDLES 


32 Different Tools ¥ the New Standard 
See --- Handle me Here Finest Finish #2°% 














- Display is 14.5 x 14.5 inches folded. 29 inches open. 


THIS MAKES YOUR WINDOW 
Different Better Finer 


THAN THE PRICE CUTTER'S 


14 years have made BOOSTERS of our users. Our sales came out of the depression 3 times faster than 
the building volume. One retailer ordered 100 tools thru a Jobber on Feb. 5, ‘38. 


This board, handle section for these 6 fastest selling tools, all together 
and circulars are free, pay only . $7.75 in a special carton. 


YOU GET $11.75 


YOU MAKE ...... $4.00 or twice as much as on the old kind. 


You are protected by we and our distributors maintaining our prices. 


The leading Jobbers can serve you with this display and our 32 different tools. Why not profit by cooperating with your friends. 


ESTWING MFG. CO., ROCKFORD, ILL. 
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FOCUS 
THE FA 


REGULAR = 
CABINET — 


REGULAR and CABINET 


“Regular’’ pattern in 10 sizes. Blade length 2% in. to 
12 in. Length overall 6% in. to 18% in. Diam. 7 in. to 








fs in, 
“Cabinet” pattern in 8 sizes. Blade length 2% in. to 
12% in. ength overall, 6% in. to 16% in. Diam 


is in, in all sizes. 


ELECTRICIAN 


SPECIAL 


MACHINIST 


ELECTRICIAN, MACHINIST and SPECIAL 


“Electrician” pattern—a lighter screw driver—in 8 sizes. Blade length 
2% in. to 12% in. Length overall, 6% in. to 16% in. Diam. of blade 
fs in. in all lengths. 

“Machinist” pattern in 5 sizes. Blade length 12 in. to 30 in. Length 
overall, 21% in. to 40% in. Diam. of blade % in. in all lengths. 
“Special’”’ pattern in 2 sizes. 1% in. and 1% in. blade lengths. Length 
overall 5% in. and 7% in. Diam. \ in. and % in. 


No. 110 SOCKET FIRMER CHISELS 


All high grade tool steel. Blade and 
socket in one piece. 
Plain edge—No. 110 plain hickory 
handle. 
No. 120, same, leather 





tipped. 
Bevel edge—No. 115 plain hickory 
| handle. 

No. 125 same, leather 


tipped. 

Sizes %, %4, %, 2, % % % 1, 1%, 
1%, 1%, 2 in. : 

| Blades 6% in. Also Socket Firmer 

| Cabinet, Socket Pocket, Socket Butt 
and Socket Framer Chisels. 


No. 1110 SOCKET FIRMER GOUGES 


Outside Bevel—No. 1110 plain hickory handle. 
No. 1120 same, leather tipped. 
Inside Bevel — No. 1112 plain hickory handle. 
No. 1122 same, leather tipped. 
Sizes %, 4. %. %. % %, % 1, 1%, A, 
1%, 2 in. Blades 6 in. All packed one-half 
dozen in box. 











Send fer the latest 
Union Hardware 
Tool Catalog. it de- 
scribes, in addition 
to Chisels and 
Screw Drivers, many 
other tools manu- 
factured by the 
Union Herdwere Set Pas 20CX ——— 4 chisels, Scot YM, 
Company. Ask for p R) e other chisel poy 
Catalog No. 13. available, all packed in durable containers. 





22 









WORKMANSHIP 
Unquestioned 
QUALITY 
Popular PRICE 


HESE are the facts—the reasons 
that account for the country-wide acceptance of Union Hard- 
ware Chisels and Screw Drivers. Tool users know they can 
rely on these top-quality products for dependable, long-lasting 
performance; hardware merchandisers know they can count 
on Union Hardware tools to build a permanent, profitable 
business. You, too, will find substantial profits in Union Hard- 
ware tools. Plan to cash in on Union’s reputation for sustained 
quality built up over half a century. Get in touch with your 
jobber today—he can supply you with a complete line of Union 
Hardware tools. 


Union Hardware Chisels are made of the finest tool steel—rust 
resisting—tempered by experts. They cut keenly and smoothly 
—are known to tool users for their ability to hold a cutting 
edge. There is a Union Hardware Chisel for practically every 
need—plain or bevel edge, plain maple and hickory handles or 
leather tipped. These chisels are also packed in attractively 
boxed, convenient assorted size sets—offer dealers an excel- 
lent opportunity for added profits from volume sales. 


Union Hardware “Champion” Screw Drivers are made from 
tough forged steel with a blade so secured that it cannot pos- 
sibly turn in the handle. Blades are perfectly tempered and 
tested to split a screw head. Handles afford a firm, comfort- 
able grip. “Champion” Screw Drivers are made in five popular 
patterns in sizes that range from 114” to 30” blade length. 
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Here’s the 


that has won the 
nation-wide 







OF MEN WHO 
WORK WITH 


In forestry work, on railroad jobs, in building operations, on land- 
scaping projects, on farms... everywhere... INGERSOLL SHOVELS 
get the hearty “O.K.” of men who work with shovels. Of course! ... 
for these men know that Ingersoll Shovels with their smooth, sturdy 
handles and strong blades of TEM-CROSS Steel . . . are easier to 
handle, lighten their work, and stand punishment other shovels 
simply can’t take. 


"TEM, CROSS - 


INGERSOLL PROCESS STEEL 


TEM-CROSS Steel, with its specially processed, interlocking, mesh- 
grain structure, makes Ingersoll Shovels practically dull-proof, curl- 
proof, split-proof, That’s why they give so many years of EXTRA 
service. 





Available in all types and grades. Round or square points, black or 
polished finishes. Alloy, A and B grades are heat-treated. Priced 
to meet competition. 


Write for Catalog and further information. Address Dept. H. A. 


INGERSOLL STEEL & DISC DIVISION 
BORG-WARNER CORPORATION 
New Castle, Indiana 


NATIONAL HARDWARE WEEK, MAY 9 TO 14 


INGERSOLL SZ. 


ee 
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LIKE a single piece 





The Stanley ‘‘Hold-Fast’”’ Track Clamp binds 
the ends of Stanley ‘“‘Straight-as-a-Die”’ Track 
sections so they exactly meet grips them 


tightly to make virtually a continuous, unbroken 
track of any length. 

Once installed, Stanley Hangers give years of 
service. Roller and ball bearings carry doors 


THE STANLEY WORKS e NEW BRITAIN, CONN. 
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‘Hy 


tt 





[ STANLEY ] 








NATIONAL 
HARDWARE 
WEEK 
May 9 to 14 











up to 1000 pounds without friction or wear. 
Two smaller sizes for doors less than 700 pounds 
complete a stock for all common sliding doors. 
Hangers are made with both lateral and vertical 
adjustment. 

Catalog 38 describes the full line of Stanley 
Track and Hangers. Write today for a copy. 





FOR 
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Customer “Sight Test’ Proves the 
IRWIN 62T “HI-LITE” Finish 
Has Eye and Sales Appeal. 


"1h Toke that 


IRWIN 62T 
with the New 


HILITE Finish” 
inis PY 










































COMPARISON WITH OTHER BRANDS 
IS ALL THE 62T NEEDS TO SELL ITSELF 


Tne Irwin 62T with the new Hr-Lrre Finish is thriving on competi- 
tion right at the point of sale. Its brilliant new finish is so pro- 
nounced that customers immediately select it from any group of 
bits. Now you can offer your trade the same high quality Irwin 62T 
bit that has always had the reputation of being the best cutting bit 
on the market, plus the eye appealing HrLrre Finish, all at NO 
EXTRA cost. 


This new Hr-Lrre Finish is exclusive with Irwin ONLY. It is so 
bright and sparkling and its metallic color so distinctly outstand- 
ing, it sells itself when offered in comparison with other brands. 
If you have not seen the Irwin 62T Hr-Lrre Finish Bit, ask your job- 
ber to show you samples. When you see what a big difference there 
can really be in the appearance of auger bits, you will want your 
Irwin 62T Hr-Lire Finish Bits in stock immediately. 


TP ANTAL 
Reg. U.S. Pat. Off 4 
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BUY YOUR GARDEN 
TOOLS HERE 





PIQUA. OM10. US*- 





WHERE THEY OUGHT TO BE— WHERE THEY ARE! 


@Take your new stock of Wood's @ Wood's shovels are already “out in 
shovels and plant them out in front of front” in design, construction and repu- 
your store, where customers can see tation ... they look right and feel right 
them... “heft” them . . . buy them. because they are right. Handles, for 
Because love isn't the only thing a man’s instance, are tough, second-growth 
fancy turns to in the spring! There are northern ash, Blades are heat-treated 1. “Closed Back" — 
plenty of men whose fancy turns to for extra strength, with a tapered stronger, lighter; easier 



























Sarah ea hee oa 


spading up the garden, digging around ae. > waree 
the trees, cleaning up the yard. Good 
shovels are what they want, and good 
shovels are what Wood’s shovels are! 
Get them out in front. 


socket that fits the grip and makes a 
rugged shank. The “Closed Back” has 
it over every other kind of construction 
—and the turned shoulder is a “step 
ahead” of the field! 


DON’T FORGET! NATIONAL HARDWARE WEEK—MAY 9-14 


SHOVEL MAKERS FOR THE WORLD 






SHOVELS 


SCOOPS 





—__— 


Shoulder—stiffer blade, 
nen-cutting foot rest. 
3. Tapered Socket— 
better grip, better bal- 
ance. 4, Heat-Treated— 
stronger, more resistant 
to wear, 





Copyright, 1938, 
by The Wood Shovel & Tool Co, 
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Informal Editorial Comments 





CHAIN STORES:-— 

It is interesting to read pro- 
chain store propaganda intended 
to win consumer support in fight- 
ing anti-chain store laws and 
progress. At a recent meeting of 
chain store operators a major part 
of the program was devoted to 
“protecting the chain store indus- 
try.” After reading the published 
reports of this meeting it becomes 
apparent that the most widely 
used phrase was: “Something must 
be done to «ombat the brazenly 
punitive legislation which threat- 
ens the extinction of the chains.” 
The word “brazen” is hardly an 
appropriate one for chain store 
folks to use. I say this recalling 
how*“brazen” they have been in 
making false claims about values; 
how “brazen” they have been 
about tearing down the prestige 
of leading manufacturers’ brands 
and how “brazen” they have been 
in pressing down wage standards 
in their own stores and by forcing 
price concessions on producers. 
That an important cross-section of 
the chain store industry is seri- 
ously worried about the present 
public status and acceptance of 
the chain store way of doing busi- 
ness is decidedly interesting—also 
very encouraging. 


PUNITIVE ?:- 


The outstanding complaints of 
chain store men regarding what 
they call “punitive legislation” 
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By CHARLES J. HEALE 
EDITOR, HARDWARE AGE 


seems to be regarding the Robin- 
son-Patman law and the state fair 
trade laws. Here again the use 
of words is challenged. Is _ it 
“punitive” to ask for equal ‘rights 
in the prices to be paid for the 
same goods, bought in the same 
quantity at the same terms and 
under the same conditions? | 
don’t think so. This appears to 
be perfectly reasonable. Inde- 
pendents have never asked for 
extra consideration but have mere- 
ly asked for an equal footing on 
prices. Is it punitive to require, 
in 42 states, that chains and inde- 
pendents each observe a fair re- 
tail price on well-known branded 
goods? Here again independents 
seek no advantage but only an 
equal footing. If chain store dis- 
tribution provides such marvelous 
efficiency why must chains have 
preferential buying prices and 
lower selling prices? There is 
nothing punitive about the laws 
in question. They are basically 
equalizing factors and are per- 
fectly reasonable — so reasonable 
in fact that there continues to be 
too many loopholes through which 
chains may jump in an effort to 
continue their previously unearned 


advantages. 





FAIR TRADE LAWS:-— 


All but six of our 48 states have 
fair trade laws. Hardware indus- 
try opinion on fair trade laws is 
highly important. For that rea- 
son HarpwarRE AGE has_ under- 
taken a serious survey study of 
this question and presents in this 
issue seven pages chock-full of 
interesting and informative data 
on hardware industry opinion 
toward fair trade legislation. As 
remarked before, there are very 
few hardware manufacturers exer- 
cising their price maintenance 
privileges in 42 states yet, among 
the group of producers who con- 
tributed to this study, opinion is 
fairly evenly divided as for and 
against the principles involved. 
The group of manufacturers who 
answered our questionnaire is ad- 
mittedly a small group, approxi- 
mately 100 out of 1400 who were 
invited to do so. Many more 
wrote letters indicating indecision 
based on uncertainty that such 
laws would stand up under fire. 
No one can be sure that these laws 
will survive or that in their pres- 
ent forms they will correct price- 
cutting evils, but unless some rea- 
sonable experiment is provided we 
never will know. There can be 
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@ There is good, honest value 
built into every pieceof chain that 
bears the name ‘‘American.” 

Therefore, when you sell 
chain, sell American. 


The name and reputation of 
this chain assures you repeat 
business. It is quality chain all 
the way through. It lasts a long 
time. Your customers know this. 
That's why American Chain 
brings them back. 


American Chain is packaged 
for easy handling and display. 


. Keep it on display where your 


customers can see it. A good 
display is a constant reminder. 
American Chain is available 
from good wholesalers every- 
where, so it is easy to keep your 
stock filled and up to date. 
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no question as to the retail hard- 
ware and_ wholesale hardware 
opinions on fair trade laws. Both 


distributing groups are whole- 


heartedly in favor of such legisla- 
tion and are prepared to give it 
a fair trial. Read this survey and 
study it carefully. It is the first 
survey of its kind to be made in 
the hardware field. Extra copies of 
this study have been printed. As 
long as the supply lasts these will 
be furnished upon request. 


NEWSPAPERS:- 

The way leading newspapers 
handle fair trade laws and related 
legislation has long been a source 
of deep annoyance to independent 
retail groups. Recently, the United 
Press, an outstanding news gather- 
ing bureau, quoted the Federal 
Trade Commission as studying the 
effect of fair trade laws on the 
consumers’ cost of living. To ob- 
tain this vital data, the Commis- 
sion is quoted as asking 40 depart- 
ment stores to provide the answers. 
This would be funny if it were not 
serious. Holding hands with the 
chains. mail-order houses and 
other price cutters, department 
stores very generally have always 
opposed any form of legalized 
resale price maintenance. The 
price competition from depart- 
ment stores, though not so often 
discussed, has been as big a prob- 
lem to indépendents as the price 
cutting by chains. Fair trade laws 
were intended to curb _price-cut- 
ting. The Commission knows this. 
should know it or can find out 
that this is so. Then why on earth 
does the Commission ask 40 de- 
partment stores to advise it on 
fair-trade laws and their affect on 
the consumer? It would be akin 
to asking chain store operators 
what they think about chain store 
tax laws and other measures in- 
tended to take from them an un- 
fair and unearned advantage. Of 
course the answers are obvious 
and will contribute no worth while 
data to the Commission’s file. 


MEMPHIS:-— 


The Memphis convention is 
over. Its attendance record com- 
pares favorably with the 1937 
New Orleans meeting which com- 
pletely shattered all previous 
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Southern convention records. 
About 1000 hardware men were at 
Memphis. Both the manufactur- 
ers’ and the fobbers’ associations 
reported increased membership 
and both groups were well repre- 
sented. Comments on current busi- 
ness conditions were encouraging, 
particularly the comments from 
wholesalers who freely predicted 
that jobbers’ stocks were coming 
to a low point which would soon 
require substantial replacement 
orders for the manufacturers. It 
was a thoroughly cheerful con- 
vention with the only note of 
apprehension based on the wide- 
spread uncertainty of further 
governmental interference with 
business, plus deep concern on un- 
checked governmental spending 
which even the current exorbitant 
tax levies could not meet. Given 
acceptable assurance that govern- 
ment will encourage and not con- 
tinue to heckle business, the pro- 
ducers and distributors who 
attended the Memphis convention 
are ready to do business and are 
full of reasonable confidence in 
the future. 


GOVERNMENT:— 


Throughout the convention ses- 
sions and in the many informal 
lobby discussions of business, con- 
ventionites spoke freely of the 
need for more businessmen taking 
greater and more active interest 
in legislators and legislation. It 
was generally agreed that busi- 
nessmen must protect the future 
of the country as well as their own 
interests by paying more attention 
to the public office seekers and 
then pay greater heed to their ac- 
tions on laws that affect business 
when they are elected. Admitted- 
ly this is not a new thought in 
hardware convention viewpoints 
but there was a definable extra 
seriousness to this discussion at 
Memphis that suggests some ac- 
tion. This is a most worthy devel- 
opment. Our present upset federal, 
state and local governmental ac- 
tivities have been permitted to get 
out of hand because of the inex- 
cusable indifference of the average 
business leader to such matters. 
Too long, the men who lead indus- 


try and distribution have ig- 
nored political campaigns, plat- 
forms and promises and have been 
even more oblivious to what hap- 
pens after elections are over. If 
American businessmen would take 
a different attitude on_ politics, 
discard party loyalty for common 
sense programs and really stick 
with this problem, a new, bright 
day would be dawning in the busi- 
ness picture. And the dawning of 
that day would greatly help the 
entire country. 


PAINT MARKET:— 


Every time I take a long train 
or auto trip I am shocked at the 
lack of proper painting for farm 
buildings and suburban homes. It 
seems almost universal that 80 per 
cent or more of all buildings en 
route sadly need immediate paint- 
ing. In fairly good-looking com- 
munities, with lawns well main- 
tained, and with moderate but 
fairly new model autos in the 
driveways, the lack of recent or 
adequate painting persists. It 
would be a fairly simple plan to 
hire school children to record such 
buildings in your trading area as 
a prospect list for selling paints 
and related requirements. It might 
even pay ‘o line up with one or 
two geud master painters or handy 
men in the neighborhood—such 
men to get the labor end of the 
job if you sell the materials. The 
school children, preferably _ be- 
tween 14 and 16 years of age, 
could be paid by the hour or by 
the name. This would prove an 
efficient and very inexpensive 
method for building a good pros- 
pect list, worthy of direct outside 
sales efforts. Being owners of 
buildings the credit status should 
average fairly good among such 
prospects and whatever the value 
of the buildings there is the ob- 
vious increased value of well- 
painted surfaces and importance 
of protecting the investment as the 
major points to be included in 
your sales story. All paint com- 
panies provide color cards and 
other selling aids. The spring sea- 
son offers the most receptive 
period of the year for paint sell- 
ing as paint-up, clean-up cam- 
paigns are under way in full force 
and the spring season itself urges 
an improvement in appearance. 
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Hardware Industry Favors! 


Although very few hardware resale price maintenance contracts have 
been written to date, favorable opinion toward such legislation is 
expressed by 55 per cent of manufacturers, 75 per cent of wholesalers 
and 83 per cent of retailers contributing to the first hardware industry 
poll on this subject. Confusion and uncertainty regarding fair trade 
laws is indicated in many replies to HARDWARE AGE survey. 


price maintenance contracts ers are definitely in favor of such 
have been established in the — contracts and the fair-trade laws 
which permit them in 42 states. 


A rive me very few resale ufacturers, wholesalers and retail- 


hardware business. hardware man- 


Wholesalers and retailers are over- 
whelmingly in favor of such leg- 
islation and express their intention 
to encourage further use of these 


Summary of Retail Hardware Opinions on 


under fair trade laws in your state? 


| 2—Have you signed any such contracts? 


| to thus maintain the resale prices on his lines? 


| 4—Are you urging manufacturers to establish resale price maintenance 


contracts? 


i facturers? 


6—Are you disposed to support the manufacturers who establish resale price 


maintenance contracts on their lines? 


7—-Are you disposed to support wholesalers who seek to encourage resale price 


contracts and follow them? 


8—If you are now selling lines on which resale price maintenance contracts are 


in force has your experience been satisfactory? 


9—Have you refused to sign any fair trade contracts? 


| 1—Are you in favor of established resale price maintenance contracts now legal 


3—-Do you intend to sign such contracts and support a manufacturer’s efforts 


|| 6—Are you urging wholesalers te encourage resale price contracts by manu- 


New 
England 


100% 


11% 


78% 


96% 


97% 


85% 


| Yes No Yes No 


100% | 12% | 88% 3% | 97% 


Middle South 
Atlantic Atlantic 


79% 21% 56% | 44% 


48% 52% | 21% | 79% 


~p ap 


83% | 17% | 13% | 27% 
| | | 


i | 
59% | 41% 42% | 58% 


| 
| | 


SS aa ee 
| 

19% | B1% | 44% | 56% 
| 





84% | 16% | 10% | 30% 


84% | 16% | 76% | 24% 


— | | | — 
| | 
| | 


85% | 18% | 50% | 50% 


*Groupings by sections are identical with those which appear monthly on the HARDWARE AGE Blackboard and 


are based on regions designated by the United States Department of Commerce. 
New England—Connecticut, Maine, Massachusetts, New Hampshire and Rhode Island. 


Middle Atlantic—New Jersey. New York and Pennsylvania. 


These sections are as follows: 


South Atlantic—District of Columbia, Florida, Georgia, Maryland. North Carolina, South Carolina, Virginia and 


West Virginia. 
East North Central—lIllinois, Indiana, Michigan, Ohio and Wisconsin. 
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East 
North Central 


laws and to support manufactur- 
ers who establish legalized resale 
contracts. These and related per- 


tinent facts on this subject were 


developed in a recent survey con- 


ducted by Harpware ACE, the 


first poll of the hardware indus- 
try on this vital current topic. 
Details of this study are given on 
these pages for the general infor- 
mation and guidance of our read- 
ers. 

Retail hardware opinion on fair 
trade laws, as tabulated in chart 


West East 


North Central 


South Central 


No Yes No Yes 
16% 87% | 13% 1% 29% 
67% | 14% | 86% | 25% | 75% 
- | | 
138% | 86% | 14% 67% | 33% 

| 
41% | 64% | 36% 100% | 
35% | 171% | 23% 14% 86% 
14% | 871% | 138% 67% | 33% 
15% 19% | 21% 67% | 338% 
10% | 100% 
90% 1% 93% 33% | 67% 


at the bottom of these pages, is 
based on a study among 1200 re- 
tailers, of varying size located in 
the 42 states with fair trade laws 
in force. Fully 75 per cent of 
these opinions come from towns 
and cities of less than 50,000 pop- 
ulation. 

Eighty-three per cent declared 
themselves to be in favor of es- 
tablished resale price maintenance 
while 43 per cent state that they 
had already signed contracts. In 
addition to this, 86 per cent of 


Fair Trade Laws and Resale Price Contracts 


West 
South Central Mountain 
Yes No Yes No 
100% 100% 
20% © 80% | 60% | 40% 
| 
15% | 2% 100% | 
20% 80% 50% | 50% 
= 
| 26% | 16% | 60% | 40% | 
| | 
| 
100% 100% 
100% 40% | 60% 
100% 100% 
100% 100% 


Fair Trade Legislation 


the dealers state that they intend 
to sign contracts and support the 
manufacturer's efforts to maintain 
resale prices on his lines. 
Dealers to the extent of 57 per 
cent are actually urging manufac- 
turers to establish contracts and 
58 per cent are urging wholesal- 
ers to approach manufacturers on 
the subject. Eighty-six per cent 
will support manufacturers who 
establish resale prices and 84 per 
cent will support wholesalers who 
seek to encourage such price con- 





Pacific Total 
| 
1 
Yes No Yes No | 
89% | 11% 83% | 17% 1 || 
| 
| | 
1% | 23% 43% | 57% 2 
-| | 
| 
94% | 6% 86% | 14% 3 
| 
68% | 32% | BT% 48% 4 | 
‘ i 
| | 
18% | 22% | 58% | 42% = | 
| | i 
| | | 
94% | 6% 86% 14% 6 | 
| 
91% 9% 84% 16% 
90% 10% | 88% 12% 
18% 82% 10% 9% 


West North Central—Iowa, Kansas, Minnesota, Nebraska, North Dakota and South Dakota. 
East South Central—Kentucky and Tennessee. 

West South Central—Arkansas, Louisiana and Oklahoma. 
Mountain—Arizona, Colorado, Idaho, Montana, Nevada, New Mexico, Utah and Wyoming. 


Pacific—California, Oregon and Washington. 
N. B.—Six states are omitted from this compilation because they do not have fair trade laws. These states are: 


Alabama, Delaware, Mississippi, Missouri, Texas and Vermont. 
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tracts. Eighty-eight per cent of 
those who are selling lines on 
which prices are being maintained 
state that their experience has been 
entirely satisfactory and only 10 
per cent have refused to sign 
contracts. 


Wholesalers Approve 


Wholesale hardware opinions 
contributed to this survey repre- 
sent 150 reports from 350 whole- 
salers doing business in the 42 
states with fair-trade laws. Of 
these, 75 per cent were in favor 
of established resale price con- 
tracts, 51 per cent stated that they 
were urging manufacturers to es- 
tablish such contracts and 59 per 
cent said that they were signing 
such contracts as and when of- 
fered them. 

Thirty-two per cent of the 
wholesalers are urging retailer 
customers to sign contracts. Only 
15 per cent stated that retailers 
were asking their aid in obtaining 
contracts from manufacturers and 
85 per cent of that number are 
viewing such action favorably. 
Twenty-one per cent say that their 
own salesmen are urging such con- 
tracts. 

Eighty-nine per cent of the 
wholesalers will support manu- 
facturers who establish contracts 
and 72 per cent assert their will- 
ingness to aid manufacturers in 
obtaining contracts from their 
dealers. Only 15 per cent of these 
replying have refused to sign fair 
trade contracts. 


Manufacturers 


Approximately 1400 question- 
naires were sent out to manufac- 
turers of various hardware prod- 
ucts and from this number 150 
replies were received. Of these, 
14 per cent are establishing resale 
price maintenance contracts and 
about 26 per cent may do so later. 
Generally speaking, the manufac- 
turers who have arranged such 
contracts have met with success in 
their efforts to curtail price cut- 
ting. Manufacturers report that 
the reactions they have obtained 
from wholesalers have been 43 
per cent favorable, that retailers 
have reacted favorably to the ex- 
tent of 56 per cent and that their 
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own sales staffs’ reactions have 
been favorable to the extent of 
60 per cent. 

A large percentage of manufac- 
turers report that they have not 
been urged to establish contracts 
either by wholesalers, retailers or 
their own sales staffs. One-third 
of those replying would be in- 












clined to follow the lead of imme- 
diate competitors who establish 
contracts and would at once estab- 
lish contracts of their own. Fifty- 
five per cent stated that they were 
in favor of fair trade laws, 21 
per cent declared themselves op- 
posed and 24 per cent expressed 
indifference on the subject. 


Opinions from Wholesalers 


Following is the break-down of answers to the wholesalers’ ques- 


” “ ” 


tionnaire with percentages of those answering “yes” or “no” and 


“favorable” or “unfavorable.” 


1—Are you in favor of estab- 
lished resale price contracts, for 
lines you sell, under contracts 
which are now legal through fair 
trade laws in 42 states (plus the 
help of the Tydings-Miller Law)? 


Yes No 
75% 25% 


2—Are you urging manufac- 
turers to establish such contracts 
to maintain resale prices? 
Yes No 
51% 49% 
3—-Are you signing such con- 
tracts that are offered you? 
Yes No 
59% 4l% 
1—Have such contracts been 
offered you? 
Yes No 
59% 41% 
If so, for what states? 
Contracts for California led 
with seven. New York was second 
with five. Illinois came next with 
three while Pennsylvania, Wis- 
consin, Georgia, Delaware, Indi- 
ana, Idaho, Nebraska, Maine, Ken- 
tucky, Tennessee, Ohio, Iowa and 
Michigan were represented by one 
each. 


5—Are you urging retailer cus- 
tomers to sign such contracts? 
Yes No 
32% 68% 
6—Are retailers asking your 
aid to obtain such contracts from 
manufacturers? 
Yes No 
15% 85% 
If so, what is your attitude in 
this matter? 


Favorable Unfavorable 
85% 15% 





7—Are your salesmen urging 
such contracts? 
Yes No 
21% 79% 


8—If you have signed any such 
contracts please indicate what 
lines and in what states. 

The answers to this question are 
identical with the answers to 
Question No. 4. 


9—I} you have signed such con- 
tracts what have been your experi- 
ence in this connection? 

Of the 31 firms replying to 
this question, 29 stated that their 
experiences had been decidedly 
favorable, only two firms admit- 
ting unfavorable experiences of 
any kind. 


10—If you have signed such 
contracts what reaction did you 
get from (A) your dealers, (B) 
your salesmen? 

Twenty-nine firms answered this 
question and of that number 25 
said that the reaction had been 
decidedly favorable from both 
their dealers and their salesman. 


11—Are you disposed to favor 
and support the manufacturers 
who establish resale price main- 
tenance contracts? 
Yes No 
89% 11% 


12—-Are you disposed to help 
manufacturers to obtain contracts 
from your dealers? 


Yes No 
72% 28% 


13—Have you refused to sign 
any fair trade contracts? 
Yes No 
15% 85% 
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Opinions from Manufacturers 


Following is a break-down of the manufacturers’ replies to the 
individual questions with the results given in percentages: 


1—Are you establishing resale 
price maintenance contracts un- 
der the fair trade laws (and the 
Tydings-Miller Law) as available 
in 42 states? 


Yes No 
14% 86% 
2—If not. do you plan to do 
so? 
Yes No 
26% 74% 


3—If the answer to No. 1 and 
No. 2 is “no” in both cases—why 
not? 


The answers to this question 
were of a varied nature and were 
not adapted to reduction to terms 
of percentage. Fifty-seven firms 
answered the question. The rea- 
sons and the number of firms giv- 
ing each reason are as follows: 

We have our own price main- 
tenance program—18. 

It is not practical for our line 
at present—17. 

We are obliged to meet com- 
petition—7. ’ 

Insufficient information on the 
subject—4, + 

No need of doing so at the 
present time—3. 

No interest exhibited on the 
part of dealers—2. 

Every sale involves a_ trade- 
in—2. 

Cost of policing would be pro- 
hibitive—1. 

Our merchandise is in a dis- 
tinct price class—l. 

Varying conditions mean dif- 
ferent prices in different sec- 
tions—1. 

Impossible to enforce—] 


Customer Support 


4—I{ you have started to ar- 
range such resale price mainte- 
nance contracts, what has been 
your experience in getting signa- 
tures and support (A) from 
wholesalers? (B) from retailers? 


(A) From wholesalers: 
Successful Unsuccessful 
66 2/3% 33 1/3% 
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(B) From retailers 
Unsuccessful 
33 1/3% 


Successful 
66 2/3% 

5—W hat reaction have you had 
(A) from wholesalers? (B) from 


retailers? (C) from your own 


sales staff? 


(A) From wholesalers: 


Favorable Unfavorable 
43% 57% 
(B) From retailers: 
Favorable Unfavorable 
56% 4A% 


(C) From your own sales staff: 
Favorable Unfavorable 
60% 40% 


Few Requests 


6—Are you being asked to es- 
tablish such resale price mainte- 
nance contracts (A) by wholesal- 
ers? (B) by retailers? (C) by 


vour own sales staff? 


(A) By wholesalers: 


Yes No 

8% 92% 
(B) Retailers: 

Yes No 

5% 95% 
(C) Your own sales staff: 

Yes No 

OX O1% 


7-—-Have you discussed the de- 
sirability of resale price mainte- 
nance contracts with (A) whole- 
salers, (B) retailers, (C) your own 
sales staff? If so what reaction 
did you get? 

Forty-five per cent of the whole- 
salers contacted advised these 
manufacturers that they were in 
favor of resale price contracts; 30 
per cent were opposed and 25 per 
cent were indifferent. Retail opin- 
ions indicate 36 per cent in fa- 
vor, 33 per cent opposed and 31 
per cent indifferent. Reactions 
from these manufacturers own 
sales staffs showed 38 per cent 
favorable, 38 per cent opposed 
and 24 per cent indifferent. 


8—Are you reluctant to be the 
first in your line to establish such 
resale price maintenance contracts 


feeling uncertain as to the support 
you will receive from distributors? 

Reactions from the manufactur- 
ers on this question were quite 
evenly divided. Fifty-five per cent 
of those answering stated that 
they were reluctant to start the 
ball rolling on their own account 
while the remaining 45 per cent 
said that, other things being equal, 
they would have no hesitancy in 
being the first in their respective 
fields to establish contracts. 


9—1f{ one or more of your im- 
mediate competitors starts to es- 
tablish resale price maintenance 
contracts would you be inclined to 
follow suit at once or would you 
hold off and watch results? 

Only one-third of those an- 
swering this question said that 
they would follow the lead of a 
competitor and_ establish con- 
tracts on their account. The re- 
maining two-thirds were in favor 
of holding off for the time being 
and awaiting developments. 


10—What is your general atti- 
tude towurd fair trade laws? 

In view of the preceding an- 
swers, this question developed 
an entirely unexpected response. 
Fifty-five per cent of all manufac- 
turers replying to this question 
stated that they were unqualified- 
ly in favor of fair trade laws 
while only 21 per cent stated that 
they were opposed to them. The 
remaining 24 per cent stated that 
they were indifferent on the sub- 
ject. 

For Other Reasons 


11—I{ you have refrained from 
establishing resale* price mainte- 
nance contracts under the fair 
trade laws for reasons not asked 
here kindly state such reasons. 

This question, like Question 3, 
developed a series of answers 
which defy tabulation. Very few 
of the manufacturers answered it 
and the answers of those who did 
were similar in large measure to 
those for Question 3. The vari- 
ous reasons and the number of 
firms subscribing to each reason 
are as follows: 

We already have our own price 
maintenance policy—4. 
































































We have received no complaints 
relative to price-cutting—2. 

Gives your competitor an op- 
portunity to under-cut your own 
prices—2. 

Constitutes too great a restraint 
of trade—1. 

We are uncertain as to the out- 
come and would prefer to wait—]. 


Our sales involve trade-ins—1. 


12—If you have already estab- 
lished resale price contracts, will 
you please indicate the states in 
which you have established those 


contracts. 


Six manufacturers answered that 








they had established contracts in 
all states in which they were avail- 
able. One firm had contracts in 
states north of the Mason and 
Dixon line. Two said they estab- 
lished contracts in California, 
while two other firms reported 
signing contracts, one in New 
York and the other in Illinois. 


Additional Hardware Industry Comments 


on Fair Trade Laws and Contracts 


Retailers, 


wholesalers and manufacturers participating 


in HARDWARE AGE Survey offered these interesting com- 
ments, pro and con, which could not be included in the 


tabulation to fair trade questions 


Comments from Retailers 


“We do not believe that the 
setting of retail prices alone is 
sufficient. If the manufacturer can 
set the price he should also con- 
trol the retail outlets. For in- 
stance, a large oil company in 
our district can purchase mer- 
chandise from a hardwaie jobber 
and then give it to an employee 
deducting the wholesale price of 
the article from the employee’s 
pay check. The retailer has no 
way of meeting this price. There 
should be some restriction on the 
jobber selling to corporations at 
wholesale and they in turn sup- 
plying their employees at whole- 
sale price.” 

* * * 

“It is good for some manufac- 
turers, but not for all. They 
should not all be forced into line. 
It is an aid when a manufacturer 
will help enforce it. It is not a 
cure-all and should not be over- 
done. Go slow and let it develop 
along sane lines.” 

* * * 

“We believe the average con- 
sumer would prefer a set price, 
as long as it is reasonable, rather 
than shop for the lowest price and 
find out later that they did not 
obtain the lowest price.” 


* * * 


“It seems to me that in limited 


36 


fields of activity and lines that are 
leaders in the field, hence desir- 
able to football, that price main- 
tenance is good and will be used. 
I do not see why it should be used 
for the bulk of items.” 


* * * 


“We are not urging manufac- 
turers to establish resale prices 
as we feel it should be left en- 
tirely up to them. We feel that 
we can meet any competitor on 
his own ground and are, therefore, 
not particular whether a manufac- 
turer adopts this policy or not. In 
fact, we would rather sell goods 
without restrictions of any kind. 
However, we do not blame a man- 
ufacturer for trying to prevent 
having his product driven off the 
market by cutthroat tactics of 
unscrupulous dealers. We will 
therefore be glad to cooperate 
with any manufacturer who adopts 
this policy.” 

* * * 

“It can’t be worked. There is 
always someone who will break 
it and sell merchandise to his 
friends for a lower price. The 
men who can buy quantity should 
have the advantage, especially if 
they pay their bills. I have al- 
ways thought that the larger buyer 
was entitled to a better price.” 





“Genuine prosperity can be es- 
tablished when and if everyone 
(business and labor) receives fair 
profit, not too high or too low, 
for efficient efforts. Due to the 
human element in all business, we 
believe some sort of price main- 
tenance is necessary, some plan 
which will not entirely destroy 
competition and our only thought 
at this time is that minimum 
prices (cost plus fair minimum 
profit) be established for certain 
selected staples which now are 
quite generously subjected to in- 
discriminate price cutting. In 
short, the above bill does not ap- 
pear to us to serve everyone well. 
Hence, we have not seen fit to 
support it. We have, so far, made 
it a point to maintain prices 
which have been established.” 


* * * 


“We believe that it would be 
helpful if manufacturers would 
establish fair resale prices, prices 
that would enable a dealer to 
make a legitimate profit and take 
care of the overhead in a well 
conducted store. Too much spread 
between cost and suggested selling 
price promotes price cutting.” 


* * * 


“It is doubtful if prices can be 
maintained unless stringent laws 
are passed, and even then there 
will be violations. We all know 
this. However, this firm realizes 
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that if a proper profit cannot be 
made the sale is unsatisfactory. 
Also, the manufacturer should be 
prevented from selling direct.” 

* *% % 

“We feel that the manufacturer 
who is sincerely desirous of hav- 
ing his product sold to the con- 
sumer at a fair price can accom- 
plish the desired ends without 
such laws. We also feel that if 
such contracts become general. 
the consuming public will become 
antagonistic and purchase _prod- 
ucts, the prices of which are not 
fixed under the law. We believe 
that in an increasing measure we 
must operate with the welfare of 
the consumer in mind or be faced 
with buyer strikes and increased 
consumer cooperatives.” 

* * % 

“Many wholesalers are making 
efforts to compel manufacturers 
to set up resale price classifica- 
tions, thereby destroying many 
good contacts that hardware deal- 


ers may have thus curtailing the 
incentive of the dealer to carry 
such lines. Many manufacturers 
follow such wholesalers thereby 
actually forcing the people that 
carry their lines, complete repre- 
sentative lines. to seek other 
sources of supply. The wholesaler. 
who no doubt carries quite a vol- 
ume of only a few numbers, just 
carries these items along as an- 
other line in his set-up and the 
manufacturer gets no distribution 
of his complete line. Several man- 
ufacturers have already expressed 
regret at having signed up on such 


a basis.” 


“We believe it to be the finest 
piece of legislation put through 
in many years and believe it 
should be improved upon from 
time to time as conditions war- 
rant. Every dealer in the United 
States should support such legis- 
lation by his acts and should ask 
for more of it. 


Comments from Wholesalers 


“While we have not had many 
opportunities of signing resale 
contracts for manufacturers, we 
are convinced that it is a very 
good thing for us, as well as many 
other smaller hardware jobbers 
for we feel that it will enable us 
to meet the competition of the 
national jobbers without giving 
away our profits. We are also en- 
couraging dealers to buy merchan- 
dise manufactured by those who 
are in accord with resale price 
agreements, as we believe in this 
way they will be able to sell bet- 
ter and higher priced merchan- 
dise, as well as make the profit to 
which they are entitled.” 


* * * 


“Items with known price are the 
only ones the buying public would 
notice if priced high or low. 
Therefore, we believe manufactur- 
ers should establish that fair 
spread and use any means to 
hold it.” 


“One cut means that a deeper 
one will follow until the item is 
not profitable and therefore the 
dealer will try to substitute some 
other article.” 
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“The law may be helpful and 
profitable in marketing certain 
specialized articles, but generally 
speaking with these it is not nec- 
essary for the manufacturer could 
control the resale price if he 
wanted to. On the other hand, it 
will be harmful to the small dealer 
when he handles an article with 
a compulsory selling price because 
the chain store, mail order houses. 
etc., will sell the same kind of 
article for much less.” 


* *% 


“If business could operate in 
accordance with the Fair Trade 
acts it would be fine; but to sign, 
we feel, would be shackling our- 
selves and we would be unable to 
meet the competition of those who 
would continue to do business on 
a price-cutting basis.” 

“Resale prices are all right, but 
have increased the sale of private 
brands by mail order houses and 
chains as well as jobbers who 
have always pushed the sale of 
private brands.” 

* * * 

“We think manufacturers should 

fix resale prices and refuse to sell 


to jobbers who do not religiously 
observe the resale prices so fixed.” 
* * * 

There are only three manufac- 
turers who have asked us to sign 
their fair trade contracts at the 
present time. We are encourag- 
ing manufacturers to take advan- 
tage of this law and maintain 
prices, but we find in explaining 
the matter to the retailers that 
they will not take any interest in 
the bill. In other words, the class 
of trade that wants a free lance 
in regard to cutting prices will not 
take us seriously when we advise 
them that they must maintain the 
suggested retail price. We think 
that the bill is a fine thing, but it 
must be followed through by the 
manufacturer, the jobber and the 
retailer in order to become effec- 
tive.” 

* * * 

“We are in favor of the law 
because it gives the small and in- 
dependent retailer a certain 
amount of protection. It elimi- 
nates the practice of department 
stores, chain stores and mail or- 
der houses of using some of these 
items for loss leaders.” 

“It is our opinion that this will 
promote a healthy condition in 
the distribution of hardware un- 
less the manufacturers take ad- 
vantage of this law in putting un- 
necessary price advances on thei 
merchandise.” 

* * ca 

“We are heartily in favor of the 
Tydings-Miller Law _ permitting 
manufacturers to control the re- 
sale of their products and we are 
using our influence to further that 
xood work on the part of the man- 
ufacturer. While the Tydings 
Miller Law gives the manufaec- 
turer the right to enforce his re- 
sale price maintenance, it still 
does not give us the right to sign 
a contract agreement to maintain 
prices without coming in contact 
with the Sherman Law and _par- 
ticularly with the restraining in- 
junction in the Federal Court.” 

” # tt 


“An ironclad — protection — of 
trade-marked goods under resale 
agreements will force manufac- 
turers and jobbers to put out thei 
own trade-marked brands which 
will under-sell the others. This 
will bring about a more intense 
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competition between trade-marked 
lines with consequent reduction 
in margins.” 

“I have never been in favor of 
resale prices on anything. | have 
always gone on the theory that a 
man should be able to buy his 
goods at the lowest price possible. 
figure his own cost of doing busi- 
ness, figure out his own mark-up. 
and sell his goods for what he 
thinks he can afford to sell them 
for.” 

« 

“[ believe that each individual 
jubber, if they study their busi- 
ness carefully enough, and figure 
out what they can handle their 
merchandise for, can go ahead and 
do business on a profitable basis 
and it will not be necessary for 
the manufacturer, the state or the 
federal government to hold an um- 
brella over them.” 


4 * » 


“We feel that it is to the inter- 
est of the wholesale distributor 
as well as the retailer to follow 
the fair trade objectives, believ- 
ing that it is also in the public 
interest. as manufacturers of re- 
tail advertised lines must make 
their price competitive with other 
lines or they will find non-branded 
lines covering a wider market. 

“One of the greatest objections 
we have to the loss leader program 
usually followed by retail outlets 
and also by jobbers who feel that 
such methods help in sales, where- 
as, in reality it does, we believe, 
create a feeling of suspicion oa 
the part of the purchaser that the 
prices of loss leaders should be 
the standard price everywhere.” 


“2 * 
“My one regret is that there are 
so few manufacturers of hardware 
who have filed their prices.” 
* * * 

“While it is true several manu- 
facturers from whom we purchase 
have asked us to sign price main- 
tenance agreements, this happens 
to be on lines that are in a sense 
not competitive and, as a result. 
there is no disadvantage. There 
are many cases, however, where 
we have asked manufacturers of 
trade-mark lines to register their 
prices under the ——— Trade Act 
and invariably these manufactur- 
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ers have declined to do so for 
the following reason: 

“They state that if they estab- 
lish a minimum resale price on 
their trade-mark products it leaves 
the gate wide open for prices on 
private brand merchandise of the 
same general type to be ruthlessly 
slashed, leaving them high and 
dry on the trade-mark products. 

“We sincerely believe there is 
a lot of merit in their theory. 
Therefore, with a very few ex- 
ceptions (and these exceptions on 
relatively unimportant lines), the 
manufacturers from whom we pur- 
chase have not filed their prices 
in this state. 

“So far as the desirability of 


Comments from 


“Enforce the Robinson-Patman 
Act so that it will accomplish the 
purpose. Let FTC investigate and 
register all business as either 
wholesale, retail, consumer or bro- 
kerage. This and some such reg- 
istered classification together with 
R-P classification and _ enforce- 
ment would clear up a lot of 
doubt. Maybe a law to govern 
functional minimum mark-up 
would be good although it would 
be difficult to enforce.” 


“Maintenance importance seems 
to attach to relatively few lines 
where prominence makes them at- 
tractive ‘loss leaders. We be- 
lieve the subject is getting more 
attention than is justified as most 
small lines are not affected and 
would not be benefited.” 


* * * 


“Jobbers must recognize the 
major purpose of the manufactur- 
er in adopting fair trade contracts 
is the protection of the jobber’s 
profit. If the jobber takes on com- 
petitive merchandise with no re- 
sale for the major purpose of be- 
ing able to cut prices it is just 
selling the manufacturer “down 
the river’.” 


“General opinion in our field 
as to the legality, enforcement and 
ultimate benefits of the law is in- 
definite. We prefer to remain 


resale price control is concerned, 
we very much favor it, provided 
that price is equitable and doe: 
not pave the way for private 
brand competition. The retail 
dealers with whom we have talked 
prefer to control their own prices 
and not be trammeled by factory 
resales, for the reason that they 
feel the chain stores already have 
an advantage and if they are not 
permitted to meet this competi- 
tion, as and when required, they 
lose a certain amount of business. 

“In other words, so far as we 
can see, there are more disadvan- 
tages than advantages in attempt- 
ing to operate under the present 
laws.” 


Manufacturers 


aloof as long as we are uncer- 
tain. * * 


“We do not believe that we 
should attempt to tie the hands 
of either wholesalers or retailers 
to meet competitive conditions 
they may encounter. We do not 
believe that the present law is 
workable or practical due to the 
presence of too many factors 
which must be taken into con- 
sideration.” 

“If a company dictates a resale 
price it is taking from the dealer 
the privilege of meeting competi- 
tion.” * % * 


“The general idea is fine, but it 
will be extremely difficult to ob- 
tain cooperation.” 

* * * 

“We have experienced very lit- 
tle trouble in maintaining prices 
for 30 years. We maintain a uni- 
form price schedule to jobbers at 
factory, but it does not mean uni- 
form cost to consumers due to 
varying freight rates. We cannot 
assume long haul expense.” 

* *% % 

“For 20 years we have made it 
clear that we mean it when we say 
we do not sell price cutters of any 
kind. Consequently a_ profitable 
margin is not merely announced, 
but actually maintained in tools 
and axes and it is not necessary 
for us to make 42 separate state 
contracts.” 
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Letters to the Editor 





“Little Business Conference”, Women’s 
Patronage, Discounts and Adjustments 


“Little Business 
Conference” 


New Haven. Conn.: | would 
say the “Little Business Washing- 
ton Conference” was important, 
although badly staged, giving a 
false impression to the public. 
After all, there were a thousand 
men there who had different in- 
terests and they were very sincere 
in their attitude. They were seek- 
ing to convey to the Administra- 
tion just what they thought about 
things. 

| was particularly interested in 
a movement to establish some 
agency that would lend money to 
small industries over a period of 
vears, in lieu of capital which is 
now almost impossible to secure. 
Not much progress has been made. 
The R.F.C. has opened up _ its 
books again for applications but 
their standard is so rigid that it 
is not practical for smaller firms. 

They take pride that they made 
$180,000,000 and that would be 
a sufficient cushion to absorb the 
losses, but that is not the point. 
It is the idea of trying to assist 
small concerns with permanent 
capital over a period of four or 
five years when it might be re- 
turned. I do not know how far 
this movement will go. It has been 
subject to a good deal of ridicule 
hut in spite of this, I think it has 
made some impression on the pub- 
lie and the various efforts to or- 
ganize the smaller type of busi- 
ness men is having some success. 
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although | have not identified my- 
self with it. | do not like organ- 
ized movements as a general thing 
because politics enter into them and 
sometimes spoil the objective. 

| think a meeting, similar to 
the one that was called, where 
everyone has a chance to attend 
without previous preparation is 
xood because the voice of the 
people is then heard more honest- 
ly than when it is all organized 
like a political machine. 

FRANK KENNA, President. 

The Marlin Firearms Company 


The Women's Trade 


Santa Rosa. \. M.: In your 
issue of March 24, Saunders Nor- 
vell has a very interesting article 

as in fact all his articles are 
and the suggestion regarding mem- 
bers encouraging their women 
folks to trade for hardware items 
at hardware stores instead of de- 
partment and chain stores is sound. 
However. as both a hardware man 
and a sometimes consumer buyer 
| wonder if the hardware stores 
are not a little at fault? 

The impression (TI think) one 
vets in trading at a hardware store 
is that prices are to say the least 
a little stiff, and one hardly ever 
sees specials displayed on _ the 
hasis of price, although there are 
usually plenty of quality type dis- 
plays. 

To sum up, does not the average 
customer in looking for some 
household item, not necessarily 


of a high quality, naturally turn 
from the hardware store and look 
in the five and ten? 
Gro. H. Smiru, Jr. 
Smith Mercantile Co. 


Too Liberal Adjustments 


OKLAHOMA City, OKLA.:—Too 
liberal adjustments make dealers 
and consumers have less confi- 
dence in the commodity. There 
is a universal law that we must 
pay for everything we get in the 
comforts of living. 

It costs real money to manu- 
facture merchandise and too lib- 
eral adjustments increase the cost 
of doing business. Let’s take as 
an example a certain tire. The 
factory has figured out a law of 
average’ on adjustments and on 
each bond covering a tire shows 
the time limit of guarantee on 
said tire. 

Now then suppose we make an 
exception and adjust a tire af- 
ler the expiration date. This 
would not be fair to the manu- 
facturer, the jobber. the dealer 
or the user. The manufacturer 
would lose the amount in full be- 
cause such adjustments are not 
figured in the averages. 

They would also lose the profit 
on a new tire, because customers 
would have to buy a tire from 
sumeone. The jobber would lose 
the profit on a new tire, plus ex- 
pense of making adjustment. The 
dealer would lose in line with the 


(Continued on page 100) 
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By ADON H. BROWNELL 


Chapter 25—Intermediate Course 


Cupboard Hardware 


OW that several chapters 
have been devoted to 
locks, lock sets, trim for 
locks, etc., | am sure you have 
acquired a comprehensive knowl- 
edge of how to handle the prob- 
lems of trimming almost any kind 
of door with hardware. This be- 
ing the case, we will follow the 
general trend of thought adhered 
to in the elementary series and 
will discuss the smaller doors to 
be found in a residence. We 
fully covered the matter of stand- 
ard types of butts and hinges for 
doors, both small and large. in 
Chapters 15 and 16. 
It will not be out of line to 


Fig. 1— 
Friction 
catch 





again remind the reader that our 
thoughts are directed toward resi- 
dential builders’ hardware in this 
intermediate course. 

The usual types of smaller 
doors found in residential build- 
ings are used on book cases, china 
closets. access doors, clothes 
chutes, kitchen cupboards, broom 
closets, linen closets and other 
cupboards. 

Let me warn the beginner of 
the importance of carefully check- 
ing details. If you are taking off 
the builders’ hardware require- 
ments for a building you cannot 
be too careful in noting every 


10 





Fig. 2—Mortise friction latch 


reference of any kind on any open- 
ing on the plans. Every mark 
on a plan means something and 
many a job has been secured that 
might better have been lost be- 
cause the estimator did not check 
the plans and details with suffi- 
cient care. , 

An architect will often indicate 
that cupboards are to be installed 
and that details are to follow and 
then will not attend to the details 
until the construction is under 





Fig. 2-A—Rim friction catch 


way. It is best not to include any 
hardware for such notations, but 
to specifically state the exact con- 
ditions in your bid on the work. 
If you try to guess how many 
doors and drawers an architect 
will detail you will frequently 
guess too few and your estimated 
profit will be wiped out. If you 
will guess too many your bid 
will be out of line. 

It is important not only to 
know how many doors and draw- 
ers a cupboard will have, but how 
thick the wood is and how wide 
the stile. Get all the essential 
information. 

As rather lightly touched on in 





Fig. 3—Tegco patented 
cupboard latch 


a previous chapter. cupboard hard- 
ware, particularly in living rooms, 
dining rooms and bedrooms, is 
often finished in design to match 
the large door hardware, partic- 
ularly in cases where forged iron 
is used or in bedrooms where 
colored knobs are used. 

In the elementary series on 
cupboard hardware we discussed 
the standard elbow catch, cup- 
board turn, drawer pull, friction 
catches, knob pulls, push-pull 
catches and the common shelf 
rest, so we will not take time to 
discuss them again. 

There are many other types of 
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friction catches, for example such 
as Figs. 1 and 2, which can be 


used. Fig. 2 has been known to 





Fig. 4—-Secret door latch 


the builders’ hardware trade foi 
years as a Haegstrom catch, but 
very recently the patents were pur- 
chased by the H. B. Ives Co. and 
will be manufactured by them in 
the future. This particular mor- 
tise catch is made in three sizes 
and a new rim catch (Fig. 2-A) 
is now being introduced by the 
manufacturer, to the trade. Plac- 
ing catches both top and bottom 
on each door is a good idea where 
doors are in pairs or even on sin- 
It keeps the doors in 
shape better and incidentally you 
sell two catches instead of one. 
The Technical Glass Company 
has developed a nice line of glass 


gle doors. 


cupboard hardware as have other 
manufacturers. This particula 
company has quite an assortment 
of colored glass pulls. They also 





Fig. 4-A—Invisible latch 
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make a door catch (Fig. 3) which 
has proven quite popular. 

On the better type of residen- 
tial work there will often be secret 
panels where special hardware i= 
required. The Soss_ Invisible 
Hinges, particularly their new im- 
proved line, are very free acting 
and permit the door to operate 
very smoothly, which is a desir- 
able feature when used with a 
secret catch such as is shown in 
Fig. 4. In cases of this kind where 
there is no hardware showing the 
door is released by means of a 
push on the panel. 

As far as I know. only two 
manufacturers make this type of 
secret catch. Ives. who has pur- 
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Fig. 5-— 
Adjustable 
shelf 
standard 
and support 











chased the Haegstrom patents. 
and Glynn Johnson Co. Even 


these two operate in slightly dif- 
ferent fashion so be sure to study 
each manufacturer's catalog. They 
are made in four sizes for various 
sized doors. 
Perhaps it will 
have given too much space to se- 


seem that | 


cret panels for they are used only 
on rare occasions. However. when 
they are used you should know 
how to handle the work. Until 
recently there was not available 
as simple a catch but. now that 





tes lie 


it is available, secret doors o1 
panels are no longer difficult to 
handle. 
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Fig. 6—Wardrobe or cupboard lock 


It is often possible to sell shelf 
supports similar to Fig. 5 in place 
of the ordinary shelf rest for the 
shelves in the better class of resi- 
dences. This will give you more 
“plus” business. 

Occasionally owners will insist 
on locking cupboard doors and 
drawers. The usual type of lock, 
such as is shown in Fig. 6, is 
suitable for the door and_ lock 
while that shown in Fig. 7 is used 
for the drawers. 

When locks of this type are 
used do not overlook the impor- 
tance of suggesting to the owner 
that the locks for both drawers 
and door be keyed alike or mas- 
ter-keyed. On doors of this type 
this service will be doubly appre- 
ciated. Warnings should be given 
to beginners of the necessity of 
heing sure the door and drawer 
locks are of the’ same manufac 
ture and same key class, otherwise 
they cannot be keyed alike or mas- 
ter-keyed in one set. 

The type of locks shown is only 
one of many types which can be 
used. We will go into a’ more 





Fig. 7—Drawer lock 
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detailed study of cabinet locks in 
the advanced course. 

There may be times you may 
have a call for half 
latches and locks, such as is shown 
8, for cupboard doors. 


mortise 


in Fig. 
Sliding doors in cupboards are 
sometimes used and these require 
track and sheaves. Those shown 
in Figs. 9 and 10 are the more 
common types used. As a begin- 
ner it will be well to keep in mind 
that the track comes in standard 
lengths. In figuring the job figure 
the nearest standard length. even 





Fig. 9—Sliding door 
track for cupboards 


if it is longer than the amount 
required for the rest will be waste 
anyway. 

Unfinished wood knobs for pulls 
on doors and drawers are still 
popular in many places. 

In preceding chapters we dis- 
cussed per iod architecture or 


schools of design. There is a type 


of cabinet hardware used more 
particularly on furniture, but often 
sold in hardware stores, called 
“period hardware.” It is an im- 
possibility for the average hard- 


ware dealer to carry anywhere 


near the stock needed to filll all 


the calls or to nearly match the 


various samples brought in. and 





Fig. 10—Sheave for sliding 
door track 


if 


3 Oi out key. 
ow [f: 


Fig. 8—Mortise 
cupboard lock. 
Letch similar with- 


1 would not recommend that he 
try to do so. 

Desk slides, table leaf support- 
and braces of various kinds might 
not be considered necessary in 
talking about builders’ hardware 
and yet items of this type are 
generally found in the builders’ 
hardware department of the aver- 
age good hardware store. Review 
these items in vour manufactur- 
ers’ catalogs. 


In our next chapter we will 


discuss kitchen cabinet hardware. 
When the elementary series cover- 
ing this subject was published 
one of the manufacturers com- 
mented on the fact that much 
prominence was given to elbow 
catches, the old standby cupboard 
turn, etc., and asked if we did 
not realize the fact that kitchens 
had gone modern. We fully real- 
ized this fact and accordingly will 
discuss this sort of modern kitch- 
en cupboard hardware in our next 
chapter. 

Many of the despised elbow 
catches and cupboard turns are 
still being used despite the fact 
that kitchens have gone modern. 
I'll venture to say almost every 
hardware store in the country sells 
them regularly. This being the 
case it was right, I believe, that 
our beginners should know about 
them. 

Modern kitchen cabinet hard- 
ware is a great forward step and 
in the next chapter we will dis- 
cuss the subject in detail. 


Hardware Store Sponsors 
Annual Fishing Contest 


N order to attract fishermen to its 
| Barend department in 
ureater numbers, the Gehl Hard- 
ware Co., West Bend, Wis., 
running an annual fishing contest 
for several years. This annual fea 


goods 


has been 


ture has brought more business to 
the store. according to the three 
Gehl brothers who own the estab- 
lishment. 

Suitable prizes are awarded to 
fishermen who catch the largest and 
heaviest walleyed pike and the larg 
est and heaviest large mouth black 
bass. 

All during the fishing season a 
large placard is placed in the win- 
dow of the store which lists the 
names of those who brought fish to 
the store to enter in the contest. 

This placard is divided into many 
columns which lists the following 
information, “Caught by.” “Where 
caught,” “Length,” “Date.” “Rod 
and Reel,” and “Name of Bait.” 

Every day during the fishing sea- 
son you will see fishermen trudging 
toward the Gehl Hardware Store to 
watch the windows and see who 
caught a big fish that day. There 
has been a decided interest in this 
contest in West Bend the last few 
vears and Will, Henry and Bernard 


Gehl plan to continue the contest 
in 1938. 

First award in this contest is an 
$8.50 steel rod: second, transparent 
baits worth $4.00. These prizes are 
given in the pike contest and the 
same kind of prizes are given for 
the black bass contest. 

The contest is usually announced 
each year by a suitable advertise- 
ment in a local newspaper, and 
large placards in the store call the 
attention of fishermen to the event. 





Elmer Eberhardt, winner of the 
bass contest 
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Peabody Hotel, Memphis, Tenn., convention headquarters 


The Story of 
The Memphis Convention 





Forty-eighth annual convention of the Southern Hardware Jobbers’ Associa- 
tion and seventy-sixth semi-annual convention of the American Hardware 
Manufacturers’ Association held jointly at the Peabody Hotel, Memphis, Tenn.., 
“April 11-14, 1938. A. C. Rankin succeeds Robert H. Baker as president of 
jobbers’ group. Attendance was approximately 1000. Convention studies 
ever-increasing tax burdens and urges business men to take more active 
part in electing public officials and to be more aggressive in watching trend 





of federal, state and local legislation. 
road, cotton and taxation difficulties. 


Joint sessions hear experts discuss rail- 
Jobbers discuss warehouse services, 


truck deliveries, stock control and other major wholesale problems seeking 
ways to more economically service retail trade of the South. 





PPROXIMATELY 1000 
A wholesalers and manufac- 
turers attended the Mem- 
phis convention, placing its rec- 
ord only slightly under the all- 
time record breaking Southern 
convention at New Orleans last 
year. It was the forty-eighth 
annual convention of the South- 
ern Hardware Jobbers’ Associa- 
tion and the seventy-sixth semi- 
annual convention of the Ameri- 
can Hardware Manufacturers 
Association meeting jointly at 
the Peabody Hotel, Memphis, 
Tenn., April 11 to 14, 1938. 
Reports on current business 


APRIL 21. 1938 


conditions, as heard at the con- 
vention, were decidedly encour- 
aging. The one outstanding need, 
according to almost unanimous 
opinion, is confidence that gov- 
ernment will stop hamstringing 
legitimate business through fur- 
ther heavy tax burdens intended 
to pursue further uneconomic 
plans. The steadily rising trend 
of federal, state and local taxa- 
tion; the fostering of harmful 
legislation by both national and 
local governments and the stag- 
gering increased public payrolls 
came up for consideration by 
practically all speakers and in all 


discussions. The threat against 
future profitable business opera- 
tions due to these problems was 
also mentioned frequently and 
with great concern, by both man- 
ufacturers and jobbers. 

At their Tuesday and Thurs- 
day executive sessions, the job- 
bers discussed informally a wide 
variety of problems pertinent to 
wholesaling in the South. These 
discussions were well attended 
with practically all present en- 
tering into the spirit of the pro- 
gram, exchanging helpful experi- 
ences. This feature was so highly 
successful that general opinion 
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was expressed that more time at 
future conventions should be de- 
voted to such sessions. 

At the jobbers’ closing session, 
Allan C. Rankin, Teague Hard- 
ware Co., Montgomery, Ala., was 
elected president of the Southern 
Association succeeding Robt. H. 
Baker, Fones Bros. Hardware 
Co., Little Rock, Ark., who pre- 
sided during the Memphis con- 
vention. The full list of new and 
reelected officers is given else- 
where in this issue. The manu- 
facturers did not hold an elec- 
tion as it is their policy to choose 
officers at the October conven- 
tions. 

In addition to a group of reso- 
lutions expressing appreciation 
to the speakers, officers, commit- 
tees, and the Peabody Hotel, the 
jobbers unanimously approved an 
important declaration on legisla- 
tors and legislation. This reads 
as follows: “Be It Resolved: That 
we individually take a more ac- 
tive interest in legislation and 
governmental affairs; that as 
business mén we strive to inject 
more business methods into our 
national, state and local affairs; 
and that we endorse firmly those 
principles we approve and assert 
ourselves aggressively for those 
we believe unsound.” 

The manufacturers’ associa- 
tion’s only resolution was a trib- 
ute to the memory of the late 
Houston Dudley, Gray & Dudley 


Co., who was vice-president of 
that body. This tribute appears 
elsewhere in this issue. 


With customary formalities 
the convention was officially 
opened Monday night with a 





O. H. MANN 


Higginbotham-Pearlstone Hardware 
Co., Dallas, Tex., President, Texas 
Hardware Jobbers’ Assn. 


joint meeting at which President 
Robt. Baker of the Jobbers’ pre- 
sided. Mr. Baker’s message of 
welcome and keynote speech is 
published on the page immedi- 
ately following this summary. 
Charles T. Evans, Arkansas 
Light & Power Co., Little Rock, 
Ark., addressed the convention 
following a response to Mr. Bak- 
er’s welcome by Robt. G. Thomp- 


son, Lufkin Rule Co., Saginaw, 
Mich., president cf the manufac- 
turers’ group. Mr. Evans is a 
talented speaker with a rich bit 
of humor throughout his serious 
message. The called for leader- 
ship and a new faith in the fu- 
ture of American ideals declar- 
ing that this is an era of 
non-leadership which has put our 
entire economic system under 
fire. 

“Only a renewed faith can 
bring us through unharmed,” 
said Mr. Evans, “Our economic 
structure embodies free competi- 
tion and enterprise and oppor- 
tunity for individual profit. It 
therefore is based on individual 
initiative and leadership. But 
leadership calls for faith in our- 
selves and others, and we have 
lost that faith. We are willing to 
follow blindly anybody who calls 
himself a_ leader. American 
business must have new blood 
that is, new thoughts, ideas and 
planning. Only a restored faith 
in our own abilities, in others 
and in business can bring the 
new blood needed for the fight 
against recession.” 

On the pages immediately fol- 
lowing are the major parts of 
the messages by officers and 
speakers, details of the entertain- 
ment features, names of officers 
of the two associations and other 
pertinent facts about the Mem- 
phis convention. 


E. F. Flato Heads X Club, Succeeds Fayette R. Plumb 


7 ab a 
| ight F. FLATO, president, 
Christi Hardware Co., Corpus Christi, 


Texas, succeeds Fayette R. Plumb, president, 
Fayette R. Plumb, Inc., Philadelphia, Pa., as 


Chief X of the X Club. 
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This organization is 
comprised of the past presidents of the various 


Corpus 


Southern and 





hardware associations participating in the joint 
National conventions. Geo. F. 
Harper, National Enameling & Stamping Co., 
was chosen as club historian. The X Club held 
its dinner Monday night, April 11, 1938, at the 
Hotel Peabody where this photo was taken. 
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Permanent Progress 
Requires Confidence 





Robert H. Baker, vice-president, Fones Bros. Hardware Co., Little Rock, 
Ark., in his annual address as president Southern Hardware Jobbers’ 
Association before joint opening Monday night session calls for confi- 
dence between capital and labor and between business and government 
and immediate stopping of policies which engender class hatreds. Tax 
burdens must not be so high that business profits are doubtful. Believes 
recent developments indicate more reasons for such confidence. 





OR the second time, it is my 

privilege to welcome you at 

one of our joint conventions, 
and I use the word “‘privilege”’ 
advisedly—considering not mere- 
ly the total attendance, but also 
the type of business executives 
and representatives who meet 
here, we feel that this has now 
become perhaps the most impor- 
tant business convention held 
anywhere in the South. 

This convention has many im- 
portant phases. Among these is 
the effort to pierce the fog of 
uncertainty which seems to be 
pressing down upon us. Through 
the exchange of ideas and in- 
formation, we may be in a better 
position to determine what is in 
prospect, and what our business 
policies should be during the 
months ahead. 

It seems a very short time ago. 
at our 1937 convention in New 
Orleans, that we were concerned 
primarily with the inflationary 
tendencies which were then so 
much in evidence. Since that 
time, as you all know, there has 
been a rapid reversal of these 
tendencies and the brakes have 
been applied too rigorously. The 
business machine has_ slowed 
down. The driver seems to have 
become unduly apprehensive over 
the possible hazards that may 
await him just over the hill or 
just around the curve. 

What has been responsible for 
this too rapid reversal of busi- 
ness sentiment? I shall not at- 
tempt to suggest all the national 
or international developments 
which may have been contribut- 
ing factors, and about which we 
probably can’t agree anyway. 
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ROBERT H. BAKER 


But there is one thing on 
which I believe we can agree 
and that is that there can be nu 
real, permanent progress with- 
out confidence. There must be 
confidence between capital and 
labor, instead of the feeling that 
class must be arrayed against 
class. There must be confidence 
between business and Govern 
ment, instead of an attitude of 
criticism and suspicion. There 
must be confidence that the tax 
burden will not be so high as to 
eliminate all incentive to take 
reasonable business risks. , There 
must be confidence that we will 
be permitted to determine, for 
ourselves, whether all our earn- 
ings must be paid out or whether 
we may put some portion aside 
for rainy days. 


Recent developments indicate 
that there is now more reason 
for confidence on most of these 
points. But with reference to the 
tax situation, we still have rea 
son to be apprehensive. The ten 
dency is still toward an increase 
in the functions and expendi- 
tures of Government—Federal, 
state and local—with the result 
that the cost of Government is 
now absorbing more than 20 per 
cent of the total national income. 

The cost is too high with the 
umpire and the policemen exact- 
ing too great a price for their 
services. More money going to 
Government means less money 
available for merchandise and 
services, with a consequent lower 
standard of living than we other- 
wise might have. We all should 
use our influence to try to bring 
about simplification and coordi- 
nation, of governmental func- 
tions, to the end that the burden 
of taxes and governmental debt 
may not ultimately overwhelm 
us. 

Though business sentiment is 
less cheerful today than it was at 
the time of our New Orleans 
convention last year, the hard- 
ware industry as a whole would 
have little reason for complaint 
if only there were a clearer view 
of the road ahead. It is esti- 
mated that for the first quarter 
of 1938, the volume of hardware 
business, through the wholesale 
and retail channels, was about 10 
per cent below the same period 
of 1937, but about the same as 
the first quarter of 1936, with a 
gradual improvement in prospect 
for the remainder of the year. 

(Continued on page 102) 
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Government Must Meet 
Business Half-Way 





Robert G. Thompson, vice-president, Lufkin Rule Co., Saginaw, Mich., in 
his semi-annual address as president of the American Hardware Manu- 
facturers’ Association declares before Manufacturers’ Tuesday session 
that bottom of present recession has been reached and will end when 
confidence returns which can be expected when the Administration and 
Congress encourage industry. Says methods and not objectives at 
Washington disturb business and that government should develop “pay- 


as-you-go” basis. 





cation has been the solu- 

tion consistently urged for 
many of our social, economic 
and political ills, and none will 
deny that enlightenment is es- 
sential to progress. But educa- 
tion parallels medicine in that a 
mistaken prescription or an 
overdose may have disastrous re- 
sults. In both sciences great ad- 
vances have been claimed, with 
varying degrees of justification, 
for to some of this stream-lined 
education is due the storm of 
new-born theories which has 
swept a bewildered world with 
experimentation, endangering 
peace and prosperity. Teachings 
formerly fundamental have been 
discarded or neglected; untram- 
meled and irresponsible ‘“self- 
expression” exalted. 

In the light of all this, it is 
both significant and encouraging 
that a recent important gather- 
ing of educational experts saw 
fit to question the wisdom of 
further advocacy of these so- 
called “progressive” methods. 
Flippant disregard of the estab- 
lished laws of life, nature and 
economics can ultimately have 
but one result. 

American agriculture, trade 
and industry have ceased to be 
masters of their destiny. In 
yreater or less degree they have 
been hampered everywhere by 
legislative curb and the gener- 
ally excessive demands of labor. 
But at last there are refreshing 
indications of the beginning of 
the end of popular desire for 
new experiments; a demand for 
modification of method of some 
now in operation and realization 


kK) DUCATION and more edu- 
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by labor that the rule of reason 
brings most permanently satis- 
factory returns. 

At long last members of the 
National Congress and of state 
legislatures seem to be awaken- 





ROBERT G. THOMPSON 


ing to a sense of individual re- 
sponsibility and are here and 
there evincing the courage of 
their convictions. 

Recent events have forcibly 
demonstrated the fallacy of po- 
litical assumption that the in- 
terests and requirements of little 
business differ in any essential 
particular from those of great 
corporations. To quote from the 
wisdom of W. J. Cameron: 

“Most of the wrongs publicly 
assailed today are alleged to in- 
here in business. They inhere in 


Human Nature, and only as busi- 
ness overcomes them can busi- 
ness proceed at all. The fact that 
so much business is possible indi- 
cates that it has progressively re- 
duced the field of fraud. Honest 
business of itself drives out dis- 
honest business—as the shadow 
of growing grain drives out most 
weeds. The history also is that 
when legislative and social ener- 
gies are concentrated against a 
bad business minority, they not 
only do not eradicate it, but in 
the process beat good business 
down. The furious cannonade 
shatters public confidence, re- 
duced national self-respect. 
shocks the delicate nerves of 
faith and trust that sustain pro- 
duction and trade; impoverishes 
the good by taxing it to support 
a footless attempt to destroy the 
bad. And where this goes so far 
as to break out in repressive 
laws, we behold what we have 
always beheld in these circum- 
stances—the chain welded for 
the evil eventually shackles the 
gcod.” 

Recognition is universal that 
the objectives of the Social Se- 
curity Act are vital to the wel- 
fare of our people, and that 
their establishment has perhaps 
been too long delayed. It is, 
therefore, not objectives, but 
methods of application, which 
seemingly warrant revision. 

Three years ago when the So- 
cial Security Act was before 
Congress for enactment, busi 
ness was on the upgrade and 
warnings were disregarded that 
the taxes imposed by this law 
would constitute a serious bur- 

(Continued on page 102) 
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Predicts Wholesalers 


Will Soon Resume Buying 





Shannon Crandall, president, California Hardware Co., Los Angeles, 
Cal., and president, National Wholesale Hardware Association briefly 
analyzes business conditions in informal talk to the Manufacturers 
Tuesday session. A summary of his remarks are given below in which 
he predicts an early resumption of buying by wholesalers whose stocks, 
he said, are generally very light and require replacements in good volume. 








SHANNON CRANDALL 


ident, National Wholesale 

Hardware Association and 
president, California Hardware 
Co., Los Angeles, Cal., made an 
informal address to members of 
the American Hardware Manu- 
facturers Association Mr. Cran- 
dall expressed considerable op- 
timism and said that while there 
is much talk of poor business 
causing the majority of business 
men to have a droop to their 
mouths, conditions in this coun- 
trv are not as bad nor as des- 
perate as they are in most of the 
other countries He pointed out 
that business men in the United 
States feel that conditions are 
not good if they are unable to 
show increases over the previous 
year. Perhaps, in this country, 
we have reached a somewhat 
stabilized point or period, he sug- 
gested, in which we can not ex- 
pect to continue the rapid de- 
velopments of the past few gen- 
erations and can not hope to 


S' ANNONCRANDALL, pres- 
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show big increases year after 
year 

In the past there were 10 to 
20 years of good times, followed 
by depression periods of one, two 
or three years. This is not so 
much the order of the present 
day as depression periods in the 
past have been of longer dura- 
tion. Mr. Crandall expressed the 
opinion that we have finally 
reached the bottom of the pres- 
ent valley and that a general, 
although perhaps slow, upturn 
will result. 

Mr. Crandall pointed out that 
a few years ago, when market 
conditions indicated an upturn, 
wholesale distributors bought 
larger stocks than they should 
have purchased. Since that time 
stocks have been fairly well 
liquidated and as a result many 
wholesalers are going to market 
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for sizeable volumes of merchan- 
dise. Those distributors who 
have not been filling in their 
stocks to any degree will soon 
have to start buying. 

He emphasized the fact that 
there is unrest among our people, 
whether they are rich or poor. 
wage earners, farmers, mer- 
chants or manufacturers. There 
is, he said, a feeling of discon- 
tent prevailing which makes 
people dissatisfied with the sta- 
tus in which they find them- 
selves. 

Politicians are not interested, 
he declared, so much in the fun 
damental or plain things with 
which voters are thoroughly ac- 
quainted, as they are in things 
that are so intricate that a great 
deal of explanation is necessary 
in order to make even a part of 


(Continued on page 106) 
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Sane Taxation 





James V. Carmichael, Marietta, Ga, attorney and member Georgia 
General Assembly, addresses Wednesday joint session. Traces history 
of tax levies, and their constantly increasing amounts which have so 
burdened business that profits are the exception and not the rule. Many 
Government operations run heavier than tax income causing further 
bewilderment and concern, he says, as the Governmental purse seems 
to have no effective defenders. 








JAMES V. CARMICHAEL 


‘*A LL the world shall be 
taxed” said Caesar Augus- 


tus some 2000 years ago. 
Today sees the fulfillment of that 
command. A bewildered and in- 
dustrial America has _ slowly 
awakened to the fact that our 
various governmental units have 
continued to increase their de- 
mands for tribute until a rea- 
sonabie profit in business is the 
exception rather than the gen- 
eral rule. 

The broadened scope of gov- 
ernmental activities has brought 
on tremendous expenditures, the 
proportions of which were here- 
tofore undreamed of by the 
American people. So gigantic are 
the undertakings of our various 
governmental units, that econo- 
mists tell us that one out of 
every six persons engaged in 
gainful employment in_ the 
United States is on government 
payrolls, carrying on the compli- 
cated multitude of activities in 
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OFFICERS ELECTED AT MEMPHIS, TENN. 
by 
SOUTHERN HARDWARE JOBBERS ASS'N 
Thursday, April 14, 1938 


President 
A. C. Rankin, Teague Hardware Co., Montgomery, Ala 


First Vice-President 
Henry !. Allison, Glasgow-Allison Co., Charlotte, N.C 


Second Vice-President 
Wm. W. French, Moore-Handley Hardware Co 
Birmingham, Ala 


The New Executive Committee 
Frank L. Hereford, Murray Brooks Hardware Co, Ltd 
Lake Charles, La. 
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Claiborne R. Watkins, Watkins-Cottrell Co., Richmond, Va 


/ Advisory Board 

John Donnan, W. S. Donnan Hardware Co., Richmond, Va 
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Ala. 

L. M. Stratton, Stratton-Warren Hardware Co, Memphis 
Tenn. 
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Finis E. Pharr, Buhrman-Pharr Hardware Co., Texarkana 
Ark. 

Walter M. Bonham, C. M. McClung & Co., Knoxville, Tenn 

Robt. H. Baker, Fones Bros. Hardware Co., Little Rock, Ark 


Secretary 
T. W. McAllister, Southern Hardware, Atlanta, Ga 


Treasurer 
H. B. Horsey, Sharp, Zahry & Horsey Co., Atlanta, Ga 


Sergeant-at-Arms 
R. P. Boyd, Knoxville, Tenn 
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which our governments are cn- 
gaged. 

Until recently, neither busi- 
ness, industry nor the people 
generally have complained at the 
extent of governmental activities 
nor at the enormous costs there- 
of. Virtually everyone has been 
willing to let administrative and 
legislative office-holders experi- 
ment with the problem of bring- 
ing about an economic recovery. 
An emergency existed. It had to 
be met. With the emergency 
passed, however, we find that the 
cost of government continues to 
grow. Always, the number of 
Federal, state and local em- 
ployees continues to grow, 
though services rendered in 
many instances are reduced or 
altogether abandoned. This con- 
dition and the broadened scope 
of governmental activities have 
resulted in our spending far more 
each year than we receive in the 
form of tax revenues. 

The extent to which govern- 
mental expenditures have grown 
will be seen from the fact that 
for the year ending June 30, 
1937, the total expenditures of 
the Federal, state, county and 
municipal governments were ap- 
proximately $17,000,000,000, or 
twice the total farm income of 
the United States for that year. 
The expenditures of the Federal 
government alone during this 
same period amounted to more 
than the total farm income for 
the year 1936,°which is estimated 
at $8,000,000,000. It must be re- 
membered that this does not 
represent the amount of revenue 
collected during this period of 
time, but rather it represents 


revenues collected and debts in- 
curred. 

According to figures prepared 
by the United States Chamber 
of Commerce, the total volume of 
taxes in 1936 was approximately 
10.4 billion dollars—3.9 billion of 
Federal and 6.5 billion of state 
and local taxes. 

Tentative forecasts of taxes 
for 1938 show that the total tax 
revenue will approximate 13.5 
billion dollars—of which 6.4 bil- 
lion dollars will be Federal and 
7.1 billion dollars will be state 
and local taxes. 

Total tax revenues for the 
year 1937 were 3'% billion dol- 
lars in excess of the total amount 
collected in 1921, when the high- 
est war-time rates were in effect. 
The 13.5 billion dollars total 
taxes forecast for 1938 will be 35 
per cent above the 1936 total, 
30 per cent above the 1930 peak, 
and 60 per cent above the maxi- 
mum war-time yield in 1921. In 
other words, Federal, state and 
lecal taxes recently have been 
absorbing about one-fifth or 20 
per cent of the national income. 

Taking into consideration the 
funds borrowed, as well as those 
raised by taxation, the total 
costs of government — Federal, 
state and local—for the last few 
years have been equivalent to 
about 30 per cent of the national 
income. Just after the World 
War, when taxes were regarded 
as high, the total Federal, state, 
county and municipal taxes rep- 
resented only a little more than 
one-tenth of the national in- 
come. The present tax burden, 
therefore, is about twice as 
great now as it was then in re- 
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New SHJA President 





A. C. RANKIN 


Teague Hardware Co., Montgomery, 

Ala., elected president of the South- 

ern Hardware Jobbers’ Assn. at its 

closing Thursday session, succeed- 
ing Robt. H. Baker 


lation to the incomes of the 


people. 
Since 1903 our total govern- 
mental expenditures have _in- 


creased ten-fold. In the last 25 
years they have increased more 
than six times. At the beginning 
of the century, the combined 
cost of Federal, state and local 
governments was about $19 per 
capita. At the present time, on 
an average, every man, woman 
and child pays $100 a year in 
taxes. 

Representative Engel of Mich- 
igan has produced figures to 
show that the Treasury public 
debt is 37 billion dollars plus 27 
billion dollars of non-recoverable 
R.F.C. assets, or a total of 40 bil- 
lion dollars as of Jan. 21 of this 
year. He figured state and local 
debts at 19 billion dollars, thus 
making a total national, state 
and local public debt of 60 bil- 
lion dollars. Private long-term 
debt he estimated at 73 billion 
dollars, making the total public 
and private debt an unbelievable 
133 billion dollars. The _ total 
assessed valuation of all real 
estate in the United States is 
134 billion dollars, which indi- 
cates that the mortgage on the 
United States is about 99.4 per 
cent of its total real estate valu- 
ation. He also compared it with 
the estimated national wealth of 
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286 billion dollars to conclude 
that debts now amount to 46.5 
per cent of the national wealth. 

If these figures be correct, and 
I have no cause to doubt them, 
there is little mystery about the 
fact that business is concerned 
over taxes. There is little won- 
der that business and industry 
are beginning to ask where the 
governments intend to stop their 
spending and just what may be 
expected in tax legislation. 

It has long been recognized 
and frequently pointed out by 
students of taxation that the in- 
creasing volume of taxation is 
due in considerable part to the 
more active influence in public 
affairs of a large class of people 
who contribute but little, at least 
directly, to the tax revenue- 
people who do not feel the weight 
of the tax burden occasioned 
thereby, while on general prin- 
ciples they are favorable to lib- 
eral and generous expenditures 
of tax moneys in the distribution 
of which they hope to share. This 
class has been greatly augmented 
since March 1, 1933, by reason 
of the large Federal expendi- 
tures for recovery and_ relief 
purposes. As a_ result, free 
yrants and loans and the voting 
away of public funds for social 
purposes have gained popularity 
with a wide electorate. 

Politicians have been quick to 
recognize this. Thus, in their 
pre-election campaigns they have 
advocated tax measures which 
appeal more strongly to the larg- 
est number of voters, such as the 





F. R. SCHUTT 
Vice-president and general man- 
ager, Peabody Hotel, Memphis, 
Tenn., who did his customary good 
job of helping to make the conven- 

tion a success. 


exemption from taxation of 
homesteads and household goods 
up to a certain amount, and 
other such measures. At the 
same time they have advocated 
the levying of heavy taxes on 
business and industry, not only 
to make up or offset the losses 
due to such exemptions, but also 
to provide funds with which to 
match the Federal contributions 
for the wide range of social se- 
curity purposes. 

Without entering into a con- 
troversy as to whether or not 
present and past governmental 
expenditures have been wise, let 
it be assumed that all such ex- 


penditures were for the public 
vood and were necessitated by an 
emergency. The question which 
presents itself for solution at 
this time, however, is: “To what 
extent shall business, industry 
und the people generally be taxed 
for the public good?” It would 
seem that the question of ability 
to pay taxes should always go 
hand in hand with the question 
of the purpose for which the 
money is to be spent. The ability 
of business, industry and the 
people generally to pay is, of 
course, directly dependent upon 
our basic income. From our basic 
income must come the cost of 
government, because’ govern- 
ment consumes without produc- 
ing. 

If the government is to do 
everything that is for the public 
or common good, the logical con- 
clusion would be to take every- 
thing from the people in the 
form of taxes except a living 
wage and use those taxes for 
purposes which are for the good 
of all. Such a procedure would, 
of course, fail to recognize 
profits or property rights. Such 
a procedure would be wholly un- 
democratic. If our government 
is to continue to recognize prop- 
erty rights and the right of 
everyone to legitimate profits. 
taxes must necessarily be levied 
in accordance with ability to pay. 

A casual study of the figures 
heretofore referred to will con- 
vince the most skeptical person 
that if we continue present Fed- 
eral, state and local expenditures 
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and pay the debts incurred by 
past expenditures, taxes to pro- 
duce sufficient revenue to do 
these two things must neces- 
sarily be in excess of the ability 
of business, industry and the 
people, generally, to pay these 
taxes and at the same time re- 


tain their present property 
rights and earn a_ legitimate 
profit. 


I do not believe that we have, 
as a nation, reached that point 
where we are willing to abandon 
the form of government which 
heretofore has assured us these 
two things. This being true, the 
expenditures of all our govern- 
mental units must be slashed to 
the point where they can operate 
on a cash basis, taking into con- 
sideration the debts which must 
be retired; and taxes must be 
levied in accordance with ability 
to pay. 

No longer will the answer that 
“It is for the public good” suf- 
fice. There is a very definite limit 
as to how much can be spent by 
the government for the public 
good and at the same time retain 
a democratic form of govern- 
ment! That limit has apparently 
been reached. 

When the fundamental prob- 
lem of balancing our govern- 
mental budgets has been met, the 
next question for solution is: 
“How shall these budgets be 
paid?” Obviously, by taxation; 
but that answer of itself is not 
sufficient. Taxation must be 


equitable and in accordance with 
ability to pay if our democracy 
is to stand. 

The question of ability to pay 
taxes is 


indeed a complicated 





October Convention 
Returns to 
Atlantic City, N. J. 


Week of Oct. 17, 1938 


The annual joint con- 
vention of the National 
Wholesale Hardware and 
the American Hardware 
Manufacturers’ Associa- 
tions will return to Atlan- 
tic City, N. J.. the week of 
Oct. 17, 1938. Headquar- 
ters will be at the Marl- 
borough-Blenheim Hotel. 











one. It should always be remem- 
bered that the power to tax, 
while a very necessary power, is. 
at the same time, a very danger- 
ous power. It has been truth- 
fully said that, “The power to 
tax is the power to destroy.” 
To arbitrarily impose a tax 
upon any business or industry. 
without first determining its 
ability to pay such a tax, is 
moronic, for instance, a gross re- 
ceipts tax might be fair to a 
business which operates on a 
large gross profit, whereas on 
those businesses which do a tre- 
mendous volume of business on 
an exceedingly small profit such 
a tax might be confiscatory. So it 
is with any arbitrary tax mea- 
sure. They are filled with all 
manner of dangers, and in their 
verbiage lurk confiscation and 
the utter financial disruption of 
both business and industry. 
Informed and responsible opin- 
ion favors a tax system that will 


be consistent with the best work- 
ings of the present industrial 
order. Such a system, as a rule, 
should be constructed with a 
view to securing the maximum 
amount of revenue with limited 
disturbance of industrial and 
business conditions. It should 
operate as little as possible to 
discourage enterprise, lower in- 
dustrial activity, curtail produc- 
tion or employment, or tend to 
dry up the sources of private in- 
come, which in turn are the 
sources of public revenue. A wise 
policy of taxation will seek to 


safeguard the sources from 
which future revenues must 
come. 


Business and industry must 
have a profit incentive. They 
must supply the funds in the way 
of wages and earnings before the 
workmen can enjoy the benefits 
of unemployment insurance, be- 
cause the premiums for this in- 
surance must be paid from these 
sources. Unemployment insur- 
ance, desirable though it may be. 
can never take the place of thriv- 
ing business and industry as se- 
curity to the workers. 

Industry cannot thrive unless 
it is permitted to earn a comfort- 
able net income over and above 
wages, operating expenses, in- 
surance and taxes. Any effort or 
movement to hinder or deprive 
business or industry from earn- 
ing a just and reasonable profit, 
whether by the imposition of ex- 
cessive and burdensome taxes or 
otherwise, will sooner or later 
react against the worker and the 
community. 

Not only are business and in- 

‘Continued on page 110) 
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Our Legislative Responsibilities 





Mark Lyons, president, McGowin-Lyons Hardware & Supply Co., Mobile, 
Ala., opened Jobbers’ Tuesday session discussion on legislative problems. 
Urges business men to take an active part in electing officials and guid- 


ing legislatures on the basis of facts instead of mere prejudice. 


Says 


common sense arguments with law-makers will develop results. 








MARK LYONS 


“P until about 1933 there 
was no more popular slo- 
gan among the politicians 

than the phrase, “business-like 
administration,” and the office- 
seeker who could properly claim 
the support of the “business ele- 
ment” was, in most communities 
and the nation generally, in a 
fair way to win election. This 
does not mean, of course, that 
government prior to 1933 was at 
all business-like; it simply shows 
that the politician regarded the 
business man_ as _ influential 
enough to be worth flattering. 
From 1933 until approximate- 
ly a year ago that slogan, “a 
business-like administration,” 
was very little heard, and the 
politician, speaking generally. 
left off openly seeking or boast 
ing of the support of the “busi- 
ness element.” It was far more 
popular—and for more _ profit- 
able—for the politician to attack 
the business man as an “econom- 
ic royalist.” Politically, the busi- 
ness man had fallen into dis- 
esteem, and crowd psychology 
operated against his taking an 
active and useful part in Gov- 
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ernment. He was invariably ac- 
cured of self-seeking, and by the 
national legislature, at least, he 
was subjected to what Congress 
and the Administration called 
regulation and what the _ busi- 
nessmen called, and _ still call, 
punishment. 

A considerable change seems 
to have taken place in the busi- 
ness man’s relation to Govern- 
ment in the past year. It is a 
little too early, perhaps, to say 
whether a profound change has 
taken place in the political think- 
ing of all classes of Americans. 


Some business men were opti- 
mistic enough to believe that a 
change had occurred during 
1936, but they discovered, when 
November of that year rolled 
around, that they had been vast- 
ly mistaken. It does appear, 
though, that a change—a vital 
change—has taken place in the 
political attitude of the business 
man, and the title—“‘Our Legis- 
lative Responsibilities” —- sums 
it up nicely. 

The business man has discov- 
ered that if he lets himself be 
cast in the role of “economic 





In Memory of 


N the passing of Houston Dudley. 

our vice-president, we have lost 
an ardent co-worker and sympa- 
thetic friend. No man was better 
or more widely known among hard- 
ware men, and no man was more 
highly esteemed or respected. He 
was the soul of geniality, cordial in 
his hospitality, and in the truest 
sense typified the genuine ideals of 
good citizenship and business integ- 
rity. A true friend and American 
gentleman, he was never known to 
harbor or express an unkind thought 
toward anyone. His active and 
helpful participation at our conven- 
tion goes back to their beginnings, 
and no man aave more abundantly 
or willingly of his time and talents 
in furthering the purposes for which 
these meetings are held. The 
vounger men in our industry always 
held a special place in his interest 
and affections, for he never tired in 
making them feel welcome at these 
gatherings and in assisting them in 
expanding their circle of friendship. 

For the first time, we are met 
without him. But in our hearts we 
will always cherish the memories of 
his being with us on so many occa- 
sions. Our lives and our gatherings 
have been better because he has 
been with us as a leader and a 
friend. 


Houston Dudley 





RESOLVED: That this expression 
on the passing of our vice-president, 
Houston Dudley, has the unanimous 
sincere approval of the seventy-sixth 
semi-annual convention of the 
American Hardware Manufacturers’ 
Association, assembled in Memphis, 
Tenn., Tuesday, April 12, 1938, and 
that our secretary be instructed to 
convey this message to the family of 
Houston Dudley and to his associ- 
ates in Gray & Dudley Co., Nash- 
ville, Tenn. 
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American Hardware Manufacturers’ 
Assn. who again supervised the 
registration 


royalist” and if he accepts, 
either from discouragement or 
from lack of self-confidence, the 
label that the anti-business poli- 
ticians have placed upon him, he 
is bound to receive pretty severe 
treatment from legislative 
bodies. He has begun now to 
speak up in his own defense and 
in behalf of his legitimate inter- 
ests, and it begins to appear that 
he is speaking up successfully. 

The business man has come to 
think of politics not as a nui- 
sance or as a chance to dominate 
other people or as a force he can- 
not control but as a definite and 
clear-cut responsibility. Within 
the past year the business man 
has come to realize that for the 
sake of self-preservation, if for 
no better reason, he must regard 
political action as a responsibil- 
ity. He cannot possibly afford 
to be indifferent to Government, 
and he cannot possibly afford to 
let the 1933-36 definition of a 
business man as an “economic 
royalist” go unchallenged. 

This idea that business has a 
legislative responsibility should 
be decidedly helpful to both busi- 
ness and the country as a whole. 
Unless we are going to scrap the 
traditional American way of liv- 
ing, business has a very special 
and necessary place in the 
scheme of things. To continue to 
exist, business does not have to 
ask Government for favors, but 
it does, most assuredly, need to 
have fair treatment from Gov- 
ernment. To obtain this fair 
treatment is the responsibility 
of business today. If business 
fails to assume that responsibil- 


APRIL 21, 1938 











ity, or is ineffective in its efforts 
to assume it, the future of busi- 
ness is apt to be pretty dark. 

In the last year business has 
given two examples of the as- 
sumption of its responsibility in 
an effective way. The first ex- 
ample was the defeat of the 
wages-hours bill, and the second 
was, or rather is, the new tax 
bill, which is still in the making. 
In both these instances business 
men spoke strictly as business 
men. They stated their case as 
forcefully and as clearly as they 
could. The southern business 
man was particularly active 
against the wages-hours bill, and 
it is to southern business, | 
think, that a good deal of the 
credit belongs for the recogni- 
tion by all business that it has 
definite legislative responsibili- 
ties. 

The plan of action used against 
the wages-hours bill deserves a 
good deal of study. There was 
much talk of “dictatorship” and 
“bureaucracy” and “unconstitu- 
tionality” and of all the political 
symbols which had proved so in- 
effective in 1936. But there was 
much more talk about what the 
bill would do to southern busi- 
ness in practical terms. In other 
words, the attack on the wages- 
hours bill was not couched in 
exalted and possibly worn-out 
phrases. Instead, business men 
talked in a common sense and 
perfectly straightforward and 
understandable fashion. They 
said, “If you pass this bill, busi- 
ness in the South is going to be 
irreparably harmed.” Then they 
proceeded to show why business 
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in the South would be harmed. 
In other words, they talked as 
business men about a subject on 
which they were certainly au- 
thorities because it had to do 
directly with business enter- 
prise. And Congress, and the 
country generally, listened re- 
spectfully. 

Every man thinks that his 
opinion of “dictatorship” and 
“liberty” and so forth has as 
much weight as the next man’s. 
but most men will listen atten- 
tively when a recognized author- 
ity is speaking on his own sub- 
ject. And the business men of 
the South was listened to when 
he came forward and told what 
would happen to him if the 
wages-hours bill was passed in 
its original form. When business 
assumed what was undoubtedly 
its responsibility, and assumed it 
without any kind of subterfuge, 
the country was impressed. 

The country has been im- 
pressed again by what business 
has had to say about the undis- 
tributed profits tax. Congress 
listened to business a_ second 
time. It listened because busi- 
ness could give it facts and fig- 
ures and could show just why the 
tax was an evil. The undis- 
tribute profits tax is going to be 
either repealed or else greatly 
modified. The wages-hours bill 
is possibly going to come up 
again, but it will never be 
passed in the form originally 
proposed. And if business will 
fight it by the same methods it 
used before, the bill may never 
be passed at all. 

(Continued on page 110) 
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Samuel O. Dunn, chairman, Simmons-Boardman Publishing Co., New York 


City, tells joint Wednesday session unsound economic policies will in 
1938 cost American people $40,000,000,000 not including expenses of 
government. Urges Business men to take greater and more sympathetic 
interest in railroad problems. States that revival of business will find 
railroads unable to render completely satisfactory service due to lack 
of needed equipment they are unable to buy. Also stresses important 


relation between railroad buying and general conditions. 








SAMUEL O. DUNN 


4 NSOUND economic _ poli- 
L cies will in 1938 cost the 

American people about 
$40,000,000,000, not including 
any expenses of government. This 
will sound to most persons like 
a greatly exaggerated estimate. 
It is $300 per capita, or an aver- 
age of more than $1,200 for 
every family in the United 
States. Sut it can easily be 
shown to be an entirely rational 
estimate. 

It is now eight and a half 
years since the panic of 1929. 
Within every equal period fol- 
lowing the beginning of every 
previous depression our national 
income had increased to much 
more than it ever had been be- 
fore. In 1929, eight years after 
the crash of 1921, it was almost 
20 per cent larger than in 1920, 
or $85,000,000,000. On the basis 
of all previous experience it 


should have increased in 1938 to 
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at least $90,000,000,000; but at 
the present rate it will be only 
about $50,000,000,000. 

This is the principal cause and 
explanation of our present rail- 
road situation. The national in- 
come consists mainly of the con- 
sumable and durable goods pro- 
duced. The railroads, in spite of 
increased competition of other 
carriers, still transport at least 
two-thirds of these products, 
which affords them 80 per cent 
of their gross earnings. Their 
freight traffic thus far in 1938 
has been 40 per cent less than 
in 1929. If production, construc- 
tion and commerce had increased 
since 1929 in accordance with all 
previous experience, railway 
freight earnings would now be at 
least 80 per cent, or $2,000,000.- 


000 a year, more than they ac- 
tually are. In that case, the rail- 
ways probably could have stood 
even their present high unit costs 
of wages, prices and taxes; and 
would have been earning a fairly 
satisfactory net operating in- 
come, employing many thousands 
more men themselves and been 
making large purchases of equip- 
ment and materials affording 
employment to many thousands 
more men in the manufacturing 
industry. But the railways, with 
their present volume of traffic 
cannot stand, and should not be 
asked to try to stand their pres- 
ent high unit costs. 

To what, then, more than eight 
years after the panic of 1929, is 
due continuance of this profound 
depression in other industries, 
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resulting in such lack of normal 
production, construction and 
traffic? We have failed to re- 
cover, although in the same 
length of time we fully recovered 
from all previous depressions, be- 
cause government, business and 
labor—especially government— 
have followed entirely different 
economic policies from those fol- 
lowed in any previous depres- 
sion. Every intelligent person 
knows what those policies have 
been. Every economist with any 
reputation among economists has 
opposed them, and predicted they 
would prevent recovery. Re- 
sponsibility for present economic 
conditions, including the present 
condition of the railroads, rests 
squarely upon those who have 
favored and adopted these un- 
precedented and ruinous policies. 

The case of the railroads il- 
lustrates what these policies have 
been and why they have pro- 
duced the effects they have. In 
the first two months of 1933, in 
the midst of the great banking 
crisis, the gross earnings of the 
railways were about $439,000,- 
000. In the first two months of 
1938 they were about $531,000,- 
000, an increase of $92,000,000; 
but the net operating income of 
railways was 80 per cent less 
than in the first two months of 
1933. Why? 

Operating expenses were $95,- 
000,000 larger. Of this increase 
$62,000,00, o% 65 per cent, was 
caused by an advance of 27 per 
cent in average compensation per 
employee, in accordance with the 
yovernment’s general policy of 
exerting pressure for higher 
wages. It has been claimed that 
advancing wages in industry and 
transportation would promote 
recovery. It plainly has not done 
so; and it is helping bankrupt 
the railroads and destroy their 
employing and buying power. 
All economic experience shows 
prosperity should and does in- 
crease wages, but that largely to 
increase wages during a depres- 
sion is one of the best ways to 
protract it. 

Although their net return was 
80 per cent less, the taxes of the 
railways in the first two months 
of 1938 were 30 per cent, or $13,- 
100,000, more than in the first 
two months of 1933. Everybody 
knows the reasons for that. Upon 
what principle of economics or 
common sense does government 
by some policies so greatly re- 
duce the net earnings of an in- 
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1940 
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A. E. Alverson, Greenlee Tool Co 

A. P. Van Schaick, The American Chain & Cable Co 
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dustry, and at the same time by 
other policies so increase its 
taxes? 

The advance in freight rates 
that has been in effect since the 
first quarter of the year will be 
helpful; but it is only a fraction 
of what is required to offset the 
effects of the terrific losses of 
traffic and increases of operating 
expenses and taxes. It is claimed 
the railways could effect large 
savings by consolidations and co- 
ordination of facilities. Every- 
body who knows anything about 
the industry knows that all the 
economies really practicable by 
these means would contribute lit- 
tle toward solving its long-range 
problem and almost nothing to- 


ward enabling it to pass through 
the present crisis. 

It is also claimed the railways 
would benefit greatly by “scaling 
down” their fixed charges. What 
that apparently means is that a 
large part of their bonds and vir- 
tually all their stock should be 
wiped out to enable them to exist 
and “rehabilitate” themselves 
with present net operating in- 
come. The industry represents 
an investment of about $26,000,- 
000,000. Its physical property re- 
cently has been valued by the 
Interstate Commerce Commis- 
sion at $22,000,000,000. Its cur- 
rent net operating income, with 
the recent advance in freight 
rates in effect, would yield an an- 
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nual return of 5 per cent on an 
investment of only about $7,- 
000,000,000. Do those who ad- 
vocate “scaling down” really be- 
lieve that the way to save and 
rehabilitate an industry is to 
maintain excessive and artificial 
operating costs and taxes during 
a depression, and wipe out and 
destroy almost three-fourths of 
its investment to enable it to 
stand these excessive costs? Do 
they believe anybody would ever 
be fool enough to risk new capi- 
tal in it after that had been 
done? Probably they do, be- 
cause they believe in the kind of 
economic policies which will this 
year cost the American people 
about $40,000,000,000 of income. 
What acceptable assurance would 
they offer to investors that new 
capital invested would not, for 
similar reasons and in the same 
way, later be “scaled down” and 
confiscated? Adoption of such a 
policy would ruin the private 
railroad industry and make gov 
ernment ownership necessary 
and inevitable. It is significant 
that its strongest advocates also 
have been advocates of govern 
ment ownership. 

The things needed to save and 
rehabilitate the railroad industry 


under private ownership are 
plain to those who really desire 
to do so by the only practicable 
means. 

Five Basic Points 

1. Abandon the policies that 
have prevented natural revival 
of production, construction and 
traffic and have caused the recent 
most drastic decline of business 
that ever occurred in the same 
length of time. 

2. Reduce railway unit costs 
and taxes until their increase can 
be justified by increase in traffic 
volume and gross earnings. 

3. Adopt legislation treating 
the railways and their competi- 
tors alike as respects regulation 
and subsidies. 

4. Make such further advances 
in rates as traffic will reasonably 
bear. Throughout thirty years 
of railway regulation the govern- 
ment has persistently made and 
kept freight rates too low as com- 
pared with commodity prices. 

5. Pass legislation authorizing 
railway managements voluntarily 
to effect such consolidations and 
co-ordination as will be in the 
public interest because resulting 


in economies with a minimum 
impairment of service. 


Transportation Act 


The Transportation Act of 
1920 was the most constructive 
railway legislation ever passed. 
It established a government Rail- 
road Labor Board to settle con- 
troversies between managements 
and employees regarding work- 
ing conditions and wages. It re- 
quired the Interstate Commerce 
Commission to so regulate rates 
as to prevent unfair discrimina- 
tion, but also as to enable the 
railways, under efficient manage- 
ment to earn a fair return. These 
provisions of the Transportation 
Act have been repealed. Either 
they should be revived or all 
government regulation of work- 
ing conditions, wages and rates, 
excepting to prevent unfair dis- 
criminations between shippers, 
should be abolished. The gov- 
ernment should either assume 
the full responsibility and per- 
form the duty of so regulating 
the railways as to afford them 
opportunity to earn a_ return 
comparable with that earned by 
other industries, or it should so 
drastically reduce its interfer- 

(Continued on page 112) 
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Annual Report of T. W. McAllister 





Secretary of Southern Hardware Jobbers’ Association at Memphis, Tenn., April 14, 
1938, announces four new members, reviews reorganization results 
particularly complimenting officers for their splendid work. 








T. W. McALLISTER 
Editor, Southern Hardware 


HIS is the third Memphis 

convention with which your 

secretary has had an official 
connection; for it was in-connec- 
tion with our meeting here in 
1933 that I Nad my first experi- 
ence in helping to arrange one 
of your conventions. 

Many of you will recall the 
difficulties encountered at that 
time. The membership was at a 
low ebb and the two preceding 
conventions had been very poorly 
attended. In fact, for a time 
there was very serious doubt as 
to whether we should try to go 
ahead with the plans for a 1933 
convention. There were many 
telephone calls relative to the sit- 
uation between Atlanta, Texar- 
kana, New York, and _ other 
points. And I recall that Finis 
Pharr, then president of the as- 
sociation, finally said to me: 
“Mac, let’s go ahead with that 
convention even if there’s no one 
there but you, me and Charlie 
Rockwell.” That sentiment was 
heartily endorsed by the other 
association officials; and with 
their active cooperation we held 
here in Memphis, in 1933, what 
turned out to be a surprisingly 
good convention—with total at- 
tendance of about 500, which was 
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considerably in excess of any of 
the two or three preceding con- 
ventions. 

That convention probably 
marked the turning point in the 
affairs of this organization. The 
association has made_ steady 
progress since that time. Our 
membership is now considerably 
more than three times what it 
was at the time of our Memphis 
meeting in 1933. There has been 
a very remarkable increase in 
convention attendance each year; 
and at New Orleans, last April. 
we held what was by far the 
largest convention in the history 
of the Southern Association. 

This report, of course, is writ- 
ten prior to our 1938 convention. 
And as this is written there is 
no certainty as to what our 1938 
convention attendance will be. 
Three months ago there seemed 
no question but that our at- 
tendance this year would be con- 
siderably larger, even, than last 
year. There never before had 
been so heavy a demand for hotel 
accommodations; while the first 
call for names of convention 
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delegates, trom the association 
offices, brought an unprecedent- 
edly large response. 

Meantime, however, the antici- 
pated spring revival in business 
has not materialized and_ busi- 
ness sentiment has been affected 
adversely by drastic declines in 
security and commodity prices. 
It would not be surprising if 
these developments curtailed 
very sharply the convention at- 
tendance which was in prospect 
three months ago. 

This subject has received con- 
siderable attention because the 
annual convention is the one 
most important association activ- 
itv. This opportunity to contact 
the chief executives of nearly all 
their sources of supply, as well 
as their fellow hardware jobbers 
from all parts of the South, 
should be of much value to the 
members. We recognize the fact 
that these contacts are perhaps 
the most valuable feature of the 
convention; but we have been 
trying to make the business ses- 
sions of at least equal value. 

Four names have been added 

(Continued on page 14) 
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Semi-Annual Report of 
Charles F. Rockwell 





Secretary-treasurer, American Hardware Manu facturers’ Association at Memphis 
Tenn., April 19, 1938, announces eight new members and reviews places of 
meeting for Southern Joint Conventions since 1902. 





N view of the ever increasing 

interest in attendance at 

these Southern conventions, 
it is not inappropriate to em- 
phasize what has been said many 
times before, that if the organi- 
zations of the hardware industry 
had failed to accomplish aught 
else, they have been well worth 
while for having provided 
throughout these many years the 
opportunity for personal ac- 
quaintance between producers 
and distributors. For in _ per- 
haps no other major industry 
does this acquaintance exist in 
comparable degree. 

The annual Southern conven- 
tions have endured within two 
years of a half a century, and 
many of the companies repre- 
sented here today, both manufac- 
turers and wholesalers, have held 
continuous membership in their 
respective associations since or- 
ganization. 

Men have come and gone, but 
year after year those active in 
management have continued to 
regard attendance not as a mat- 
ter of routine, but as a coveted 
opportunity for enlarging busi- 
ness contacts and the acquisition 
of greater trade information. 
From mere acquaintance have 
grown life-long friendships, and 
these friendships have given 
added zest to annual reunions. 

Because of this great interest 
in these Southern conventions, 
it would at this time perhaps be 
not amiss to turn back the pages 
of history and review the times 
and places at which these meet- 
ings have been held since the 
turn of the century, to which 
time records are immediately 
available. 


In June, 1902—Atlantic City, N. J., 


Marlborough-Blenheim Hotel. 


July, 1903—Saratoga Springs, N. 


Y., Grand Union. 


May, 1904—Atlanta, Ga., Pied- 


mont. 
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June, 1908 


June, 1909 





CHARLES F. ROCKWELL 


June, 1905—-Virginia Hot Springs, 


Homestead. 


June, 1906—Virginia Hot Springs, 


Homestead. 


June, 1927—Richmond, Va., Jeffer- 


son. 

Hot Springs, Ark., Ar- 
lington. 

Pittsburgh, Pa., 
Schenley. 


June, 1910—Atlantic City, N. J., 


Marlborough-Blenheim. 

April, 1911—San Antonio, Tex., St. 
Anthony. 

May, 1912—Nashville, Tenn., Her- 
mitage. 

May, 1913—Mobile, Ala., Battle 
House. 


June, 1914—White Sulphur 


Springs, W. Va., Greenbrier. 

April, 1915—New Orleans, La., St. 
Charles. 

April, 1916—Birmingham, Ala., 
Tutweiler. 

April, 1917—Houston, Tex., Rice. 

May, 1918—Atlantic City, N. J., 
Traymore. 

April, 1919—New Orleans, La., St. 
Charles. 

May, 1920—Atlantic City, N. J., 
Marlborough-Blenheim. 

May, 1921—Atlantic City, N. J., 
Marlborough-Blenheim. 

April, 1922—New Orleans, La., St. 
Charles. 

April, 1923—Jacksonville, Fla., 
Windsor. 


April, 1924—New Orleans, La., 
Roosevelt. 

April, 1925—Dallas, Tex., Adol- 
phus. 


May, 1926—Atlanta, Ga., Biltmore. 

May, 1927—Memphis, Tenn., Pea- 
body. 

April, 1928—Edgewater Park, 
Miss., Edgewater Gulf. 


MEMBERS AHMA EXECUTIVE COMMITTEE 





N. D. PERINE 
Pennsylvania Lawn 
Mower Works, 
Philadelphia, Pa. 


Cc. R. SWISSHELM 
Crescent Tool Co., 


W. WITHINGTON 
American Fork & Hoe 


Jamestown, N. Y. Co., 
Cleveland, Ohio 


HARDWARE AGE 











Park, 


April, 

. Miss., Edgewater Gulf. 

April, 1930—Galveston, Tex., Buc- 
caneer & Galvez. 


1929—Edgewater 


April, 1931—Edgewater Park, 
Miss.. Edgewater Gulf. 
April, 1932—Edgewater Park, 


May, 1933—-Memphis, Tenn., Pea- 
body. 

April, 1934—Hot Springs, Ark., 
Arlington. 

April, 1935—Miami, Fla., Biltmore. 

April, 19836—Memphis, Tenn., Pea- 
body. 

April, 1937—New 
Roosevelt. 


Orleans, La., 


I can well imagine the flood 
of pleasant recollections which 
these allusions will bring to 
many of our older members—of 
old friends and incidents long 
gone by; of famous hotels and 
speakers of renown; of the days 
when two and three hundred 
were outstanding attendance. 

What a contrast is the South- 


ern Convention of recent years! 
With attendance now approxi- 
mating twelve hundred, there are 
few points, urban or _ resort, 
which can accommodate _ its 
crowd. It has long outgrown the 
facilities of a single hotel. The 
explanation of this is simple. 
Southern friendliness and hos- 
pitality invariably contribute to 
that delightful atmosphere of 
informality conducive to the 
formation of valued trade con- 
tacts and a generally successful 
Convention. But beyond all this, 
industrial and agricultural de- 
velopment of the South has 
yielded good business in pros- 
perous times, and it is tradition, 
substantiated by fact, that the 
South has been the first to re- 
cover from every major depres- 
sion. Even today, it is apparent 
that in no section of the country 


is there greater immediate pros- 
pect of increasingly favorable 
business conditions. 

Now, as ever, we may well be 
proud of our roster of member- 
ship, to which in recent months 
eight additions have been made, 
as follows: 

W. D. Allen Mfg. Co., Chicago, 
Ill. 

Allith-Prouty, Inc., Danville, II. 

The Cleveland Cleaner & Paste 
Co., Cleveland, Ohio. 

The F. & N. Lawn Mower Co., 
Richmond, Ind. 

R. H. Hutchinson & Co., Dallas. 


ex. 
Master Planter Co., Chicago, III. 
“ Payson Mfg. Co., Chicago, 

Sand’s Level & Tool Co., Detroit, 
Mich. 

To these new members we ex- 
tend most cordial greeting, and 
the assurance that they will find 
the affiliation both pleasant and 
profitable. 


H. J. Peterson, President 
of Old Guard 





Succeeds Geo. T. Price—Thirtieth Anniversary Dinner 
Was. Special Occasion. Fred M. Huggins Speaker 





J. PETERSON, North & 

Judd Mfg. Co., was elect- 

* ed president of the Old 
Guard at Memphis, Tenn., Tues- 
day, April 12, 1938. He succeeds 
Geo. T. Price, the American 
Fork & Hoe Co., and presided at 
the annual Old Guard dinner 
held that evening at the Hotel 
Peabody. It was the thirtieth 
annual dinner of the organiza- 
tion, an anniversary appropriate- 
ly celebrated as Founders Day 
Banquet. Fred M. Huggins, a 
past president and the principal 
founder of the Old Guard, was 
the guest of honor and speaker. 
He traced the origin of the body 
and outlined its objectives say- 
ing in part: “The idea of the 
Old Guard was conceived during 
the summer of 1907. Knowing 
that the lives of all men travel- 
ing the same territory run in 
parallel lines, I felt that some 
sort of worth while organization 
might be worked out, and the 
comradeship already existing be- 


APRIL 21, 1938 


tween men of different lines 
should be extended to our so 
called ‘competitors.’ 

“Tt seemed to me this might 
be done by a right effort of co- 





FRED M. HUGGINS 


Founder of the Old 

Guard and guest and 

speaker at its Mem- 
phis banquet 


operation presented through the 
medium of a mutual organiza- 
tion. This sort of thing was par- 
ticularly pleasant to dwell upon 
in those earlier day of real hard- 
ships and chance meetings, when 
one never knew today who his 
bedfellows would be tomorrow 
and long waits for trains left 
many empty hours. 

“T had the opportunity of dis- 
cussing the matter with Percy 
Cawthorn, who liked the idea, 
and suggested we call the organi- 
zation the ‘Old Guard.’ Then the 
plan was presented to those with 
whom we came in contact and we 
felt were eligible. We soon re- 
ceived the backing of the two 
Chenoweths, Bob Boyd, Ed 
Newey, George Harper, Herbert 
Keating, Charley Forsyth, Al 
Sisson, Ab Dean, Tom Gossett 
and others. 

“During 1907 the movement 
gained momentum and by the 
time of the Southern Hardware 
Jobbers’ convention at Hot 
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Springs, Ark., in 1908, we had 
35 men ready to become mem- 
bers. Arrangements were made 
for a meeting at that time and 
there Henry Beers was elected 
president, Charlie Forsyth vice- 
president and myself secretary- 
treasurer. A committee consist- 
ing of Tom Gossett, Fred Seeley, 
Dan Stucki and myself, ex of- 
ficio, was appointed to draw up a 
constitution and by-laws. This 
constitution was adopted at a 
special meeting held during the 
convention of the National Hard- 
ware Association at Memphis 
that same fall. 

“T had had a jewelry firm make 
our first emblem buttons, which 
were submitted for approval and 
during the following years there 
have been slight changes, em- 
bodying the ideas of Commodore 
Smith and other members, but 
all with the same motto, and each 


proudly worn as we wear them 
today. 

“Although at first it was 
thought to confine the member- 
ship to active salesmen, having 
traveled in the South for 15 
vears, calling on the Southern 
hardware jobbers, we soon real- 
ized that sales managers, who 
have previously traveled this 
number of years, had interests 
very close to our own, so they 
were invited to join and have 
added much to our organization. 
The requisite number of years 
traveled in order to be eligible 
for membership has been changed 
back and forth several times to 
meet conditions and now is 15 
years, the same as _ originally 
planned. 

“The subject of having an Old 
Guard dinner had often been de- 
bated but it was not until the 
Houston convention of 1917 that 
the first dinner was held and it 
has been a prominent feature 
ever since. That first dinner was 
a humdinger, the Maitre D’ Hotel 
having loaded himself to capac- 
ity before the dinner began, but 
in spite of slight mixups it was a 
tremendous success. 

“There have been many more 
meetings of like nature since 
then, some of which I have had 
the pleasure of participating in, 
but best of all, I know and feel, 
as I am sure you all do, that the 
ideals upon which we built have 
been uppermost in mind during 
the intervening years, and that 
bids well for those happy condi- 
tions being continued under the 
direction of the new members as 
they fill the places of the older 
ones. 





GEORGE T. PRICE 
American Fork & 
Hoe Co. 
Retiring president of 
the Old Guard 


“It must be a source of satis- 
faction to us all to realize that 
the fund provided by the Old 
Guard often meets a real need. 
Then, too, the fact that our or- 
ganization has always stood high 
in the regard of the members of 
the Hardware Jobbers’ Associa- 
tions is gratifying. I feel that if 
we continue along the lines by 
which we have progressed, and 
the type of new membership 
seems to promise that, the future 
welfare of the Old Guard is as- 
sured.” 

Other officers elected by Old 
Guard are: Ed. J. Newey, first 
vice-president; Tillman Cavert, 
second vice-president, and A. H. 
Deveney, chairman of the board. 
Members who will serve on the 
executive committee are: Stan- 
ley Woodward, Geo. F. Smith, L. 
L. Sullivan, J. F. Boxwell and R. 
J. Hawk. 


MEMBERS AHMA EXECUTIVE COMMITTEE 


SPENCER T. OLIN 
Western Cartridge 


Co., 
E. Alton, Il. 
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PAUL W. DILLON 
Northwestern Barb 
Wire Co., 
Sterling, Il. 


MARK J. LACEY 
The Peck, Stow & 
Wilcox Co., 
Southington, Conn. 


P. E. BARTH 
Sargent & Co., 
New Haven, Conn. 





GEORGE H. HALPIN 
Minnesota Mining & 
Mfg. Co., 

St. Paul, Minn. 
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Whither the Cotton South? 





Peter Molyneaux, editor Texas Weekly and Southwestern Banker, Dallas, 
Texas, predicts at joint Wednesday session improved business from next 
six months. Deplores unchecked governmental spending, which, he says, 
is operating on borrowed money and not sound premise, beyond emer- 


gency requirements. 


World's cotton consumption greatly increased 


during past four years, but relative American cotton sales were less 
despite record-breaking 1937 volume. Foreign cotton sales growing with 
serious rapidity. Restricted production and price-fixing on cotton in 
U. S. has held umbrella over foreign producers, he says. 





economic life of the United 

States has been demoral- 
ized. Between the spring of 
1933 and last summer, to be 
sure, we experienced a degree of 
artificial prosperity, stimulated 
and maintained by the spending 
of immense sums of borrowed 
money by the Government. But 
during the past seven months, 
due chiefly to a reduction of this 
Government spending, we have 
been in a tailspin which has 
been designated as a “reces- 
sion.”” And now, according to all 
accounts from Washington, we 
_are to embark upon another 
spending sprée and we are going 
to have another period of arti- 
ficial prosperity. 

I think I can assure you that 
there is a good chance you will 
all do more business during the 
next six months than you did 
during the past six months. But 
I would hardly be frank if I said 
that things will “get better’ 
during the next six months. 
There will be more goods pro- 
duced, more goods sold, and 
more goods consumed. There 
will be more business activity. 
But you had all that in 1936 and 
during the first half of 1937. I 
don’t think that things really 
“got better” in 1936 and 1937. 
Business activity revived during 
that period because it had been 
givcen a “shot in the arm.” The 
Government borrowed immense 
sums of the people’s capital and 
spent it. As long as this spend- 
ing continued there was_ in- 
creased “‘business activity.” But 
there really was no progress to- 
ward real recovery, and, when 
the spending was slowed down, 


S econ the fall of 1929 the 
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business activity slowed down 
also. 

Let me call your attention to 
two distinct aspects of the kind 
of Government spending we 
have been having in the United 
States. I said just now that the 
Government borrowed immense 
sums of the people’s capital and 
spent it. The two aspects of this 
to which I refer are: (1) that 
the people, through the Govern- 
ment, were spending capital, and 
(2) that the Government was 
spending borrowed money. The 
people have been acting like an 
individual who decides to spend 
his capital for living expenses, 
and the Government has been 
acting like an individual who de- 
cides to live on borrowed money. 
The individual who spends his 
capital for living expenses gets 
poorer and poorer every year 
and, if he keeps it up long 
enough, finally goes broke. The 
individual who attempts to live 
on borrowed money must stop 
before he goes too far in debt, 
begin to earn again, live on less 
than his earnings, and _ start 
paying back what he borrowed, 
or he will reach the end of his 
rope in due course and wind up 
hopelessly in debt, with his 
eredit completely destroyed. Now, 
when the people turn over part 
of their capital to the Govern- 
ment in exchange for its prom- 
ise to pay, in the form of a bond, 
they may have something called 
a “public work” to show for it, 
but in most instances it ceases 
to exist as productive capital. 
To the extent that they have 
been doing that sort of thing, 
the American people have been 
living by spending their capital. 





PETER MOLYNEAUX 


All credit has limits, and there 
are limits even to the credit of 
the government of the United 
States.’ If the policy of stimu- 
lating and maintaining business 
activity by means of Govern- 
ment spending of borrowed 
money should be continued for 
any considerablé number’ of 
years in the future, it is my de- 
liberate opinion that in due 
course a condition of economic 
chaos would result. And faced 
by such a condition the Ameri- 
can people might find themselves 
compelled to submit to the regi- 
mentation of a system resem- 
bling Fascism, to restore and 
maintain order, and to escape 
the danger of something resem- 
bling Communism. 

I would not have you misun- 
derstand me. An individual may 
be forced to spend his capital for 
living expenses in an emergency, 
and an individual may find it 
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necessary to live on borrowed 
money in an emergency. This is 
true of governments also. But 
emergencies must not be pro- 
longed, either in the case of an 
individual or of a government. 
There must be an end to the 
emergency in due course, and 
during the emergency effective 
steps must be taken to end it. 
If anything is to be done to end 
the emergency, anything which 
may be said to insure that ulti- 
mately we shall have recovery of 
a stable character, with full em- 
ployment of labor and with the 
production of normal crops on 
our farms on a profitable basis, 
I must confess that I haven’t 
heard about it. And if nothing 
of this kind is done, then busi- 
ness activity and artificial pros- 
perity will continue only so long 
as Government spending on a 
large scale continues. Moreover. 
if no other way to restore and 
to maintain prosperity is adopted 
and applied, I do not see how we 
are ever going to arrive at a 
place where the people will con- 
sent to a reduction of Govern- 
ment spending again, and a con- 
sequent recession in business 
and employment, regardless of 
the name of the political party 
that may be in control of the 
Government. With that kind of 
a prospect before us, I think you 
will agree that the question 
“Whither the South?” will be 
pretty much the same as 
“Whither America?” 

I want to discuss with you the 
peculiar status of the South in 
this situation. I have set before 
you this picture of the prospect 
facing the country as a whole 
because I want you to have it in 
your minds as a background of 
what I propose to say on the 
question “Whither the South?” 
I am convinced that the South 
will undergo radical economic 
readjustment and decline unless 
certain policies of the Govern- 
ment of the United States are 
reversed. But I want to impress 
upon you at the outset that the 
United States, taken as a whole, 
is not prospering under those 
policies, and that the outlook of 
the American people as a whole 
is not bright and their future is 
not secure under those policies. 
I may condemn much of what is 
known as the “New Deal.” But 
I want you to remember that the 
depression was more than three 
years old, and had reached its 
lowest level, before the New 
Deal was ever heard of. The 
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New Deal has not conquered the 
depression, and it is my deliber- 
ate opinion that it will never 
conquer the depression. But the 
New Deal did not create the de- 
pression. That is something 
which I want you to keep in 
mind as I proceed in my discus- 
sion of the question “Whither 
the South?” 

I think probably we will make 
more headway in understanding 
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Whose address will be pub- 
lished in the next issue of 
HARDWARE AGE, dated May 
5th, 1938, as the transcript of 
his message was not available 
for this issue at press time 


that question in the limited time 
at our disposal by considering 
chiefly the central problem in- 
volved in it. I mean the problem 
of cotton. The whole question of 
the South’s future revolves 
around the cotton problem. 

The real cotton problem, so 
far as the United States is con- 
cerned, is that of checking the 
disastrous decline in the con- 
sumption of American cotton 
which began in the fall of 1929. 
During the past four years, end- 
ing last July, the world con- 
sumed more cotton, all kinds in- 
cluded, than during any similar 
period since mankind first began 
to use cotton. But it consumed 
less American cotton than dur- 
ing the previous four years, in 
spite of record-breaking con- 
sumption in the United States 
last year. Indeed, the world’s 
consumption of American cotton 
during the past four years was 
9,500,000 bales less than during 
the four years which ended with 
1929. On the other hand, during 
the past four years the world 
consumed 18,500,000 bales more 


of foreign cotton than during 
the four years ending with 1929. 

This process began during the 
year 1929-30, when foreign coun- 
tries while increasing their con- 
sumption of cotton over that of 
the previous year, reduced their 
consumption of American cotton 
by more than 1,000,000 bales. 
And the next year, that of 
1930-31, for the first time since 
the Civil War—indeed for the 
first time in the history of 
American cotton, except during 
the period of the Civil War—the 
world consumed more foreign 
cotton than American cotton. 
That. as I say, was in the year 
that ended with July, 1931. And 
that’s nearly seven years ago. It 
was this decline in world con- 
sumption of American cotton 
that created the cotton problem. 
And the checking of the inexor- 
able process of this decline in 
world consumption of American 
cotton is the real cotton problem 
today. 

There is no mystery about the 
cause of this situation. Foreign 
spinners found it increasingly 
difficult after 1929 to pay Amer- 
ican dollars for cotton produced 
behind a high tariff wall, main- 
tained by the leading creditor 
country in the world. And when, 
in the summer of 1930, the 
United States decided to put 
that tariff wall even higher, by 
enacting the Hawley-Smoot tar- 
iff law, foreign spinners found 
themselves compelled to follow a 
policy of buying as little as pos- 
sible of cotton that had to be 
paid for in American dollars. 
That created an unprecedented 
demand for cotton that could be 
paid for in other currencies, and 
the inevitable result was an im- 
mense expansion of production 
in every cotton-growing region 
outside the United States. 

That is why the cotton income 
of the South has been practically 
cut in half. That is why there 
is a surplus of more than an ex- 
tra year’s supply of American 
cotton and why the American 
Government has attempted to 
require the farmers to confine 
their planting of cotton this 
year to an area smaller than the 
cotton acreage of any year since 
1901, 37 years ago. 

We have attempted to deal 
with this situation by adopting 
a policy of restricted production 
of cotton in the United States 
and of price-fixing. And we 
have done nothing to deal di- 
rectly with the problem of 
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checking the decline in the con- 
sumption of American cotton 
abroad. On the contrary, by re- 
stricting our own production 
and by price-fixing, we have held 
an umbrella over foreign cotton 
producers, and have simplified 
the matter of increasing the 
production of foreign cotton and 
thus we have stimulated and 
quickened the process of declin- 
ing consumption of American 
cotton abroad. The _ problem 
from the first has been a con- 
sumption problem, that of re- 
storing the consumption of 
American cotton in the world. 
But we have dealt with it en- 
tirely as a production problem, 
and have sought to restore 
prices instead of consumption, 
by radically reducing and re- 
stricting our production. And so 
the process of declining con- 
sumption of American cotton 
abroad has continued inexorably. 
Last year only slightly more 
than 5,000,000 bales of Ameri- 
can cotton was consumed abroad, 
as compared with an average of 
more than 8,000,000 bales a year 
prior to 1929. We are on the 
way inevitably to the place 
where practically no market for 
American cotton will exist out- 
side the United States, and we 
may yet see foreign cotton even 
entering the American market 
and contesting for part of do- 
mestic consumption. 

I wonder if you can visualize 
what this will mean to the 
South. It has already meant the 
retirement of more than 15,000,- 
000 acres of good cotton land 
from production, a cotton area 
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that would ordinarily provide em- 
ployment for more than 750,000 
families. And as the process of 
declining consumption of Ameri- 
can cotton continues, it will 
mean the retirement of more 
acreage and the displacing of 
more labor in the cotton fields. 
Depending upon the weather, we 
ordinarily produce from six to 
nine bales to the unit of labor 
in the South, as compared with 
one equivalent bale to the unit 
of labor in Brazil and only one- 
third of a bale to the unit of la- 
bor in India. Yet we are being 
compelled to retire millions of 
acres of that land and hundreds 
of thousands, which may yet 
reach millions, of those workers 
from the production of cotton. 

There is not time to discuss 
this phase of the question at any 
length, but let me call your at- 
tention to the report of a recent 
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competent study of this whole 
matter. I have before me a copy 
of a pamphlet published by the 
Public Affairs Committee, the 
headquarters of which is at 
Washington, D. C. It is called 
“Restless Americans” and it is 
a digest of the report of an in- 
vestigation known as the Study 
of Population Redistribution. 

It says this: 

“Without a restoration of this 
foreign market, only one-half 
of the present agricultural pop- 
ulation of the Cotton Belt can 
possibly maintain even the ac- 
customed standard of living, 
much less improve it.” 

Then, after exploring all the 
possibilities of new forms of em- 
ployment in the South, on the 


farm and in industry, the digest 
of the report says this: 

“But these prospects are not 
nearly enough. Despite expan- 
sion in employment which can 
reasonably be visualized for the 
immediate future, the Old Cot- 
ton Belt must plan for emigra- 
tion. If the world market for 
cotton is permanently lost, it 
may become necessary for six or 
seven million persons to leave 
and seek employment in other 
parts of the country.” 

Think of that! Try to visual- 
ize the spectacle of six or seven 
million people of the Old Cotton 
Belt moving to other parts of 
the country. What other parts 
of the country will they move to 
with any assurances of finding 
employment? 

Let me remind you that this 
is not the wild proposal of some 
ignorant visionary. It is the con- 
sidered finding and deliberate 
recommendation of competent. 
economic and sociological inves- 
tigators. I know of no reason to 
question the soundness of their 
findings. But what is to be said 
of the economy of a country in 
which such a situation exists? 
Is it a sound economy for a 
country like the United States, 
a country extending from one 
ocean to the other and from the 
frozen north to the tropics? Is 
it a sound economy for such a 
country, I say, under which 54 
per cent of its population is 
crowded in 18 per cent of its 
area, while 29 per cent of its 
people cannot be supported in 
28 per cent of its area, a region 
containing much of the most fer- 
tile land in the whole country? 
Is that a sound economy? Is it 
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an economy that ought to be 
maintained and perpetuated? 

I do not think so, and in say- 
ing this I reach the chief con- 
tention which I propose to make 
before you today. This top- 
heavy situation is not due to 
natural geographical conditions. 
It is due mainly to two sets of 
policies of the Government of 
the United States. The first of 
these consists of the policies of 
the Federal Government in ex- 
ercising the power delegated to 
it by the States to control for- 
eign commerce, and the second 
consists of the policies of the 
Federal Government in exercis- 
ing the power delegated to it by 
the States to control interstate 
commerce. 


The High Tariff 

The chief cause of this whole 
situation comes under the first 
head—the high tariff system of 
the United States. The chief 
contributing cause under the sec- 
ond head is, of course, the 
American system of freight 
rates. Of late there has been a 
new proposal, and a more far- 
reaching one. It is proposed to 
introduce the high tariff system 
into interstate as well as for- 
eign commerce, and to prohibit 
the shipment of goods across 
state lines which do not obtain 
the approval of a Federal board 
which shall possess the power to 
decree standards as to wages 
anl hours of labor. That would 
mean the carrying of this econ- 
omy to the acme of absurdity. 
After maintaining an economy 
which has made the South poor, 
it is now proposed to assess a 
penalty against it because of its 
poverty. However, there is not 
time for us to consider more 
than one of the causes of this 
situation—but it is the chief and 
underlying cause of it, the high 
tariff system of the United 
States. Let me say at once that 
no matter what may have been 
said for that system in the past. 
it is no longer a tenable policy 
for the United States. I mean 
the United States as a whole 
and the American people a 
whole. It will never be possible 
to restore full employment and 
maintain stable production, 
without the assistance of Gov- 
ernment spending, under the ex- 
isting high tariff system. 

The high tariff system has al- 
ways penalized the South. But 
it worked after a fashion so long 
as the United States was a debtor 
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country with large sums to pay 
abroad every year in interest on 
its debts to investors in other 
countries. It worked, after a 
fashion down to the outbreak of 
the World War. It was not neces- 
sary for us to receive goods from 
other countries in order to sell 
our goods in other countries. The 
dollar exchange created by the 
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payment of cur annual debts 
abroad was available to pay for 
American goods. 

You may say that it worked 
during the 10 years between 
1919 and 1929. But did it? The 
period of full employment and 
prosperity during those 10 years 
may be said to have been roughly 
the years from 1924 and 1929. 
We had the Emergency Tariff 
Law of 1921 and the Fordney- 
McCumber Act of 1922 in effect 
during those years: And yet we 
had full employment and _ pros- 
perity. But we had full employ- 
ment and prosperity during that 
period in spite of the high tariff 
system, and the thing that caused 
that condition was of the “shot- 
in-the-arm” variety, like the 
Government spending between 
1933 and 1937. It was the pur- 
chase of more than $1,000,000,- 
000 a year of foreign securities 
by American investors. For that 
not only provided the extra dol- 
lar exchange for an expanding 
foreign trade, on which the pros- 
perity and employment of that 
period was based, but it enabled 
Germany to pay war reparations 
and the other governments to 
pay on their war debts to this 
country. 

You may think this is hind- 


sight. Well it is not. ‘This situ- 
ation was pointed out clearly be- 
fore the buying of foreign se- 
curities was well started. Let 
me read you a few sentences 
from an analysis of the situa- 
tion made by Dr. Benjamin M. 
Anderson, Jr., in the summer of 
1925, and published in the Chase 
National Bank’s Economic Bul- 
letin for August of that year. 
The year, mind you, was 1925, 
thirteen years ago, just as the 
process was getting started, and 
here is something Dr. Anderson 
said then: 

“A continuance of our agricul- 
tural prosperity must rest on a 
continuance of adequate Euro- 
pean demand. For the present, 
European demand is being sus- 
tained by a vast volume of for- 
eign loans. European demand 
can be permanently sustained 
only if Europe is able to get dol- 
lars in our markets by sending 
us an increased volume of goods. 
This can be assured only by a 
substantial moderation of the 
rigors of our tariff policy.” 

And here is something else 
that Dr. Anderson wrote in that 
August, 1925 issue of the Chase 
Economic Bulletin. He pointed 
out that it was an abnormal sup- 
ply of gold in the United States 
and the cheap money policy of 
the Federal Reserve banks that 
were enabling Americans to buy 
such vast quantities of foreign 
securities. And he said this: 


Falling Exports 

“For this combination of high- 
protective-tariff policy and cheap 
money policy in the existing 
world unbalance we shall ulti- 
mately pay with a congested in- 
vestment market accompanied by 
a sharp falling off in our export 
trade. With an early modifica- 
tion of our tariff policy and a 
modification of our Federal Re- 
serve bank policy, it is still pos- 
sible to avoid congestion in our 
commodity markets and in our 
general business situation.” 

That warning was sounded by 
one of the leading economists of 
the United States and by the 
largest bank in the United States 
in the summer of 1925, just as 
the so-called “new era” of ex- 
panding prosperity was getting 
started. It was not heeded. And 
in due course Dr. Anderson’s 
prophecy came true. The for- 
eign lending slowed up, and the 
whole thing collapsed in the fall 


(Continued on page 115) 
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THE FRENCH, WHO 
FIRST ATTEMPTED TO 
DIG THE PANAMA 
CANAL, TOOK WITH 
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SNOW SHOVELS — 
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NEVER HAS FALLEN 
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BUSINESS RECOVERY HINGES ON TAX POLICIES, 
SAYS MACHINERY INSTITUTE PRESIDENT 


Equitable tax policies will encourage expan- 
sion; create employment and purchasing power 


and raise the general standard of living. 
lax policies adopted at this crease government revenues from | nomic frontiers. Jt will declare 
session of Congress will largely | securities transactions. against erroneous theories 
determine whether the present 2 It recommended complete | over-production and over-savings 
recession continues or recovery | repeal of the undistributed earn- | which have been and now are 


William J. 
president of the Machinery 


Kelly, 


In- 


is resumed, 
stitute, declared recently as the 
published, the 
“Taxes and American Prog- 
the testimony Mr. Kelly 


Institute under 
title 


ress, 


presented before the Senate Fi- 


nance Committee hearing on the 
1938. 
has 


revenue bill of 

“The trouble 
Kelly said, “that 
policies of 
aimed 
‘rich’ 
for entrancing theory 


Mr. 
tax 
have 


been,” 
while 
recent 


our 
years 

been te punish the so- 
called 
the target 
often looks good until it 
up with hard-shelled practicality. 
The result has been that the bar- 
rage has hurt the innocent  by- 


they have missed 


meets 


stander—the unemployed — more 
than anyone else. 
“The determining factor in 


conditions today is the attitude 
in Washington toward business. 
The handling of the tax bill will 


he viewed by the country as an | 


indication of encouragement or 
discouragement. 
“Business is gratified at the 


reversal in trend in tax policies | 


away from punitive, progress- 
limiting taxes by the 
action of the House of Repre- 
sentatives, particularly in its re- 
jection of the closely-held corpo- 
ration surtax. The question now 
whether in 
the direction toward sound, equi- 
table tax policies will be far 
enough to restore the confidence 


evinced 


the advancement 


is 


of business and industrial man- 
and that 
long-delayed expansion can take 


agement investors so 
place to create employment and 
purchasing power and raise our 
standard of living.” 

The Institute treated five 
pects of the revenue bill. 


as- 


1—Further removal of restric- 
tions on offsetting capital gains 
with capital losses, it said, would 
not only encourage capital trans- 
for industrial 


actions necessary 


progress but it would also  in- 


06 


ings tax on corporations. 
3—Excessive estate and inher- 
itance taxes, it held, have 
sharply curbed the flow of pri- 
vate capital into the securities of 
business and industry, and fig- 
were to show that 
taxes have an_ infinitesi- 
mally small effect upon wealth 
redistribution, which has been 
one of their primary aims. One 


ures cited 


these 


of the principal results of these 
taxes, it showed, was that it has 
driven the assets of large estates 
inte tax-exempt government se- 
curities and thus decreased busi- 
Ness expansion, 

1—Necessary 
the securities of business and in- 
dustry further curbed 
by excessively high surtaxes on 
incomes. The results 
retardation of indus- 
which would 


investment in 
has been 


individual 
have been 
trial advancement 
create employment and purchas 
and 
expansion of relief rolls. 

5--The principle of 
ated rates corporation 
comes, although in theory based 
on ability 
the said, 
the way to far-reaching inequi- 
Mere volume of 
without to its propor- 
of in the busi- 
ness and rate of profit yield is no 


ing power, an unnecessary 


gradu- 
on in- 


to pay, has in 


institute 


prac- 
lice, opened 
lies, income 
reference 
tion investment 
measure of ability to pay, it said. 

‘The course of a nation’s his- 
tory.” Mr. Kelly said, “can be 
determined in’ substantial mea- 
sure by its tax policies, 

“The of millions of 
\mericans be permanently 
affected by tax insti- 
tuted, perpetuated or discontin 
ued at this session of the Con 
gress of the United States. 

“If the Congress takes full ad- 
vantage of its opportunity it will 
lead the country on a course of 
encouragement and hope which 
enable business to renewed 


future 
will 
policies 


will 


advance upon our great eco 


stultifying our national policies 
and impeding progress. 
“Moreover, if it takes full ad- 
vantage of its opportunity, Con- 
vress will give positive demon- 
stration that it is firmly behind 
equity and reasonableness in all 
taxation; thus Congress will 
hearten the discouraged and thus 
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GEORGE H. WALKER 
CELEBRATES 40TH 
ANNIVERSARY 
In May, George H. Walker. 
| general manager of The Closs- 
|man Hardware Co., wholesale 
and retail firm of Zanesville, 


it will call forth the enthusiasm 
and galvanize into action the 
combined great forces of Amet 

ica’s savers and investors, its 
workers and its managers of 
businesses in the common task | 
of achieving full employment. 
prosperity and happiness fo 

all.” 


CAREY NAMED TO BOARD 
OF NEW YORK HOSPITAL 


W. Gibson Carey, president of 
The Yale & Towne Mfg. Co.. 
Stamford, Conn.. has been elected 
to the board of governors of the 
New York Hospital, New York 
City. Mr. Carey is vice-president 
of the National Manufacturers’ 


Avsociation and vice-chairman of | 
| Mr. Walker so capably manages 


the executive committee of the 
National Industrial Conference 
Board. 





w. 


GIBSON CAREY 


Ohio, celebrates his fortieth year 
of continuous and active service 
with the company. Mr. Walker 
has been identified with the 
Clossman organization his entire 
business career, entering the firm 
as a young man of 19. Beginning 
as a delivery boy, he served in 
various capacities and because 
of his untiring efforts attained 
the position of general manager. 
His two children, Herbert and 
Bernard, are both members of 
the Clossman sales organization. 

The Clossman hardware, which 


and whose success and growth 
may be directly attributed to his 
efforts, was founded in 1876 by 


I. N. Clossman. A few years 
later his son, George E. Closs- 
man, entered the business and 


upon the retirement of the elder 


Clossman became owner and 
manager. In 192] the firm was 


incorporated and Mr. Clossman 


| continued as active manager until 


1931, when the control of the 
business was purchased by Mr. 
Walker. Associated with Mr. 
Walker are Earl Beckett. vice 
president and manager of the 
athletic department, and F. R. 


Coyle, secretary and credit man 


ager. Mr. Walker’s colleagues in 
the company are planning a 
series of celebrations for his 


anniversary throughout the month 
of May. 
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J&L APPOINTS NEW SALES ASSISTANTS 


The appointment of three as- 
sistant general 
sales; the opening of a new dis- 
trict sales office in Baltimore, to- 
gether with several promotions 





R. t. ROWLES 


and new appvintments in the 
corporation’s district sales offices, 
effective April 1, haVe been an- 
nounced by Lewis M. Parsons, 
vice-president and general man- 
ager of sales of the Jones & 
Laughlin Steel Corporation. 
Pittsburgh. 
The three 
managers of sales are R. T. 
Rowles, W. H. Wiewel, and H. J. 
Watt: the two former having 
general supervision over products 
sales departments and the latter 
over Eastern 


assistant general 


district sales of- 
fices. 

Mr. Rowles will supervise the 
veneral activities of the hot 
rolled, cold finished, wire prod- 
ucts, and warehouse sales de- 
partments. He started with J & L 
in 1912. In 1925 he was ap- 
pointed manager of hot rolled 
sales. 

Mr. Wiewel will supervise: the 
general activities of by-products 
and pig iron, sheets and _ strip, 
tinplate, and tubular products 
-ales departments. He came to 
1 & L in 1935 as manager of 
sales of tubular products. He 
entered the steel 
1910 with the Cambria 
Company. 

Mr. Watt will have charge of 


business in 


APRIL 21. 1938 


managers _ of | 
| district sales offices in Boston. 


Steel | 


REALIGNS DISTRICT SALES OFFICES | 


New York City and the East, 
with general supervision over 
New York, Philadelphia, At- 
lanta and the new district sales 
office in Baltimore. Mr. Watt 
has been district sales manager 
in New York since 1935. He en- 
tered the steel business in 1912 
in the Philadelphia office of the 
Carnegie Steel Company and 
came to Jones & Laughlin in 
1925. 

Arthur A. 
manager of hot rolled sales. be- 
manager of hot rolled 
sales, succeeding Mr. Rowles. 
John O’°H. Anderson, assistant 
district sales manager in New 
York City, becomes manager of 


Wagner, assistant 


comes 





W. H. WIEWEL 


sales, tubular products, succeed- 
ing Mr. Wiewel. E. J. Dickson 
becomes assistant manager of 
sales, tubular products, in Pitts- 
burgh. 

The new district sales office 
in Baltimore will be in charge of 
V. A. Jevon, as district sales 
manager, and H. R. Dorney, as 
assistant district sales manager, 
the latter being promoted from 
the Philadelphia office. 

Mr. Jevon is a new man in 
the Jones & Laughlin organiza- 
lion, coming from the Baltimore 
office of the Bethlehem Steel 


Company where he has been as- | 
manager of sales since | 


sistant 
1933. 
John B. DeWolf is appointed 


district sales manager in Phila- 
delphia, succeeding Thomas C, 
Ham, who is transferred to Pitts- 
burgh to supervise the corpora- 
tion’s industrial training plan. 
Herbert B. Spackman is made 
assistant district sales manager 
at Philadelphia. Both Mr. De- 
Wolf and Mr. Spackman are 
newcomers in the Jones & Laugh- 
lin organization. 

Mr. DeWolf leaves Republic 
Steel as assistant manager of 
tinplate sales at Cleveland to 
come with Jones & Laughlin. 
He entered the steel business in 
1912 with the Liberty Steel Com- 
pany, subsequently merged into 
Republic. 

Mr. Spackman has been with 
the Bethlehem Steel Company 
since 1923 in the sales depart- 
ments at Buffalo and Philadel- 
phia. 


Edward H. Hughes is made | 


district sales manager at St. 
Louis, succeeding J. B. Hungate, 
who resigned. Mr. Hughes 


en- 
tered the steel business in 19} 


2 


with the American Bridge Com- 
pany and in 1916 started with 


J & Lin the Chicago warehouse. 


In 1934 he 


manager of sales, steel construc- 


became assistant 
tion, at Pittsburgh. 

Two new assistant district 
sales) managers have been ap- 
pointed in New York, under Mr.’ 
Watt: William K. Breeze, trans- 
ferred) from the Cineinnati_ of- 


fice, and Hughart R. Laughlin, 





H. J. WATT 


at present in the New York of 
fice, formerly in the tubular sales 
department in Pittsburgh. 

F. B. Kittredge has been pro- 
moted from the Philadelphia of 
fice to assistant district sales 
manager at Boston under Samuel 
A. Fuller, district sales manager. 

Charles M. Mason has been 
promoted from the Cleveland of- 
fice to assistant district sales 
manager at Buffalo, under 
Charles F. Gold, district’) mana 


ger of sales. 


DEVOE TO CONSOLIDATE 
THE JONES-DABNEY CO. 


KE. S. Phillips, president of De 
voe & Raynolds Company, Ine.. 
has announced that a consolida 
tion of the Devoe & Raynold- 
Company, Ine. of New York. 
and the Jones-Dabney Company. 
Inc., of Louisville, Ky., is in the 
process of consummation. The 
directors of both companies have 
approved all details of the con 
solidation which will be pre 
sented to the stockholders — o! 
both companies at meetings to 
be held for this purpose in’ the 
near future. 

The Jones-Dabney Company, 
Inc., organized in 1919 by Saun 
ders P. Jones and Wm. C. Dab 
ney, of Louisville, Ky., manufac 
tures industrial finishes, serving 
the automotive, furniture, refrig 
erator and general industrial 
husiness of the country. 

One of the many advantages 
of the consolidation will be the 
expansion of the research and 
development: work of both com 
panies. This will make available 
for fundamental research on long 
range problems well known 
chemists of both companies and 
should result in a substantial in 
crease in the activities of the 
consolidated company. 

Messrs. Jones and Dabney will 
hecome directors of the Devoe & 
Raynolds Co., Ine., the consoli 
dated company, and will con 
tinue to manage the Jones-Dab 
ney business as well as supervise 
the industrial divisions of the 
other constituent companies, 
namely the Devoe & Raynolds 
Co.. Inc., The Peaslee-Gaulbert 
Paint & Varnish Co., Inc., and 
the Wadsworth-Howland Co.. Ine. 
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FRANK W. JONES PASSES; WAS HEAD 
HANOVER WIRE CLOTH Co. 


A career of eminent leadership 
in hardware manufacturing cir- 
cles has been brought to an un- 
timely close by the passing of 





FRANK W. JONES 


Frank W Jones, president of the 
Hanover Wire Cloth Co., Han- 
over, Pa. His death on April 12, 


at 61, brings to the industry a| 


and will come a 
shock to his host of friends 
throughout the country. Mr. 
Jones had been ill only a short 


great loss as 


while. 

Since 1901 when Mr. Jones 
first identified himself with the 
industry, his hardware career has 
been marked by his distinguished 
and unceasing efforts for the ad 
vancement of his field of en- 
deavor. It was in that year that 
he became associated with H. W. 
Middleton Co., then a_ leading 
heavy hardware, iron and _ steel 
jobber. Three years later he 
entered the sales department of 
the Carnegie Steel Co., working 
of the Philadelphia office. 

he remained until 1909 


out 
Here 


when he became associated with | 


the Eastern Steel Co. in its sales 
department. Recognition of his 
ability followed and Mr. Jones 
was given the sales managership 
of the Philadelphia territory, in- 
cluding the South and Pacific 
coasts. In this capacity, his ex- 
periences and his trade contacts 
earned for him an enviable re- 
putation from coast to coast. He 
was also general sales manager 
for the Warwick Blast Furnaces, 
Pottsville, Pa., operated under 
lease by the Eastern Steel Co., 
until 1926. 

Mr. Jones’ association with the 
Hanover Wire Cloth Co. began in 
1931. In a very short time his 


wealth of background in the 
hardware and_ steel industry 
brought him much _ deserved 


recognition with that company. 
His rapid promotion gave to him 


the three-fold position of vice- 


68 


president, general manager and 
a director of the Hanover com- 
| pany. Four years later, in 1935, 
| he received the presidency of his 
company and in the following 
three years, up to his recent un- 
timely passing, he brought to 
fruition his abilities as ex- 
ecutive and of hardware 


an 
leader 
men. 

Mr. Jones’ activities were never 
confined only to those concerns 
with which he was directly con- 
nected but his influence was also 
directed to organizations 
founded for the betterment of in- 
dustry along national lines. He 
was one of the organizers of the 
Steel Club of Philadelphia and 
it secretary-treasurer, 
vice-president and president. The 
Wire Cloth Manufacturers Insti- 
tute received the benefits of his 


served as 


hroad experience and he served 
that organization president. 
Ile was also a member of Union 
League and the Manufacturers 
Club of Philadelphia. 
Mr. Jones leaves 
Mrs. Betty Moorhead Jones, and 
three sons, Frank W., Jr.. Stuart 
M., and James F.; two brothers 
and a sister, and many saddened 
friends and through 
the country. 


his widow, 


associates 


SAMUEL NEWELL 


Samuel W. Newell, 67, president 
| and general manager of the Tri- 
State Paint and Varnish Co.. 
Fort Wayne, Ind., which he or- 
ganized in 1929, died at his home 
in that city March 19. He leaves 
| his widow and four sons, James, 
Foster, and Rae, of Fort Wayne. 
and Donald, of Dayton, Ohio. 


ARNOLD S. DURRANT 


Arnold) Stuart Durrant. 68. 
| honorary vice-president of the 
| International General Electric 


Co., died recently at his home 


|}in New York. Mr. Durrant was 


| hardware store in Waterloo, Iowa. 
| In 1885 he moved to Hutchinson 
| where he operated a retail hard- 
ware store for 18 years. Mr. Col- 
| laday began his wholesale busi- 
ness in 1903 and a year later The 
Frank Colladay 
was formed and he was elected 
| president and manager, offices he 


| in favor of his son, Charles. Since 
then he had been chairman of the 
board and treasurer of the com- 


| pany. 


) annual 


vice-president in charge of sales | 


| from 1926 to 1931, when he re- 
| tired after 41 years of service. 


FRANK COLLADAY 

Frank Colladay, chairman of 
the board and treasurer of The 
Frank Colladay Hardware Co., 
Hutchinson, Kan., wholesale hard- 
distributor for 71 years, 
| passed away recently at a local 
hospital. He would have 
88 years old next August. 

Mr. Colladay began his hard- 
ware career as a boy of 17 in the 
store of A. Hess, Bushnell, III, 
in 1867 and continued there until 
1877 when he left to start a retail 


| ware 





been | 


He had attended many of the 
joint conventions of 
wholesalers and manufacturers. 
He was a former director of the 
Western Implement & Hardware 





FRANK COLLADAY 


Association, a member of the 


Harpware Ace Fifty Year Club, 


| and had been prominently identi- 


j}and Glover S. Colladay, a 


daughter, and five grand-children. 


FREDERICK J. DORAN 


Frederick J. Doran, 62, asso- 
ciated with the firm of J. J. Do- 
ran, hardware and_ household 
supplies firm of Albany, N. Y., 
passed away recently. His widow 
and three daughters survive. 


SAMUEL RAFEY 


Samuel Rafey, 50, proprietor 


of the Standard Hardware Co.. 
Lynn, Mass., for the past 25 
years, passed away recently of a 
heart attack. He leaves his 


widow and two sons. 


GEORGIA DEALER 
NEEDS CATALOGS 


All manufacturers’ and whole- 


| salers’ catalogs of the Johnson 


Hardware Co., Elberton, Gaa.., 
were destroyed by fire. N. L. 
Johnson, proprietor, would appre- 
ciate receiving replacement cata- 
logs. 


Hardware Co. | 


| fied with the civic affairs of 
| Hutchinson. 

| _ . 

| Mr. Colladay leaves his son. 


Charles S., president of the firm, 


| Donald, assistant 
| man 
| States 


: 4 | dorf-Astoria, 
| held until 1922 when he resigned | 





U. S. STEEL SHOWS 
SOUND, COLOR FILM 
ON MAKING OF STEEL 


Two new sound and color films 
showing steps in the making of 
steel were exhibited at a private 
preview held by The United 
States Steel Corp., at the Wal- 
New York City, 
April 12. Both films, which were 
produced in Technicolor, were 
filmed in properties of subsidiary 
companies of The United States 
Steel Corp. Prior to the showing , 
of the film, to company execu- 
lives, business paper editors and 
other J. Carlisle Mace- 
to the chair- 
of the board, The United 

Steel Corp., introduced 
Edward R. Stettinins, Jr., chair- 
man of the board. 

One film, “Steel—Man’s Serv- 
ant” is a four-reel picture show- 
ing various steps in the making 
of steel, starting with the re- 
moval of ore from mines and its 
transportation to the mills. Other 
scenes were taken in the mills 
where the turning out of sheets, 
tubes, rods, wire, etc., were in- 
terestingly shown. Regular em- 
ployees of various United States 
Steel Corp. subsidiary plants 
were pictured doing their daily 
jobs. included in 
which rails, railroad axles, etc., 
were being made. 

The other new color film, a one 
reel picture, shows some of the 
highlights of “Steel—Man’s Serv- 
ant.” The short film is titled, 


guests, 


Scenes were 


| “Men Make Steel.” 


PURCHASING AGENTS HOLD 
MAY MEETING IN ST. LOUIS 

On May 23 the National Asso- 
ciation of Purchasing Agents. 
whose membership includes more 


| than 5,200 purchasing executives 





in all lines of industry, will meet 
in St. Louis, Mo., to hold its 23rd 
annual international convention. 
Four days of business discussions 
are planned. Raymond Moley. 
original “brain truster,” and War- 
ren Bishop, Washington commen 
tator; Howard Coonley and C. M 
Updegraff, industrialists; Dr. Har 
rison E. Howe and Dr. A. A. 
Bates, research engineers, and a 
number of purchasing executives 
will speak on trends in govern 
ment, business, research, and in 
dustrial practices. The Inform. 
a-Show is held in conjunction 
with* the purchasing agents’ con 
vention. 


ISSUE NEW 
FENCE BOOK 


A new booket entitled, “Fence 
—Its Relation to Modern Farm 
ing,” has recently been issued by 
the American Steel & Wire Co., 
Cleveland, Ohio. 
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@ Soon we'll all be thinking about picnics, 


outings and weekends at the beach. 











Then comes the quart Thermos brand 
vacuum bottle season. 

Pick out a prominent spot now for a 
business-getting Thermos display. Nothing 
is more attractive than the new Thermos 
styles. They add zest to a departmental 
display; put color and style in any window. 

It will pay you to show a complete range 
of Thermos brand vacuum bottles, in both 
pints and quarts. The more you show, the 


more you'll sell. 


p= AND REMEMBER... more and more 


people are learning to “look for 
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TRAOE MARK REG. U.S. PAT. OFFICE 


e 
Bottles oF 
Vacuum 
Not all 


“ aeRMOS” on the porTiLe ., 2, e . 
fe AMERICAN THERMOS oming ! A Special 
pret a sod $08." 1 CO == Offer on Thermos brand quart 
“Holly” 
TO YOUR bottles. Watch for details to be 


CUSTOMERS 
in Time (April 18), The Saturday Evening Post (May 7), and The New Yorker (May 28). 


THE AMERICAN THERMOS BOTTLE COMPANY «© Norwich, Connecticut 


announced soon. 
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R. H. SMITH ELECTED PRESIDENT 
OF LAMSON AND SESSIONS Co. 


Roy H. Smith, executive vice- | 


president of The Lamson & Ses- 
sions Co., Cleveland, Ohio, was 
elected president of the company 





ROY H. SMITH 


on March 18. Mr. Smith sue- 
ceeds George S. Case, Sr., who 


beard chairman to 
fill the vacancy created by the 
death of John G. Jennings. Mr. 
been 


was elected 


Case has president since 
1929, 

Mr. 
of a 


B. &, 


signer of 


Smith learned the trade 
tool-maker in 
then 


automatic 


became a de- 
machinery 
and later assistant superintendent 
of Russell, Burdsall & Ward 
Bolt & Nut Co., 
N. Y. Later he 
employed as a 
the 


and 


was successively 
mechanical en 
Bridge 


gineer of American 


Co., Pencoyd, Pa., and = chief 
draftsman, automatic machinery 
department of the Waterbury 


Farrel Foundry & Machine Co 
Waterbury, Conn. In 1907, Mr 
Smith went to Cleveland as gen- 
eral superintendent of the Na- 
tional Screw & Tack Co. He 
left this company in 1914 to or- 
ganize The Falls Rivet Co... Kent, 
Ohio, which he 


served as trea- 





GEORGE 8S. CASE, SR. 


Providence, | 


Portchester, | 


surer and general manager until 
its consolidation in 1921 with 
The Lamson & Sessions Co. 
Other officers of the company 
| reelected are: J. F. Donahue, 
vice-president and director of 
sales and I. L. Jennings, vice- 
president and treasurer. 


| 


TEXAS ASSN. HOLDS 
DISTRICT MEETINGS 
The Texas Hardware and Im- 
plement Assn. on March 24 in 
Corpuy Christi, Texas, completed 
the third of a series of district 
meetings. -More than 110 retail- 
ers of hardware and implements 
representatives 


and wholesaler 
met at dinner and discussed the 
problems and future trends of 
A. P. Sharp, president 
was 


Hill, 


retailing. 
of the 


guest 


association, 


Wade 


Texas 


speaker. J. 





Houston, 


ware, Mission, was chairman. A | 
similar program was presented. 
The first meeting of the spring 
was held in College Station, 
Tex., where the association 
makes its headquarters. E. E. 
Yeager, E. E. Yeager Hardware 
Co., and mayor of Bryan, Tex., 
was chairman. Meetings are 
planned for the next 60 days in 
Beaumont, Yorktown, 


| Nacogdoches, Tyler, Waco, Aus- 


| pany. 


| Ewing and Hill, Robstown, was | 


| chairman for the evening 

| Miss Madge Nettles, Texas as- 
sociation shopper, talked to the 
dealers on how their stores looked 
to her as a customer, and about 
the principle of more sales on 
the basis of suggestive selling. 
The Gulf Coast Tractor and Im- 


the hardware group. 


plement Club met jointly with | 


This meeting was preceded in | 


the same week on March 22, by 
a meeting in Weslaco. 
Sammons. Hayes-Sammons Hard- 


NEW BILL WILL COMPEL INDUSTRY 
TO PROVIDE CENSUS INFORMATION 


, the interest of complete and ac- 


Bureau 
AGE) 


(Washington 
of HARDWARE 
After specifically exempting re- 
tail and service establishments, 
the House of Representatives has 
given its approval to the Fulmer 
bill under which the submission 
of industrial and trade statistics 
to the Census Bureau would be 
made mandatory. The 
| applies to both manufacturer and 


wholesaler. 
Sponsored by Representative 
Fulmer, Democrat of South Caro- 
| lina, and known as H.R. 9659, 
| the bill appears on the surface 
to cover only statistics on cotton- 
| seed and its competitive products 
| 


measure | 


Thomas | 
The Maxwell Co., Miami, Fla. 


| curate periodic reports. 





| necessity of introducing separate 


but its provisions apply to all | 
I Pr 


| commodities which may later be- 
come subjects for Census tabu- 
lations, as and when authorized. 

The penalty prescribed for 
| failure to submit the requested 
information, or failure to submit 
correct information is a fine of 
$1,000. The bill has the approval 
of the bureau, which has re- 
peatedly urged a penalty provi- 
sion of a permanent nature in 








| As described by them, the Ful- 


tin, and San Antonio. 


FALK ELECTED DIRECTOR 
OF REVERE COPPER 


At the recent annual meeting 
of Revere Copper and Brass, Inc., 
230 Park Ave., New York City, 
Rollo E. Falk, vice-president and | 
general manufacturing manager, 
was elected a director of the com- | 
Mr. Falk has been manu- 
facturing manager since 1932 and 
previously was works manager of 
the Dallas Division, in Chicago. 
He makes his headquarters in 


New York City. 


| 
GIBSON APPOINTS | 


NEW DISTRIBUTORS | 


The following firms have been 
appointed distributors for the 
Gibson Electric Refrigerator 
Corp., Greenville, Mich.; Crum- 
packer Distributing Corp., Hous- 

S. W. Preston & Co., 
Jacksonville, Orlando, 
Beach, Fla., and 


ton, Tex.; 
Tampa, 
and Daytona 


Under 
the manufacturers’ census au- 
thorization, the compulsory 
clause is included, but officials 
say the Bureau has never prose- 
cuted under the law. 

It is not their intention to in- 
voke the compulsory feature ex- 
cept “when it is in the interest 
of public policy to do so,” ac- 
cording to bureau spokesmen. 


mer bill simply eliminates the 
bills every time a new survey is 
initiated. 

The bulk of 
reau’s statistical 
present conducted under the Com- 
merce Department’s general au- 
thority with the cooperation of 
trade associations although the 
broader authority given under 
the Fulmer bill has previously 
been authorized from time to 
time for particular surveys. Lit- 
tle or no opposition has been 
registered against the Fulmer 


bill. 


the Bu- 


services is at 


Census 





D. B. CHOWN HEADS 
NORTH COAST ASSN. 


At the recent convention of 
the North Coast Hardware and 
Implement Assn. held in Seattle, 
Wash., D. B. Chown was elected 
president of the association. Mr. 





D. B. CHOWN 


Chown operates the Chown 
Hardware Co. in Portland, Ore. 
Other officers elected were: Fred 
Ernst, Ernst Hardware Co., Seat- 
tle, Wash., first vice-president; 
Roscoe Ames, Hardware 
Co., Albany, Ore., second vice- 
president. Theodore 5S. 
secretary-treasurer. 


Ames 


Coy, is 


SOUTHERN CALIFORNIA 
ELECTS NEW BOARD 


The new board of directors of 
the Southern California Retail 
Hardware Association, elected by 
mail ballot, are: district No. 1, 
H. S. Patterson, Fillmore; dis- 
trict No. 2, R. D. Feuerbron, Van 
Nuys: district No. 3, James L. 
Belt, Los Angeles; district No. 4, 
D. L. Behm, Monrovia; district 
No. 5, Myrl E. Beck, Beaumont; 
district No. 6, A. R. Aunger, Tus- 
tin, and district No. 7, J. H. Leu, 
Escondido. The association’s ad- 
visory board is composed of the 
past three presidents and include 
M. D. Hammersley, R. H. West- 
brook, and R. B. Isner. 


HOWARD E. GINTHER JOINS 
METAL DOOR & TRIM CO. 


Howard E. Ginther has joined 
the heater division of the Metal 
Door & Trim Co. at LaPorte, Ind 
Mr. Ginther was formerly con- 
nected with the Lonergan Mfg. 
Co., Albion, Mich. 


BESTOSEAL CO. IN 
NEW QUARTERS 


The Bestoseal Co. is now lo 
cated in new quarters at 1450 
Broadway, New York City. The 
company was formerly located at 


198 Broadway. 
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his | WANT A 
~ STOVE WITH 
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THEY GET WHAT THEY 
WANT IN FLORENCE 


She can check off the best features in the 
big Florence Line: porcelain finish, large 
insulated oven, “Focused Heat” burners, 
modern style, sturdy construction, Good 
Housekeeping approval..... 

He can trade-up in oil or gas without 
switching brands, for the Florence Line has 
a model for every need and pocketbook. 

And you, Mr. Dealer, will make more 
money in your stove department with 


a complete display of Florence Ranges. 


FLORENCE STOVE COMPANY 
General Offices and Plant, Gardner, Mass.; 
W estern O ffices and Plant, Kankakee, Ill.; Sales 
O ffices: Merchandise Mart, Chicago; New 
York, Boston, Atlanta, Dallas, San Francisco. 
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NEW 
TABLE TOF 














Here are models that are typ- 
ical of the big Florence Line: 
The TD5 Table Top Oil Range 
—an ultra-modern stove with 


features that talk value; and the bi 
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723 Gas Range with Balanced Cooking 
Top—a smooth number that does a swell 
job for you and your customers. 

Sell Florence Oil Ranges and Gas Ranges 
this season. They’re backed again by nation- 


al advertising and merchandising that clicks. 





OIL RANGES + GAS RANGES - HEATER 





There’s a brand new 
Florence Electric 
Range for your line, 
too. Ask our repre- 
sentative for the 
complete story. 





OAresy 


S RANGE BURNERS 
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TRADE ARGUES FOR AND AGAINST 
BROADENING OF CANADIAN TARIFF 


Duty reduction on unfinished wood paint handles 
urged as step to reduce brush prices and increase 
sales. Tariff concessions on tubular skates not favored. 


(Washington Bureau 
of Hardware Age) 


Reduced prices on_ paint 
brushes and greater volume of 
sales were forecast by E. F. Blau- 
velt, of the Rubberset Co., New- 
ark, N. J., when he appeared be- 
fore Secretary of State Hull’s Rec- 
iprocity Committee on April 6 urg- 
ing a reduction of the 50 per cent 
existing duty on unfinished wood- 
en paint brush handles under a 
proposed renewal and broaden- 
ing of the trade agreement with 
Canada. 

“A reduction of the duty,” Mr. 
Blauvelt told the committee, “will 
result not only in a lowering of 
the costs but in a lowered price 
for paint brushes and we believe 
that the reduced price will en- 
able us to sell more brushes.” 

He testified that Canada is the 
only foreign supplier of any con- 
siderable number of handles and 
that about 35 per cent of the cost 
of the finished handle goes inte 
labor applied in this country. 
Mr. Blauvelt recalled that the 
duty was reduced from 50 per 
cent ad valorem to 16 2/3 per 
cent in 1922 and that the duty 
was partially restored in 1930 to 
33 1/3. He asked that it be re- 
duced again to the 16 2/3 per 
cent rate effective in 1922. (Under 
the law the duty cannot be re- 
duced more than 50 per cent.) 

Charging that the present rate 
is prohibitive, the witness sub- 
mitted figures showing imports 
from Canada dropped from a 
value of $46,000 in 1929 to $14.- 
000 in 1930, and to $1.800 in 
1931. At the same time, domes- 
tic prices have gradually been 
raised to the point where even 
with a 33 1/3 duty “we will still 
find it cheaper to import par- 
ticular types of handles 
Canada and imports have in- 
creased slightly as a result.” 

Mr. Blauvelt said that princi- 
pal domestic manufacturers quote 
identical prices—prices which he 
said are too high since “inde- 
pendent” manufacturers have 
offered some items at from 33 to 
60 per cent below the prices 
charged by the big producers. 

Testimony against any tariff 
concessions on tubular ice skates 
was given by E. M. Jack, of the 


Union Hardware Co., Torring- 
ton, Conn., who told the com- 


mittee that wages paid by Cana- 
dian employers ranged from 10 
to 75 per cent less than those 
paid in this country for similar 
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from | 


work. His average price on 
skates in 1927-1928, he said, was 
$1.53 per pair and in 1936-1937 
had dropped to $ .686. He at- 
tributed this drop to imports 
from Canada which he said in- 
creased from 46,000 pairs in 
1932 to 200,000 pairs in 1936. 
He, estimated U. S. production 
at approximately 600,000 pairs 
annually. 

Tariff rates on tubular skates 
were listed at 20 per cent ad 
valorem prior to Jan. 1, 1936. 
but were reduced to 15 per cent 
under the Canadian trade agree- 
ment. Mr. Jack told the com- 
mittee that Canadian skates in 
the upper price brackets are not 
competitive with those manufac 
tured in this country. 


F. D. KELLOGG HEADS 
CLEVELAND QUARRIES 


F. D. Kellogg, formerly execu- 
tive vice-president of The Cleve- 
land Quarries Co., Cleveland, 
Ohio, was elected president at 
the company’s annual meeting, 
March 2]. Mr. Kellogg succeeds 
H. W. Caldwell, president since 
1929 when the Cleveland Stone 
Co. and the Ohio Quarries Co. 
were merged, became chairman 
of the board. W. A. C. Smith 
hecomes chairman of the execu- 
committee and also of the 
newly formed quarry committee, 
having quarry 


live 


supervision over 





operations. He formerly was 
board chairman. 

The board was increased from 
9 to 14 members. Old members 
were re-elected and the following 
added: F. H. Busching, S. D. 
Knight, and C. R. Yanson of 
Ohio Cut Stone Co., E. T. Rip- 
ley, The Cleveland Quarries Co., 
and Arthur Tulk, Sterling Grind- 
ing Wheel Co., Tiffin, Ohio, also 
owned by 


Co. John H. Hord, capitalist 


Cleveland Quarries | 


and Drake Perry, secretary-trea- | 


surer, Harshaw Chemical 
were added to the executive com- 
mittee. 

Mr. Kellogg is president of the 
West Virginia Pulpstone Corp.. 
secretary-treasurer and director 
of Swan Carburetor Co., trea- 


Ce. | 


surer and director of Lorain & | 
Southern Railroad Co., and di- | 


rector and member of the execu 
tive committee of the 


Plan Bank. 


PUSHEE & SONS ADD 
TO SALES STAFF 


Paul Spencer has recently been 
appointed to the sales organiza- 
tion of J. C. Pushee & Sons, Inc., 
Boston, Mass., manufacturer of 
brushes. Mr. Spencer will act as 
Rocky Mountain representative 
and will make his headquarters 
in Denver, Colo. 


FETTERMAN HDWE. OPENS 
NEW BUSINESS 

The Fetterman Hardware & 
Electric Co., wholesale firm of 
52 H St. Northwest, Washington, 
D. C., has opened a new business 
to be known as the Fetterman 
Builders Supply Co., which will 
be an exclusively wholesale firm. 


FRANKEL NAMED MERCHANDISING MANAGER 
OF WESTINGHOUSE LAMP DIVISION 


Adolph Frankel 


appointed 


has recently 
been merchandising 


manager of the Lamp Division, 





ADOLPH FRANKEL 


Westinghouse Electric & Mfg. 
Co. with temporary headquarters 
at 10 High St., Boston, Mass. 
Mr. Frankel is opening in Bos- 
ton the first regional field office 
for handling the distribution and 
marketing of the new Westing- 
house Sterilamp. 

Following graduation from 
school, Mr. Frankel entered the 
employ. of the Westinghouse Co. 
in December, 1917, where he 
worked at the packing counter 
of the advertising department in 
Bloomfield, N. J. Several pro- 
motions in the advertising de- 
partment followed. Later Mr. 
Frankel was transfererd to the 
executive sales department of 
the company in New York City 
where, for the past five years, he 
has been handling merchandis- 
ing and marketing for the lamp 
division. 


Morris | 


HUGO WEIDMANN RETIRES 
FROM NATIONAL TUBE 
Hugo Weidmann, manager of 
sales, National Tube Co., New 
Orleans, La., is retiring from 
active service with that company 





HUGO WEIDMANN 


on his 65th birthday, April 24. 





Mr. Weidmann has been asso- 
ciated with the same concern 
for almost 50 years, starting with 
the National Tube Works Co.. 
St. Louis, in 1889. He started 
traveling in 1898, visiting at that 
time the Corsicana oil field. In 
1901 he succeeded his brother, 
who passed away, and for the 
next seven years, Mr. Weidmann 
worked out of St. Louis. 


When, in 1908, a new sales 
| district was created, Mr. Weid- 
mann was made manager, with 


| headquarters at 


| 





New Orleans. 
The territory comprised all of 
Texas, Louisiana, Mississippi. a 
portion of New Mexico, and 
Mobile and Baldwin Counties in 


Alabama. In 1936 another terri- 
torial change was made and 
Texas and a portion of New 


Mexico was included in the sales 


district with headquarters at 
Dallas. 
Mr. Weidmann is a member 


of the Old Guard, Southern Hard- 
ware Salesmen’s Assn. and is also 
a past president of that organi- 
zation. He is a well-known fig- 
ure to the southern hardware 
trade and has been a constant 
attendant at southern hardware 
conventions. 


RYERSON HANDLES TIMKEN 
MECHANICAL TUBING 
The Steel and Tube Division 
of The Timken Roller Bearing 
Co., Canton, Ohio, has appointed 
Joseph T. Ryerson & Co., Inc.. 
Chicago, to warehouse Timken 
mechanical tubing (S.A.E. 1015 
Steel) in territories served by 
Boston, Mass.. Jersey City, N. J.. 
Philadelphia, Pa., Buffalo, N. Y.. 
Cincinnati, Ohio, Chicago, Ill. 
Cleveland, Ohio, Detroit, Mich.. 

and Milwaukee. Wis. 
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SPECIAL NEWSPAPER SECTION MARKS 
25TH ANNIVERSARY OF McGOWIN-LYONS 


With a special section in The 
Mobile Press of Sunday, March 
13, the McGowin-Lyons Hard- 
ware & Supply Co., wholesale 
firm of Mobile, Ala., announced 
its Silver Business Anniversary. 
Twelve pages were filled with 
stories and pictures showing the 
progress and the modernity of 
this southern firm which was 
organized 25 years ago by J. F. 
McGowin, J. G. McGowin and 
Mark Lyons, Sr. The first meet- 
ing of the board of directors was 
held March 8, 1913, when J. F. 
McGowin was named president 
and Mark Lyons, Sr.. secretary- 
treasurer and general manager. 
John W. Pugh then was cashier 
and later elected assistant trea- 
surer and subsequently became 
vice-president and treasurer. T. 
B. Soost who was sales represen- 
tative when the company was 
organized was elected assistant 
secretary in 1920 and in 1927 he 
was promoted to secretary, a posi- 
tion which he still occupies. 

Following the death several 





GREENBAUM EMPLOYEES 
HONOR THEIR PRESIDENT 


Employees of the C. D. Green- | 
baum Co., wholesale hardware 
and electrical supplies firm of 
2408-16 Amsterdam Ave., New 
York City, attended a testimonial 
dinner-dance April 9 at the New 
Yorker Hotel in honor of their 
president, Irving G. Greenbaum, 
and in memory of the company’s 
founder, C. D. Greeifbaum. The 
occasion of the company’s silver | 
anniversary was also celebrated. | 

Toastmaster of the evening was | 
Sam S. Smith and guest speakers 
were: Milton G. Greenbaum, vice- | 
president; L. L. Gottlieb, trea- 
surer; F. M. Fried, manager. With 
Mr. Greenbaum as guest of honor | 
was Mrs. C.D. Greenbaum. C. S. | 
Berns represented the employees. 


AUTEN JOINS TENNESSEE 
COAL, IRON & RAILROAD 


C. I. Auten has joined the 
Tennessee Coal, Iron & Railroad 
Co., Birmingham, Ala., as a 
sales engineer with duties to bi 
especially directed to the use of 
steel in houses. Mr. Auten was 
formerly vice-president of — the 
Truscon Steel Co., Youngstown. 
Upon graduation from Michigan 
State College he spent a year 
and a half in railroad engineer- 
ing, later joining the Cambria 
Steel Co. Johnstown, Pa., and 
then the Osborn Engineering | 
Co., Cleveland, where he special- | 
ized in structural engineering. | 

Mr. Auten spent the next four | 
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years ago of J. G. McGowin, his 
son, Julian McGowin, was elected 
a member of the board of direc- 
tors and when the health of the 
other founder, J. F. McGowin 
began to fail, his son, J. Alex 
McGowin, became a_ director. 
After the death of J. F. Me- 
Gowin, last fall, his other son, 
Leonard, was named a director. 

Mark Lyons, Sr., under whose 
active direction the business was 
conducted from the start, is now 
president of the McGowin-Lyons 
Hardware and Supply Co., and 
chairman of its board of direc- 
tors. J. Alex McGowin is vice- 
chairman of the board which also 
McGowin, 
Julian Mark 
Lyons, Jr., who also serves as 
Other officers of 


John 


includes E. Leonard 


McGowin, and 


vice-president. 
the company today are: 
W. Pugh, vice-president and trea- 
surer: R. L. Bidez. 
dent; Thomas B. Soost, secretary, 
and C. M. Dukes, assistant trea- 


surer. 


vice-presi- 


years as city engineer of Flint, 


Mich., during the boom attend- 
ing the rise of the automobile 
manufacturing industry. He then 
started his 24-year career with 
Truscon, a period in which he 
from draftsman to vice 
president in charge of develop 
ment and = marketing of new 
products of steel, joists, stand 
ardized steel buildings, steel roof 
decks, and units of steel in house 
construction. With the Tennessee 
company, Mr. Auten will be 
responsible for the co-ordination 
of development of steel for new 
purposes with particular regard] 
to low-cost housing. 


rose 


INJURED IN FALL 
H. Allen Hall, secretary. The 
Ferry Cap & Set Screw Co., Cleve- 
land, Ohio, suffered two cracked 





H. ALLEN HALL 





| 
| 


| stallation of the group’s recently 


vertebrae, the result of a fall | 
while coming out of a Springfield, 
Ohio, restaurant. Mr. Hall is 
confined at the Cleveland Clinic 
Hospital where he is making a 
rapid recovery. 


P. E. BARTH REELECTED 
HEAD OF SARGENT 


At the recent annual stock- 
holders’ meeting of Sargent & 
Co., New Haven. Conn., the fol- 
lowing directors were elected for | 
the ensuing year: P. E. Barth, 
Ziegler Sargent, Bruce Fenn, G. | 
F. Wiepert, Samuel H. Fisher. 
R. J. E. Graham, W. S. Lewis, 
E. R. Sargent, G. L. Sargent. 
John Sargent, Murray Sargent. 
The directors elected the follow- 
ing officers: P. E. Barth, presi- 
dent and general manager; Zieg- 
ler Sargent, vice-president and 
secretary-treasurer; Bruce Fenn. 
vice-president, and G. F. Wie 
pert, vice-president. 


T. P. MACK APPOINTED 
PHOENIX SALES MANAGER 

T. P. Mack has been appointed 
sales manager of the Phoenix | 
Mfg. Co.. Joliet, [ll]. Mr. Mack 
succeeds the late A. W. Sex- 
whom he was long | 


smith, with 
associated. 


POT & KETTLERS MEET 
JUNE 24-26 
The 1938 annual convention of 
the Associated Pot and Kettle 
clubs of America will be held at 


the Santa Barbara Biltmore | 
Hotel, Santa Barbara, Calif., | 
June 24-26. 


JERSEY SALESMEN’S ASSN. 
INSTALLS OFFICERS 
members of the 
Hardware and Allied Travellers 
Assn.. 786 Broad St., Newark. 
Ms, Biss present at the in- 


Seventy-five 


were 


elected officers on March 27, held | 
in Pat and Don’s, Newark. Fol- | 
lowing, a turkey dinner. the | 
members enjoyed a floor show | 
and dancing. David Kramer. 
Federbush Co., Paterson, N. J., 
installed the officers, and Presi- 
dent Philip Strassburger, Eagle 
Sales Co., Newark. installed the 
hoard of governors. 

The association’s officers are: 
president, Philip E. Strassburger ; 
vice-president, Nathan Wurtzel; 
secretary, Harry M. 
financial secretary, 
Leo Levine; treasurer, A. O. 
Karsten; counsel, Maxwell M. 
Plotkin. On the board of gov- 
ernors are Alfred Braverman. 
chairman; Louis H. Hecklau, 
David Kramer, Isadore W. Leib. 
Joseph Rubenstein, Herbert Sha- 
piro. 


recording 
Jacobson; 





DAN HIRTLE HEADS 
BURGESS BATTERY 
The Burgess Battery Company, 
Freeport, Ill., has elected Dan 
W. Hirtle president and Dr. C. 
F. Burgess chairman of the board 





DAN HIRTLE 


of directors at its annual meet- 
ing held Mareh 26, 1938. 
Prior to his association with 


Burgess. Mr. Hirtle was an as- 


sistant superintendent of — the 
American Rolling Mills Com- 
pany, Middleton, Ohio. 


With the Burgess 
tions, he became general super- 
intendent of the Freeport Bur- 
gess plant and rose rapidly to 
production manager. later vice- 
president, and now president of 
the Burgess Battery Company. 

This company maintains dry 
battery factories in Freeport. Tl., 
and Niagara Falls, Canada. The 
Acoustic Division of the com- 
pany manufactures mufflers. air 
cleaners, and_ silencing 
at Madison, Wisconsin. The Arts 
and Crafts Division is located in 
Chicago, Ill. The Burgess Bat- 
tery Company controls the Thor- 
darson Electric Manufacturing 
Company, makers of radio and 
neon transformers, in Chicago. 

Mr. Hirtle, now residing in 
Freeport, will move to Chicago. 


organiza- 


devices 


KATZINGER HAS HARDWARE 
WEEK SPECIAL 


A large colorful red and black 


poster is going out from the 
Edward Katzinger Co., 1949 N. 


Cicero Ave., Chicago, IIL. to 
dealers telling them of how the 
company is cooperating to make 
National Hardware Week, May 
9-14, a success. The brochure 
offers four free-goods deals of 
Katzinger tinware, A & J egg 
beaters, strainers, and Geneva 
Forge cutlery, which dealers can 
offer as specials during the 
Week. With the purchase of an 


assortment of one or more of 
these products, dealers receive 
several items free. 
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for NATIONAL 


UNIVERSAL 


The Hardware Store is the natural place for a 
women to look for Quality Housewares in com- 
plete assortment. National Hardware Week 
affords the Hardware Dealer the greatest oppor- 
tunity of the season to emphasize to the public a 
that quality merchandise in full variety and at 
most reasonable prices are available in his store. 
These UNIVERSAL ‘‘Big Value’? Housewares are 
Specially Priced for this Campaign—use them to 
bring consumers into your store and convince 
them it is Headquarters for Housewares. 




































































Beautifully tinned, self-sharpening ELIT! 
shear cutting anager 
Dealer’s Top Bl 
No. Regular SPECIAL Cost Openir 
00 $1.49 $1.39 $11.10 doz. 
1 195 1,69 13.50 “ * 
2 235 1.99 15.90 “ 
3 2.95 21.50 “ 
= eli 2.69 21.50 
KITCHEN CUTLERY cmap 
M28 
No. 15930 — 12 Pieces 
No. 15940 SLICER PACKAGE STAINLESS KNIFE and FORK SETS aman ty PACKAGE 
High Carbon Stainless Steel, Harden- High Mirror Finish. Hollow Bolsters. 
ed and Tempered, Ground 8 inch Rounded Tine Forks. White, Green, Red, High Carbon Stainless Steel, Hardened 
Blades. Mirror Finished. Rosewood Amber, Onyx ‘‘Jasperite’’ Handles, will not and Tempered, Ground 3 inch Blades. 
Handles. Twelve pieces. change in color, chip or become loose. Mirror Finished. Rosewood Handles. 
Regular $1.00 Regular $3.95 Regular 25c 
SPECIAL 69¢ SPECIAL 52.95 SPECIAL 19¢ 
Dealer’s Cost $5.40 per doz. Dealer’s Cost $2.00 per set Dealer’s Cost $1.50 per doz. is 
re 


Manufactured by LANDERS, FRARY & 
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UNIVERSAL 
ELECTRIC 
APPLIANCES 


No. E704 WAFFLE MAKER 


Heat Indicator. Chromium Plated. 
Cast Aluminum Grids. Expansion 
Hinge permits waffles to rise. 


Regular $5.95 
SPECIAL °4.89 
No. E3612 Dealer’s Cost $3.20 
ELITE PATTERN TOASTER 


Chromium Plated with Base and 
Top Black Heat-Resisting Enamel. 
Opening the rack turns the toast. 


Regular $2.95 
SPECIAL $2.69 
Dealer’s Cost $4.75 

















COLUMBIA VACUUM GOODS 


SELL BY MASS DISPLAY 


— use this Fine Self-Selling Floor Display for National Hard- 
ware Week and thereafter. Your wholesaler will furnish it 
NO CHARGE with 24 or more COLUMBIA Vacuum Bottles 
and Lunch Kits for 1938 Spring Sales. 





COLUMBIA Bottles and Lunch Kits are 
open-priced, but usually retail at: 
PINT BOTTLES .. . = $ .89ea. 
d QUART BOTTLES .. . 1.49 * 
: WORKMAN’S KITS . . . 1.49 “ 


Special Prices for National Hardware Week may be printed 


by you on the blank spaces of the extra card included for 
use on top display panel. 


Montreal Office: 637 Craig St., West 





HOUSEWARES *-:" 


No. E7516 AUTOMATIC IRON 


































Finger-Tip Heat Control, Wrinkle- 
Proof Round Heel. Chromium 
Plated. Operates on A. C. only. 


Regular $5.95 
SPECIAL $4.89 
Dealer’s Cost $3.20 





VacuUUM BOTTLES 
and LUNCH KITS 


LANDERS, FRARY c CLARK 


NEW BRITAIN, CONN 







Y & CLARK, New Britain, Connecticut 
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WPA LAUNCHES SURVEY OF FEDERAL 
AND STATE MARKETING LAWS 


Study to include anti-trust, 


anti-price discrimination 


fair trade practices, advertising, trade mark and trade 
name, chain store, and cooperative marketing legislation 


(Washington Bureau 
of HARDWARE AGE) 


A survey of both Federal and 


State marketing laws to supply | 


| including the FTC, which has 


“conflicting 
claims” concerning the result of 


data for evaluating 


these laws has been launched by 
the WPA as its latest white- 
collar project to aid trained re- 
lief workers. 

Named to supervise the study 
were A. H. Martin, former econ- 
omist for Secretary Ickes’ PWA; 
Dr. John H. Cover, University of 
Chicago economist, and Mark 
Merrell, former NRA administra- 
tor in charge of the retail drug 
code. 

The WPA’s study, through 
which the agency hopes to gather 
legal and economic information 
of interest to public and private 
consumer agencies, will cover the 
following state laws: 

Anti-trust; 
ination; 


anti-price discrim- 
trade commission; fix- 
ing a price floor; fair trade prac- 
tice; advertising; trade-marks 
trade names; cooperative 
marketing; consumer protection; 
lotteries and food, 
and chain 
stores; and marketing regulations 
covering specific products. 

Of the 
plans to 


premiums; 


drugs cosmetics; 


these laws, agency 


compile 





speculate as to the 
effect of these laws on the con- 
sumer’s pocketbook.” 

Ten Government departments, 


“can only 


been bitterly opposed to the re- 
sale, price maintenance law, have 
been asked to serve on an ad- 
visory committee. No time limit 
has been fixed for completing the 
survey. Its cost has been 
mated at $500,000. 
Corrington Gill, assistant ad- 
ministrator of the WPA who will 
supervise the study, said that the 
recent trend among state legisla- 
tures to adopt new marketing 
laws together with the passage 
of the Robinson-Patman and 
Tydings-Miller Acts make it nec- 


esti- 


| essary for businessmen to adjust 
old merchandising policies to fil | 


information | 


showing the text with explana- | 
: | 52 Broadway. to supplement the | 


| finances of private welfare and 
| health agencies. 


tions; digest of all court deci- 
sions and all available legal re- 
views; an analysis of enforce- 
ment machinery; and legislative 
history. 


“Under each of the State laws | 


chosen for study, economic data 
will be assembled,” the  an- 
nouncement said. “Through the 
cooperation of trade and consum- 
ers’ associations and individual 
business organizations, informa- 
tion will be sought relative to 
the effects of these laws on trade 
and consumer price levels, and 
upon established advertising and 
other merchandising policies. In 
certain selected areas where these 
iaws have been in operation long 
enough to indicate trends, more 
detailed studies will be carried 
on as special State projects, un- 
der the sponsorship of local -in- 
stitutions.” 


| of the First 


Special attention is apparently | 
to be given price contracts au- | 
thorized by the Tydings-Miller 


Act. The agency said that price 


series will be compiled to show | 


prices of products before and 
after the law became effective, 
and expressed the view that both 
public and private agencies es- 
tablished to protect consumer in- 
terests, without adequate data. 
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the new legislative picture. He 
thinks the WPA study will go a 
long way towards helping in this 
respect. 


E. R. MASBACK HEADS 
HARDWARE COMMITTEE 
OF NEW YORK FUND 
Edwin R. Masback, president 
of the Masback Hardware Com- 
pany, New York, will head the 
committee to solicit firms of the 


hardware industry for contribu- | 


tions to the $10,000,000 campaign 
of the Greater New York Fund, 


Mr. Masback’s committee, 
which will manufactur- 
ers, wholesalers and retailers in 
May, is a division of the commit- 
tee on contributions of the fund, 
of which Leon Fraser, president 
National Bank of 
New York, is chairman and of the 
Industry Section, headed by Wil- 
liam B. Given, Jr., president of 
the Américan Brake Shoe & 
Foundry Company. 


canvass 





E. R. MASBACK 





The the 


fund’s campaign is 


city’s first united appeal to busi- | 


ness and employee groups in be- 
half of welfare and health agen- 


cies. It meets a long recognized | 


need of business institutions and 


employees for budgeting gifts to | 


philanthropies. 

The list of business men who 
sponsored the establishment of 
the fund includes many promi- 
nent leaders of the hardware field. 
Among them are: 

Lewis A. Abrams, B. S. Adler 


Company: Clement M. Biddle, 
president, Biddle Purchasing 
Company; Alfred J. Chatillon. 


secretary, John Chatillon & Sons; 
T. C. Cooper, managing director 
of New York House of Butler 
Brothers; I. J. Feldman, presi- 
dent, Keystone Bolt & Nut Cor- 
poration; Mansfred Fuhrer, pres- 


ident, Federal Hardware Com- 
pany, Inc.; Louis Goldburg, 


president, Parker-Kalon Corpora- 


tion; William Wallace Klauberg, | 


president, C. Klauberg & Bros., 
Inc.; Walter F. Koetzle, vice-pres- 
ident, Kasper & Koetzle, Inc.; Ed- 
win R. Masback, president, Mas- 
back Hardware Company. Inc.; 
Albert Nierenberg, president, 
Etched Products Corporation; 
Medad E. Stone, president, The 
Tucker Company, Inc.; Daniel 
A. Woodhouse, president, The 
Woodhouse Manufacturing Com- 
pany, Inc. 


CONTRACT BUILDERS 
WILL MEET IN SEPT. 


The 1938 convention of the 
National Association of Contract 
Builders’ Hardware Distributors. 
Inc., 225-227 Federal St., N. S.. 
Pittsburgh, Pa., will be held 


| Sept. 20-22 at the William Penn 


Hotel, Pittsburgh. 





JUNE CREDIT CONGRESS 
IN SAN FRANCISCO 
Credit executives from al! 
parts of the United States will 
gather in San Francisco, June 





R. A. FISHER 


5 to 10, for the 43rd annua! 
credit congress of the National 
Association of Credit Men. 

In addition to the many edu- 
cational and _ interesting ad- 
dresses now planned for the June 
congress, there will be a trade 
group discussion of mutual prob- 
lems. At these group meetings 
the credit man will have the op- 
portunity of discussing with his 
fellowmen the problems peculiar 
to his own particular business. 
R. A. Fisher, The 
Thomson-Diggs Co., Sacramento, 
Calif., is chairman of the hard- 
ware wholesalers’ credit group. 
Those of the credit fraternity in 
the wholesale hardware and al- 
lied groups are urged to attend 
this Congress. 


secretary, 


WASHINGTON, D. C., MAY JOIN STATES 
, HAVING RESALE PRICE LAWS 


Bureau 
AGE) 


( Washington 
of HARDWARE 
The 


District of Columbia 


| would be added to the 42 states 
eee : 

| which already have legalized re- 
| sale price maintenance contracts 


under a bill introduced in the 
House by Representative Palmi- 
sano, Democrat, of Maryland, 
chairman of the House District 
Committee. It has been referred 


to his committee for further con- 


| sideration. 





Taking advantage of the mo- 
mentum given to state fair trade 
practice laws by the Tydings 


resale price maintenance act, 
passed by Congress in August, 
1937, and iegalizing interstate 


price contracts in the 42 states. 
the Congressman described his 
proposed legislation as similar to 
that passed in the other 42 states. 


The bill would forbid a buyer 


'to resell trade-marked commodi- 





ties at less than a minimum price 
stipulated by the seller, and pre- 
vent distribution of gifts in con- 
nection with the sale of a trade- 
marked commodity. It also would 
prohibit sale of trade-marked 
articles in combination with any 
other commodities. 

If the Palmisano measure is 
given Congressional approval, 
only six states will be without 
fair trade laws. They are Ala- 
bama, Delaware, Mississippi, 
Missouri, Texas and Vermont. 

Four of these states consid- 
ered similar legislation in 1937. 
In Delaware, the move was killed 
when the governor pocket-vetoed 
the measure. Vermont killed its 
bill when a revision requiring 
registration of trade-marks was 
voted down. 
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THE ““MAINLINE’’ AND 
PROFIT LINE FOR 1938! 


Tie in with G-E Fans for 1938 and get your 






AMAZING, NEW G-E share of the profits that General Electric Fan 
Dealers will enjoy! You'll have four lines of 

SUPER-QUIET FAN fans— Super-Quiet, Quiet, Standard and Junior 

; —and brilliant new sales and advertising helps 

The world’s champion featuring a brand new “HOT WEATHER 


breeze maker! Moves tre- 
mendous volumes of air at 
high velocity, and with 
extremely quiet operation, 
due to revolutionary new 
G-E Vortalex Blades—an 
exclusive General Electric 
development. It pays to stay Appliance and Merchandise Department, Gen- 
with the leader! eral Electric Company, Bridgeport, Conn. 


GENERAL @ ELECTRIC 
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NERVES” consumer approach! 


The salesman of your local G-E Fan Distrib- 
utor has the facts in a new portfolio entitled, 
“THREE GOLDEN REASONS WHY YOU 
WILL PROFIT WITH GENERAL ELECTRIC 
FANS.” Ask to see it! You'll profit by it! 
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«chased 


HARDWARE BRIEFS 


ARIZONA 


W. C. Ketchersid and C. J. | lowa. 


Preece have purchased the Davis 
Hardware & Furniture Store at 
Coolidge, Ariz., from D. S. Davis. 
The store will now be known as 
the Valley Hardware and Sup- 
ply Co. 


CALIFORNIA 


Harry Holloman is the 
owner of the Arcadia Hardware 
Co., 53 East Huntington Drive, 
Arcadia, Calif. 


CONNECTICUT 


J. Howard Hartmann, former- 
ly a member of Hartmann 
Brothers, Inc., Westport, Conn., 
will open a hardware store under 
his own name at 10 Main 
that city. 


new 


The 74year old gunsmith, 
locksmith and hardware firm of 
Joseph L. Raub has returned to 
26 Bank St., New London, 


St., | 


Conn., after having been located | 


in Golden St., for 36 years. 
IDAHO 
ise B. Dammon, one of the 
partners of the Craigmont Hard- 
ware Kamiah, Idaho, has 


purchased the interests of his 
partners in the concern. 


Co., 


Harry Kunkel has opened a 
hardware Fairfield, 
Idaho. 


store in 


Hardware has 


new location in 


The Lakeport 
moved to a 


McCall, Idaho. 


INDIANA 

The newly remodeled Burrow 

Hardware Flora, 
was recently opened. 


store at 


IOWA 


Dick Grant has purchased the 
Shaver Hardware store in State 


‘Center, Towa. 


J. H. Wessels has taken over 
the Goodyear Hardware, Poca- 
hontas, Towa, which he pur- 
recently. The business 
will be known as the Wessels 
Hardware. 


H. G. Gunhus has purchased 
a store room in Decorah, Iowa, 
and will open a hardware store 
there. His former hardware 
business was destroyed by a re- 
cent fire. 

Harry H. has 


Drussel pur- 


chased 
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| Co. which will move 


leased by the Central Hardware 
to that lo- 


| . 
| cation. 


F. L. Fleming in West Bend, | 
KANSAS 

The S. Schulman Hardware | 

at 112 W. Grant Ave., Garden 


City, Kan., has been extensively | 


and its’ stock  in- 
Frank Schulman is the 


remodeled 
creased. 
owner. 
MAINE 

E. L. Clough has purchased 
the remainder of the stock of 
the Bowman Hardware Co., at 
Skowhegan, Me., and will con- 
tinue the business the 
same name. 


under 


MARYLAND 





Hubert R. White has opened | 


| a hardware store in the Eim- | 
| brow Bldg. on East Main St.. | 
Salisbury, Md. 
MASSACHUSETTS 
The Mills Hardware Co., | 
Cambridge, Mass., has opened a 
second store at 717 Massachu- 


Ind., } 


setts Ave., Arlington, Mass., with 
lines of builders’ hardware, elec- 
trical supplies, paints, roofing 


| materials and wall paper. 


MICHIGAN 
With = the 


his hardware store in Ludington. 
Mich., Fred W. Reek is retiring 
after 39 hardware 
merchant. 


discontinuance — of 
years as a 


MINNESOTA 
William J. Frank of Buffalo 


NEVADA 
Mike Bronson has purchased 
a half interest in the Fabri 


hardware store in Reno, Nev. 


NEW JERSEY 


The Flesher Electric Co. at 
313 South Broad St., Trenton, 


N. J., was formerly the A. & R. | 


Flesher Hardware Co. which 
was located at 29 N. Hermitage 
Ave., Trenton. 


NEW MEXICO 
The Wood-Davis Hardware 
Co. has purchased a lot at 120 
Lincoln Ave., Santa Fe, N. M., 
and will erect a new building 
on the site. 


NEW YORK 
B. Whitmore and J. 


Myers have _ pur- 
chased the Pierce & Williams 
Hardware store at West Cox- 
sachie, N. Y. The business will 
be operated as the West Cox- 
sachie Hardware & Iron Co. 


Philip 
Lawrence 


Judson R. Weeks has pur- 
chased the hardware business of 
Morgan Garrison in Margaret- 
ville, N. Y. 
Merrell Hardware Co.. 


The 


| Larchmont, N. Y., has opened 


a new 


store at Ill Spencer 
Place, Scarsdale, N. Y. William 


| Collins, Jr., will be manager at 


Lake, Minn., has purchased the | 


stock and fixtures of the Coast 
to Coast store at Redwood Falls, 
that state, and has assumed ac- 
tive management of the business. 


W. B. Carlisle has purchased 
full interest in the Given Hard- 


ware Co., Detroit Lakes, Minn. 

The store will be known as the 

Carlisle Hardware Co. 
MISSOURI 


The Hill-Behan Lumber Co. 
has leased a store room at 6336 


Easton Ave., Wellston, Mo. A 
complete line of builders’ tools 
and heavy hardware will be 
carried in the new store. 
MONTANA 


The retail store of the Mon- 
tana Hardware Co., Butte, Mont., 
has been discontinued and the 
firm is retiring from the retail 
hardware business. The store 
building at 30 West Park St. is 


the hardware stock of | being remodeled and has been 





the new store. 


OHIO 


The Carl Hardware Co., Inc., 
4 . . . ° . 
jJeromesville, Ohio, is diseontinu- 
after 37 years. 


ing its business 


John Swartz is opening a hard- 
ware and implement store in 


Luckey, Ohio. 


Beutler Plumbing Service, 500 
East Liberty St., Cincinnati, 
Ohio, is adding hardware lines 
to its plumbing and _ electrical 
lines. 


Hart and Blanche 
acquired the Mus- 
kingum Valley Hardware store 
at Beverly, Ohio. The business 
will be operated under the same 


Fred H. 


Hart have 


name, 


PENNSYLVANIA 
M. E. McClain has opened 
McClain’s Hardware store in the 
Thompson Bldg., Summit Ave., 
Waynesboro, Pa. 





King Co., Grove City, Pa., has 
dissolved its incorporation and 
the business will be continued 
as the Wilson Co., as a co 
partnership with C. H., C. B.., 
and E. B. Wilson as the co 
partners and C. H. and C. B. 
Wilson in charge. 

The Erie Hardware Co., Erie, 
Pa., is moving from 13th and 


State Sts., to 1624 State St.. 
that city. 
Diehm’s Hardware, Mauch 


Chunk, Pa.,‘is moving to a new 
location on Susquehanna St. 





TEXAS 


The Jacobsen Hard 


former 


| ware Co., Denton, Tex., is now 


| the 





| tion in 


Cadenhead-Denman Hard 
L. D. Cadenhead and 
Denman are the 


ware Co. 
Grady _ K. 
owners. 

The L. N. Yeager Hardware 
former loca- 


Bldg.. 


moved to its 
the Bookman 
Navasota, Tex. 


has 


WESTINGHOUSE ERECTS 
NEW MFG. PLANT 
The Westinghouse Electric & 
Mfg. Co. has announced the 
early construction of new manu 
facturing and warehouse facili 


ties at its East Springfield 
Mass., Works. The buildings 
will be of the latest approved 


design for modern factory build 
ings and will be of brick, glass. 
concrete and_ steel construction. 

This expansion program i- 
partly to take care of the large 
amount of business, especially 
air conditioning, that seems cer 
tain in connection with activities 


|in new types of housing, and 








partly to accommodate certain 
manufacturing operations which 
will be transferred from the 
Chicopee Falls, Mass., Works. 
It was recently announced that 
all radio operations at the lattet 
plant would be transferred soon 
to a plant which had been ac 
quired at Baltimore, Md. 

The manufacture of beverage 
coolers will be transferred to th: 
new East Springfield building. 
Here, also, will be moved the 
manufacture of water coolers and 
commercial refrigeration units in 
order to provide better manu 


facturing facilities and future 
expansion. In addition, space 


will be provided for the manu 
facture of that part of the air 
conditioning equipment known a- 


the room cooler type. Sheet 
metal parts and structural mem 
bers entering into the manu 


facture of room coolers, beverag: 
coolers and water coolers will be 
fabricated in the new plant. 
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Bigger Profits with Pittco Store Fronts.” 
ee 


IN asec acztvexes 


Pittsburgh Plate Glass Company, 2235. Grant Bldg., Pittsburgh, Pa. 


Please send me, without obligation, your beok entitled “Producing 


A Pitteo Front makes 


CUSTOMERS out of WINDOW SHOPPERS 





_ store is the tough job! After that, sell- 
| ing them is relatively easy. APittco Front 
|" like the one on thie hardware store in 
|» pers” inte customers. It makes new 
_ ftiends for you and builds bigger profits. 


HEN prospective customers 

walk into your hardware store, 
your selling job is more than half 
completed. ‘That's why it is so vitally 
important that your store front com- 
mand the instant attention of the 
passer-by and create the urge to enter. 
\ Pittco Front on your store invites 
the customer inside. It builds con- 
fidence in you and in the products 
you sell. And, consequently, paves the 
way for increased business .. . the 
vear around. 

Put a front on your store that 
makes window shoppers come in to 
buy! When remodeling, consult an 
architect to assure you a_ well- 
planned, economical job. Our staff 
of store front experts will gladlv 
cooperate with him in planning a 
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orn 


| | 
| | 





front to suit your needs. Mail the 
coupon for our free book of facts, 
figures and photographs that explains 
in detail how Pittco Fronts produce 
bigger profits. 

Be sure to see the Pittco Store 
Front Caravan,now ona nation-wide 
tour. Contact our local branch for 
specific information as to when it will 
visit your territory. 
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PITTSBURGH TIME PAYMENT PLAN 
‘Take up to 2 years to pay for your 
new Pittco Front. Pav 20% down— 
the balance out of income. 


PIT TCo 


TORE FRONTS 


PLATE GLASS COMPANY 


(p) o7-,PITTSBURG N- Gifpsh. 
iy A 
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ADVANCES 


Plain Steel Gas Tubing. 


Silkworm Gut Leaders. 


Some Wiremold Co. Items 


DECLINES 


Copper Tacks. 


Some Stove Pipe Dampers. 


Some Makes 2nd, 3rd Line Nail Hammers. 


Clothes Pins. 


Some Mops. 


Some Makes Flat Cotton Lamp Wicks. 
Some Wiremold Co. Items. Some Styles Fence Posts. 


Linseed Oil. 


Copper Tacks—A recent re- 
duction of 3 cents per pound 
was made on copper tacks and has 
stimulated demand somewhat for 
screen tacks and other copper styles. 


* * * 


Tool Sales and Prices—The 
demand for tools has shown a fair 
seasonable improvement. affecting 
shovels, spades, picks and_ other 
heavy tools, especially, because of 
the large call for government proj- 
ects. Hammers are doing well, and 
a further sales pick-up is expected 
as the result of a 5 to 10 per cent 
price decline on second and third- 
line nail hammer items from most 
of the makers. Advertised Ist qual- 
ity nail hammers. also machinists’, 
engineers’ and other patterns have 
not been affected. 

* * * 


{xe Prices—Opening prices 
for the 1938 season, recently an- 
nounced by the manufacturers, are 
at the same level established last 
August. and are above last spring’s 
opening figures by $1.50 per dozen 
on first quality, and by 50 cents per 
dozen on second quality. 


* * * 


Housewares—Ordering by re- 
tailers continues moderate and fre- 
quent. Price changes on household 
lines have been scattered. Some 
lately reported are: a 5 per cent de- 
cline on stove pipe dampers, a drop 
of a few cents per case on clothes 
pins, a further small lowering on 
mops by one or two makers, and a 
rather sharp drop of 16 2/3 per cent 
by a few manufacturers on flat cot- 
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Turpentine. 


Sheet Zinc. 


ton lamp wicks. Jobbers have been 
informed of an advance of about 10 
per cent to affect plain steel gas 


tubing. 
* x * 


Electrical Sundries — Wire- 
mold Co. issued new price lists with 
several items reduced, effective 
April 1, and a few numbers ad- 
vanced, with the increases to_be- 
come effective June 1. Some price 
changes in fittings are noted, with 
some new items added to the line, 
and others discontinued. 


* * * 


Nails and Wire Products 
Merchant wire producers are well 
satisfied with the volume of business 
coming in from the farm areas as a 
result of the arrival of spring 
weather. Sales are not up to the 
level of a year ago, but they have 
shown a recent marked expansion. 
Chicago district mills report that 
current orders for wire products are 
running as much as 50 per cent 
greater than a month ago. Most of 
the demand comes from concerns 
supplying the rural areas, for re- 
placement of exhausted stocks. 

These sellers allowed themselves 
to enter the active season with se- 
verely depleted inventories, and, as 
a result, had to order suddenly when 
farmer buying came in with a rush. 
Reports from Cleveland are that 
March wire sales probably made the 
largest improvement compared with 
February of all mill products. Pitts- 
burgh producers, likewise, report a 
substantial increase in orders. Fenc- 
ing and barbed wire are reported 
the fastest moving items, with some 


mills already three to five weeks be- 
hind on shipments. Slight adjust- 
ments in the mills’ LCL price sched- 
ules and differentials have been 
made on nails, wire and staples to 
equalize with the practice of other 
mills. Some styles of fence posts 
have been reduced about 15 cents 
per 100 Ibs. 


* x * 


Paints and Oils—There was 
an unusually sharp drop, late in 
March. in the small-lot dealers’ 
price schedules on linseed oil, 3 
cents per gallon, and on turpentine, 
5 cents per gallon. Buyers are in- 
clined to feel that the declining ten- 
dency has run its course, but are 
ordering closely. Volume of paint 
product sales, thus far in 1938, has 
been about 25 to 30 per cent under 
the corresponding 1937 period. 


* * * 


Silkworm Gut for Leaders 
The shortage in silkworm gut for 
leaders for fly fishing is giving trout 
fishermen considerable worry these 
days. The Spanish War has laid 
waste the rich mulberry groves in 
the Marcia district of Spain, whence. 
for the last century, has come the 
finest silkworm gut in the world. 
The result of this stoppage of sup- 
ply has caused fishing leaders to 
jump in price from 30 per cent, in 
the coarser gut leaders for bass and 
heavy trout and salmon fishing, to 
300 per cent in the finer leaders, 
used for fishing small trout and 
when waters are low and clear. The 
average increase in retail price has 
been from 10 to 15 cents per leader 
on the heavier styles, and up to 30 
cents on the tapered varieties. There 
is probability that the supply will be 
limited for several years, for at the 
cessation of hostilities it will take a 
long time for normal production to 
be resumed. The silk gut market 
centers in England, from which ex- 
ports are chiefly made to the rest of 
the world. 

* * * 

Sheet Zinc—In line with the 
reductions this month in slab zinc, at 
wholesale, some mills on April 9 re- 
duced the base price of sheet and 
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strip zinc 25 cents per 100 Ibs. This 
was the first change since early in 
January. 

*% * * 

Steel Production — Develop- 
ments at Washington, particularly in 
relation to loans to railroads for 
equipment and other purchases and 


renewed spending for public works 
projects, have raised the hopes of 
the steel industry that improvement 
in business will come later in this 
quarter, says the April 14 issue of 
The Iron Age. Steel ingot produc- 
tion for the country as a whole is 
off at least a half point from last 


week to 32 per cent of capacity, 
sharp declines having occurred in a 
few districts. Steel ingot production 
has gained one point at Pittsburgh, 
but has lost as much at Chicago, 
while in the Wheeling-Weirton area 
it has dropped from 61 per cent 
to 47 per cent and in the Cleveland- 
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Reproduced by permission of the copyright owners, The Cleveland Trust Co., Cleveland, Ohio 
This chart of American business activity since 1790 illustrates how outside forces tend to interfere with our economic 
setup. The dotted line represents changes in wholesale commodity prices. We see in this chart that during normal 
periods commodity prices tend to remain along level lines. However, when conditions such as wars or post-war 
depressions come about wholesale commodity prices are sharply affected. During the earlier months of 1929 whole- 
sale commodity prices were normal, as seen in the chart. Starting with the depression years they began a decline 
that continued until they reached a low point in 1932. It will be seen that the level of 1932 was comparable to that 
of the panic of 1907. Beginning with 1933 wholesale commodity prices began a general upward trend which was 
arrested in 1937. 
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Lorain district from 25 per cent to 
18 per cent. Fluctuations elsewhere 
are of lesser consequence. 

* *% # 

fir Conditioning—Sales of 
air conditioning equipment in the 
United States in 1937, reported by 
the Air Conditioning Manufacturers’ 
Association, were the largest in the 
history of the industry and repre- 
sented a 63 per cent gain over 1936. 
This despite monthly losses of com- 
parative volume, starting in August. 
This year, for the first two months, 
orders were valued at $6,333,000 as 
against $9,662,000 in the similar 
1937 period. 

* * 

Electrical A ppliances—Indus 
try statistics for February, which 
appeared lately, were not favorable. 
and ordering by consumers is still 
restricted. Despite a greater per- 
centage gain in February household 


washing machine shipments over 
January. than occurred in the same 
period of 1937. the volume for the 
two months was 38.3 per cent lower 
than a year ago. lroner shipments 
for the first two months of 1938 
were 35.8 per cent under 1937, but 
with February relatively better than 
January. Domestic sales of house- 
hold electric refrigerators for the 
first two months were 232.587 units, 
against 387.949 a year ago. Elec- 
trical vacuum cleaner sales as 
reported by the industry to the 
Vacuum Cleaner Manufacturers As- 
sociation for February totaled 100.- 
112 units. compared to 151.264 in 
February. 1937, and 118.127 in Jan- 
uary, 1938. 


* *% * 


{pril Retailing—The late 
storms of April’s opening week 
reached blizzard proportions in 
many of the central and southern 


states, and for a few days traffic was 
interrupted to an extent which ham- 
pered retailing. At this season, such 
conditions disappear quickly, and 
last week saw spring shopping again 
actively under way. 


* * * 


Inventories and Shortages 
It is very evident that reserves ol 
stock are small in the hands of all 
wholesalers and a great many manu- 
facturers. The earliest “bulge” of 
seasonable buying cleaned out the 
conservative stocks in a number of 
lines. and shortages have been 
experienced in several markets 
on such items as poultry and 
lawn fence, gates and fence posts. 
Both bulky and considerable in in- 
vestment, these are supplies which 
very few retailers ordered until the 
need was upon them. The quiet 


(Continued on page 124) 


“The Hardware Gige istackhoard 


Of Wholesale Hardware Sales and Collections on Ciccounts Rececvahle 
“By Geographic “Regions, For February, 1938 


(COMPILED BY THE U. 8. DEPARTMENT OF COMMERCE, 


Firms 
Regions * Re- 


porting 


Sales 


NEW ENGLAND 
MIDDLE ATLANTIC 
EAST NORTH CENTRAL 
WEST NORTH CENTRAL 
SOUTH ATLANTIC 

EAST SOUTH CENTRAL 
WEST SOUTH CENTRAL 
MOUNTAIN 

PACIFIC 

UNITED STATES, TOTAL 


CREDIT MEN) 


Sales Reported 


February 1938 
percentage 
change from 


Feb. Jan. Feb. Feb. 

1937 1938 1938 1937 
— 30.8 -10.3 583 843 
-256.6  —-— 1.9 2,910 3,911 
26.3 + 1.9 4,329 5,876 
20.8 1.2 2,714 3,428 
10.5 - 9.1 2,331 2,605 
17.1 + 2.0 2,004 2,417 
5.1 + 0.3 2,282 2,405 
4.4 658 783 
7.2 3,076 3,860 


Thousands of Dollars 


2,747 44 40 44 Cs) 


2,276 23 
630 10 51 57 


IN COOPERATION WITH THE NATIONAL ASSOCIATION OF 


Percent** of collections 
: during month to 
Firms accounts receivable at 
Re- beginning of the month 
porting 
Collec- 
tions 


Feb. Feb. Jan. 
1938 1937 1938 


650 33 43 54 45 


2,966 104 44 49 48 
4,249 55 45 53 53 


2,565 61 45 49 50 
1,965 yAu) 48 54 49 


45 46 42 


3,313 35 48 53 


2.2 20,887 26,128 21,360 385 45 50 





**These figures should not be related to sales figures for current month. They represent only ratio of collections during that month 


to accounts receivable at beginning of month. 


*States comprising regions: 


New England (Conn., Maine, Mass., N. H., R. IL. Vt.) 


Middle Atlantic (N. J., N. Y., Pa.) 


East North Central (Ill, Ind., Mich., Ohio, Wis.) Mountain (Ariz., 
L vy North Central (lowa, Kan., Minn., Mo., Neb., N. D., w 
») 
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South Atlantic (Del., D. C., Fla., Ga., Md., N. C., S. C., Va., 


Va.) 


East South Central (Ala., Ky., Miss., Tenn.) 


West South Central (Ark., La., Okla., Texas) 


Colo., idaho, Mont., Nev., N. M., Utah, 
yo.) 
Pacific (Calif., Ore., Wash.) 
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WATER SYSTEMS —— 


Farm women of today know the 
many wonderful advantages of hav- 
ing a water system. They are sick 
and tired of the drudgery of carrying 
water . . . and are demanding and getting running water in their 
homes. There are farm families right in your own community ready 
to buy the RIGHT water system—one like Dempster now offers you! 



















@ There is a world of prestige and established quality behind DEMP- 
STER WATER SYSTEMS that builds sales for you . .. the prestige of 
60 years of Dempster success in building water supply equipment... 
quality derived from skillful engineering and design. 


JDEMPSTER PUMPS Designed and 
Built to Give Complete Satisfaction 


(At Right) DEEP WELL PUMP—The most simple, efficient and eco- 
nomical power head built—splash lubricated—designed to meet every re- 
quirement for an“efficient running water system where source of water 
supply exceeds 25 feet. All working parts enclosed in attractive case 
which is also an oil reservoir. Has fewer operating parts—requires less 
power to operate. Pressure tank or overhead tank can be used. Electric 
motor or gasoline engine can be used for power. 


(Left) Fig. 
DW62AT. 

6-in. stroke 
Back geared 


7-7 to 1. 








(Left) Fig. 6000 FT ... 
250 gallons per hour. 1/6 
H. P., 110-V 60 Cycle 
Motor, 20 Gallon Galva- 
nized Tank. 






@e DEMPSTER “60 Series” SHALLOW WELL PUMPS are 
designed to ideally meet the needs for shallow well automatic 
water systems in your territory. Wonderfully efficient and eco- 
nomically operated for wells and cisterns up to 25 feet deep... 
250 or 350 gallons per hour with 20-gallon galvanized horizontal 
tanks (as shown at left) or with 42 or 120-gallon galvanized 
vertical tanks. Semi-automatic Gasoline Engine-Driven Water 
Systems with 42, 120 or 315-gallon galvanized tanks. 


FREE—Write now for new 1938 Water Supply Catalog giving com- 
plete information about Dempster’s modern-to-the-minute water sys- 
tems—and the Dempster Dealer Plan for 1938. 





DEMPSTER MILL MFG. CO., Beatrice, Nebr. 


BRANCHES: Omaha, Nebr.; Kansas City, Mo.; Sioux Falls, S. D.; Denver, Colo.; Oklahoma City, Okla.; Amarillo, 
Texas; San Antonio, Texas 
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Porch and Kitchen Displays 


Hardware Age Original 
Window Display Ideas 





We Suggest 
NEW PORCH FURNITURE 


OrPerhaps 
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QUALITY PAINT FOR THE OLD 
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Porch furniture will soon be in demand and the accompanying illustration shows what 
can be done in featuring this type of merchandise in your window. It's a balanced 
display featuring evorything needed from paint to furniture. Try to convey the idea 
of coolness and use cool colors—medium blues or greens—for fixtures and background. 
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Kitchen furniture, utensils, dishes and major appliances are on display in this well 
balanced window and the lettering on the background tells the story. Use suitable 


kitchen colors for background and fixtures, such as yellows, greens, etc., and have the 
lettering in black. Hardware Age interchangeable fixtures are used in each window. 
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7 Nationally Advertised, — the 
National Pressure Cooker is ad- 
vertised in leading publications, 


year after year. 


* 90 % of All Pressure Cookers in use 


today are “National” made. 


> 4 I fog ole) ood Mint e(-@)(0(-s)Motele B Rot de i111 
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century. 
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nomics experts and Extension 


workers. 











Be The First in Your Community To Feature This 
New Super Safe “Model C” National Pressure Cooker 


The National has always been the fastest selling, most prof- 
itable line of pressure cookers. But now with the sensational 
new “Model C’ sales will be speeded up to new highs. Here 
for the first time is the fool-proof, automatically safe 

pressure cooker. A self-releas- 


ing pressure valve, safety 
Write for Descriptive Material 
en the New “Model C.”’ 


plug, self-locking 


cover that can only be removed when the pressure is entirely 
exhausted,—these and other refinements, such as the tilted 
easy-to-read gauge, bakelite lugs, etc,— all provide new 
sales ammunition to capture additional pressure cooker 
sales. 

Remember, for cooking or canning there is only ONE “Na- 
tional”. Ask your jobber for details or write us. 


PRESSURE COOKER 


EAU CLAIRE, WISCONSIN 


‘The World’s Largest Manufacturer 
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Of Pressure Cookers’ 
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Elmco Lawn Mower 


Of stream-line design, the new Easi- 
Mo lawn mower supplies its own motiva- 
tion through new gear and head motor 
of one-third h.p. Mower has two-wheel 





drive; automatically controlled through 
hand grip switch; five-bladed steel 
cutting reel riveted to steel-reinforced 
frame; cutting reel clear of cutting bar 
for quiet mow; full pneumatic tires; 
110-volt A.C., complete with 150-foot 
cord. Price, $94.50. Made in 18 and 
2l-inch cutting widths. Electric Lawn 
Mower Co., Westport, Conn. 


Floor Edging Machine 


Horizontal construction of this ma- 
chine makes it easier for the operator 
to reach under sinks, register, etc. 
Disk is seven inches in diameter and 
develops a speed of 3400 r.p.m. under 
load. Motor is hand-wound Universal 
type. Housing is of polished aluminum. 
Pilot light is located on front end. 
Trigger switch is conveniently located 











below rear handle. Maker states ma- 
chine is entirely dustless. Clarke Sand- 
ing Machine Co., Muskegon, Mich. 


Scythestone Assortment 


No. 497 is put up in a new type of 
display, brilliantly colored in yellow, 
red, black, and white, to focus attention 
immediately. Contents are: 10 Granger 
(fabricated) at 10 cents each; six 
Green Mountain (genuine mica schist) 
at 15 cents each; five Alundum No. 
TD2 (aluminum oxide) at 20 cents 
each; five Crystolon No. TJ2 (silicon 
carbide) at 25 cents each; five Crysto- 
lon No. TJ3 (silicon carbide) at 30 
cents each, and two Crystolon utility 


Pe NORTON ~ 
po SCY THESTONES 


aN MATURA 











f Established /823 Still Standard 


SCYTHESTONES 
Suit every purpose and every purse 


files No. JD2 at $1.00 each. Total value 
is $7.65; dealers’ cost is $4.97. Behr- 
Vanning Corp., Troy, N. Y. 


Henkle & Joyce Catalog 


No. 38—521 pages illustrating and 
describing lines of general hardware, 
heavy hardware, radio supplies, automo- 
tive equipment and replacement parts. 
Henkle & Joyce Hardware Co., Lincoln, 
Neb. 


Victor Fan Catalog 


The new 1938 Victor fan catalog is 
now available from Victor Electric 
Products, Inc., 712-720 Reading Road, 
Cincinnati, Ohio. 





New and Improved Merchandise—Dis play Helps—Sales Literature— 
Window Trims — New Packages — New Colors — Catalogs 


Champion Mail Box 


Raised grill window permits seeing 
the contents of the box at a quick 
glance while sturdy magazine rack is 
large enough to hold several magazines 





at one time. Mail is easily removed 
because of the broad-throated cover, 
which is slotted to permit use of a 
lock. Weather shield covers the top 
mail slot. Made with attractive “Old 
Iron” finish in cast aluminum and with 
a dead black finish in cast iron. Box 
is rust-resistant. Champion Hardware 
Co., Geneva, Ohio. 


“Squadron Propeller Set” 


A Squadron Propeller Set bicycle ac- 
cessory has been added to the Rollfast 
line. Set consists of three propellers 
attractively boxed and designed to fit 
any bicycle. Triple unit gives effect of a 
trim-motored aeroplane. It is priced 
to fit pin-money allowance. D. F. Har- 
ris Hdw. & Mfg. Co., Inc., 29 Warrene 
St., New York City. 
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HOW 


To Build Business, Tell ’em 


ATeN?T. 





Fig. 925 


for 








ARE YOU 
GOING TO 
ANCHOR IT ® 


AIN 


EXPANSION E 


ANCHORS 


Don't keep your customers in the dark. Paine 
Steel Expansion Anchors are easiest to use, 
quickest to use and have the greatest ex- 
pansion area (that means holding power) of 
any steel anchor. They are strong and endur- 
ing as the material they are used in. Ideal 
for anchoring anything to Concrete, Stone, 
Brick, Slate, Marble, Tile and similar ma- 
terials. They can be used over and over 
again; and are highly efficient in both exact 
depth and bot- 
tomless holes. 
Use them in 
‘‘mushy’’ or flint 





hard material. 
They hold. A 
Tip ...lots who 
know their great 


holding power 
use them instead 
of malleable 
shields. 











—— 
Fig. 930 


to be anchored; tighten with 
fingers, and drop in hole; then 
tighten with a wrench for a se- 
cure, permanent anchorage. 














Paine Steel Anchors (above) or Paine Lead Anchors (below) 


No Special Skill Needed 





1. Place anchor 
with nut removed 
in the hole. 


2. Set anchor with 
a few taps of ham- 
mer on tool fur- 
nished free. 


3. With work 
position, start nut 
and tighten with 
wrench. That's all. 


The metal used in 
Paine Lead An- 





chors is a_ scien- 





tifie mix of lead 
and antimony that 
gives the utmost 
in strength and 
flexibility. This is 
the safest anchor 
for fragile mate- 
rial and exception- 
ally efficient in 





Fig. 900 








materials such as 





Fig. 910 


stone, concrete, 
e, 


slate, tile, marble, brick. 


Both Paine Lead and Steel Anchors 





are supplied in any size in any of 





the four types shown here. Order from your 











jobber today. 


THE PAINE co. 


CHICAGO 
NEW YORK 





Dept. 489, 2947 Carroll 
venue 


79 Barclay Street 
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"ll Handle You Right”’ 


ONE 


8.0.5 


There’s Only One 


Source OF Suppcy 


Of the B-I ("Buy") Line of Handles 


To start with—stock for making our Handles is selected by 
experts. This largely accounts for the UNIFORMITY of B-I 
Handles, for which we have held a reputation for nearly 50 
years. To end with—each Handle is hand-picked, carefully in- 
spected and properly graded. 


HICKORY 


Our section of Arkansas has long had a reputation for fine 
quality Hickory. B-I workmen are real CRAFTSMEN, pro- 
ducing well designed Handles (and we know the preferences of 
all sections of the country, and foreign countries, too!), prop- 
erly balanced, easy on the hands. There’s truly a demand for 
them and we've been furnishing these high-grade Handles to 
firms for from 20 to 40 years. Our standard Hickory Handles 
are graded according to §.P.R. No. 77 


OVAL SINGLE BIT AX 


= BRUNER IVORY. = : =) 
R. R. PICK 


BRUNER IVORY 


OCTAGON DOUBLE BIT AX 
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SLEDGE 


Here are just a few of the many Hickory Handles made in our 


large modern plant—the B-I is a complete line! Such a 
variety! Let us know your need and we can HANDLE it! 
Your Jobbers will prove to be a dependable SOURCE OF 


SUPPLY to you on the “ ‘Buy’ Line’ of Handles, just as our 
enormous warehouse stocks in Hope, Ark., Boston, Rome, 
N. Y., and Seattle are their Source of Supply. . 


"'$.0.S8.-S.0.S.""-(""Send on Samples"’) 


If you’re not familiar with the B-I Handles, look into them 
from a _ service, satisfaction and profit standpoint. Sample 
Handles sent interested Jobbers. If you’re a Dealer, ask your 
Jobbers to show you samples—or write for our Catalog and Price 


List 2-A. 


“The Handles” 


RUNER-BVORY 


‘Buy’ Line of Tool 


HANDLE CO. 


Hickory and Ash Handles 
HOPE, ARKANSAS 


EST 


1888 

















Pyrex Brand Hostess Set 


The suggested retail selling price of 
the 1l-piece set of Pyrex Brand oven- 
ware and flameware is $4.85. It is 
packed in an attractive gift box and 





contains a 6-cup percolator, 1% qt., 
casserole with utility cover; one quart 
sauce pan; 7-in. skillet and _ inter- 
changeable chrome handle which fits 
both pieces, and six new style 5-0z. 
custard cups. Corning Glass Works, 
Corning, N. Y. 


Galvanized Roofing 


A new four-page folder features the 
new U. S. S. StormSeal galvanized 
roofing and tells why this product is 
leak-proof. Economies of this roofing 
design are explained with instruction 
for applying StormSeal. Other new 
roofings shown are U. S. S. SyphonSeal 
14 in. corrugated and U. S. S. Syphon- 
Seal 2 and 3 v-clamp roofing, as well 
as the most popular roofing accessories 
for StormSeal and SyphonSeal. United 
States Steel Corp. Subsidiaries, 434 
Fifth Ave., Pittsburgh, Pa. 


Signal Air Circulator 








L 


This circulator is adaptable for use 
in public places such as hotels, restau- 
rants, recreation halls, stores, etc. It is 
equipped with grease-packed ball-bear- 
ing motor, A.C. induction type or D.C. 
fully enclosed brush and commutator 
type motor, to insure quiet and eco- 
nomical operation. Maker states fan 
may be operated continuously without 
sacrificing performance, and blade con- 
struction produces a penetrating breeze. 
It is adjustable from four feet 11 
inches to eight feet four inches from 
floor to center of fan. Caopy pull 
switch is in back cover of motor. 
Signal Electric Co., Menominee, Mich. 
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Ingersoll Assortments 


These attractive displays have been 
created for two new special watch assort- 
ments. The Swagger assortment brings 
the dealer three wrist watches at a 


New Soda King Syphon 
Model No. 1 Soda King Syphon, 


shown, is finished in black and chrome 
plate. Model No. 2 is sheathed in 
chrome plate from top to bottom. All 








total cost of $5.01, retail selling prices 
of watches, $2.39 each; total value of 
Buck assortment, 12 watches, is $9.24 
to dealer, retail selling prices of 
watches, $1.00 each. Ingersoll-Water- 
bury Co., 30 Irving Place, New York 
City. 


Milk Box Lock 


This lock is intended for milk boxes 
provided with a delivery door and a 
receiving door. When milk is delivered, 
it is placed against the swinging bar so 











that the bar is swung inwardly. When 
the door is closed, it becomes auto- 
matically locked. When milk is taken 
out of the box from the inside, the bar 
swings back to its original position and 
the door becomes automatically un- 
locked. Empty bottles placed from in- 
side do not affect the operation of the 
device. Selfix Lock Co., 500 Lawyers 
Bldg., Detroit, Mich. 


models have a safety relief that pre- 
vents them from bursting if overfilled 
with water and all are lined with glass, 
making them sanitary and easy to 
clean. Suggested retail selling price of 
Model No. 1 is $4.95 each. Dealers’ 
cost is $40.00 per dozen. Walter Kidde 
Sales Co., Bloomfield, New Jersey. 





‘Metal Airplane Structures” 


Is the title of a book by Flavius E. 
Loudy. It is a practical and authorita- 
tive treatise on the design and con- 
struction of the major component parts 
of various airplanes; a digest of the 
types and designs of many experts. 
Various types of airplanes, their struc- 
ture and underlying principles of 
design, the various materials of con- 
struction, structural elements, welded 
and riveted joints, stressed skin de- 
sign, metal wings and beams, fuselage, 
hull and float design, are analyzed. 
illustrated and described in detail. 
Price of the book is $5.00. Published 
by The Norman W. Henley Publishing 
Co., 2 W. 45th St., New York City. 





Electric Water Heaters 


The 1938 Westinghouse electric water 
heaters are made in square, round, and 
table-top designs, ranging in capacity 
from one to 120 gallons, finished in 
gleaming white dulux. Westinghouse 


Electric & Mfg. Co., Mansfield, Ohio. 
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FOR YOUR PROTECTION) — 


AND PROFIT... Sell the 


products iden tified by 
WICKWIRE BROTHERS LABELS 




























@ Dealers can take all the 
guesswork out of mer- 
chandising by pointing to 
the Turkey Label on the 
netting they sell their cus- 
tomers. It assures an ex- 
ceptionally long twist, 
heavy galvanizing which 
completely fills the twists, 
rigidity with no sagging, 
real rust resisting and 
longer wearing. 








| Dr.Seuss 


‘He must be gonna open up his 
own store.” 





‘“‘Naw, he just wanted some 
CROSS Screen Tacks. Said he 
was fixing up his summer cottage. 


That was my cue!” 











@ Your customers come back 
for more of the Hardware Cloth 
identified by the Cortland 
Label. They are completely 
satisfied with the dependability 
and uniformity of this quality 
product. It is furnished in stand- 
ard meshes with extra heavy 
bright zinc coating. Also spe- 


| Cro S$ 
cial grades in plain steel, tinned 
or galvanized wire with wide variety of different meshes and gauges. St , 7: ° Z f 


@ Every bale of Wickwire Brothers Poultry Netting and Hardware 


Cloth is made from copper bearing open hearth steel. Over 60 con- 
tinuous years of manufacturing quality wire products prompts us 
to say, “‘Buy with confidence, products identified by Wickwire 
Brothers Labels’’. EAST JAFFREY, N.H. Copr. 1938 BY W.W. CROSS &CO., INC 


WRITE FOR DETAILS OF DISPLAY STAND OFFER 


Theyre Uniformly Strong 

















SPECIFY WICKWIRE BROTHERS TO YOUR JOBBERS 


WICKWIRE BROTHERS 
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Not a Cripple in a Carload 


8&9 
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New Brown Paint 


Kybrun is the new brown announced 
by the Boston Varnish Co., Everett, 
Mass. It is substantially the same as 
Kygron green recently announced by 


vor 
UGHT seowN 


8 
ON1ON Vanneses comPA” 





the company. Maker states Kybrun 
dries dust-free in three to foyr hours; 
soften or tack in humid 
flaws freely 


will not 
weather; resists mildew; 
and leaves no brush marks, and covers 
densely in one coat. Fre€ sample will 
be sent to those who write Dept. 8C on 
business letterhead. 


Sporting Goods Catalog 


No. F-——Shows lines of athletic goods, 
fishing tackle, 
clothing, dog supplies and remedies, 


hunters’ supplies and 


cutlery and silyerware, home, shop and 
garden electrical appliances, 
household goods, clocks and watches, 
toys and games, and bicycles and bi 


tools, 


cycles and accessories. Cullum & Boren 
Co., Dallas, Tex. 


G-E Radiant Heater 

This new heater of the radiant con- 
vention type, known as the “Arizona” 
heater, is patterned in a semi-circular 
style with a polished reflector and a 
dark brown wrinkle finish. Durable 
nickel-chromium wire heating units are 
said to provide quick, clean, and odor- 
less heat, while a convenient handle 
permits it to be carried from place to 


place. Approved cord is permanently 
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attached and has a G-E molded rubber 
attachment plug. Heater is 18 in. and 
is rated at 1,320 watts, 115 and 125 
volts. List price, $8.95. General Elec- 
tric Co., Bridgeport, Conn. 


Steem-Electric Iron 


This iron is a pressing unit and 
dampens and presses clothes at the 
same time, eliminating sprinkling. It 
is said to press delicate materials on 
the right side of the material if de- 
sired, and when steaming, sets for a 
minute or two on a dry garment with- 
out scorching and without burning as 
long as it steams. Iron is filled with 
1% pints of water and plugged in 
either A.C. or D.C. current, and heats 





up in approximately six minutes, gen- 
erating a half pound of steam and 
retaining 450 degrees of heat. The 
Steem-Electric Tron, Inc., 11 W. 42nd 
St., New York City. 


“Tearless” Onion Chopper 


An addition to the Androck line is 
the new No. 28 “Tearless” Onion 
Chopper. Housed in a sturdy, gradu- 





ated glass measuring cup is a wooden 
dise or chopping block, which is easily 
removed for cleaning. To a 
nickel-plated cap a solid, all-steel bear- 
ing has been closely fitted to prevent 
loading up of the bearing with food 
particles. Operating in this bearing is 
an all-steel, heavily nickel-plated plun- 
ger with colored wooden handle, shaped 
to fit the hand. Blades have sharpened 
cutting edges. Choice of red and green 
handles are available. Each chopper is 
attractively labeled and_ individually 
boxed in a newly-designed carton. The 
Washburn Co., Worcester, Mass., and 


Rockford, III. 


steel, 





New-type Mop Wringer 
{ new idea in commercial 
wringers is this wringer which is de- 


mop- 


signed to squeeze rather than wring 
mops, resulting in longer life for the 





mop. Maker states there are no parts 
subjected to any material wear in the 
wringer. Available with the wringer, 
if desired, is a special round tank 
mounted on high grade bearing caster, 
with bearings sealed against moisture. 
Muskegon, 


Geerpres Wringer,  Inc., 


Mich. 


New Rich Ladders 


Two new Rich ladder models are 
the Acme and Star, which have a metal 
pail board and metal back. Increased 
rigidity is obtained by the use of a 
heavy stamped channel. The metal 
pail board, is said never to check or 
crack. Steps of the Star are wide 
with a truss rod under each step. The 
Acme, a lower priced ladder, is fully 
rodded but has the narrow regular step. 
The Rich Pump & Ladder Co., 1000 
Depot St., Cincinnati, Ohio. 





HARDWARE AGE 








x 


FOO IOC IQ OIRO OI RII III GI IO IOI IOI II I kak aI ROK I RIK kak i katoi ak ak 


* General Electric manufactures the 


most complete line of electric clocks. 


FORO IO OR RRR kK a ak ak ak ak ak ak ak 


* Watch May issues of trade papers 
for an announcement of particular in- 


terest to you. 


GENERAL @ ELECTRIC 
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_ WRITE MORE HAMMER ORDERS 
i ON YOUR BOOKS 


_ There is now on the books of many prominent 
- stores—everywhere—more hammer orders than 
| they've had since starting in business. These 
profitable orders were produced by the Cheney 
_ Sales Maker—the self-starting, silent salesman 
- thatreally sells hammers. The fine job it has done 
| inmanystores it willdofor you.Try it. Sendinyour 
| order today for a Sales Maker Carton. In it are: 


10—16 ounce Cheney Nailers No. 938. 
2—20 ounce Cheney Nailers No. 937 
1—16 ounce Cheney Nailer No. 938 

chained to display for demonstration 
1—Cheney Nailer Sales Maker display 


_ HENRY CHENEY HAMMER CORP. 
Factory: Little Falls, N. Y. 
Sales Office: 302 Broad way, New York 
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W. W. TRUE, president, 
True & Blanchard Co., Inc., 
Newport, Vt., began his career 
as a hardwareman 54 years 
ago. In 1884, after a short 
period as a country school 
teacher and later as a retail 
hardware store sales clerk in 
N. Troy, Vt., he entered busi- 
ness in Rag Alley, Newport. 
He was but 20 years of age 
when he started business with 
his $200.00 stock of stoves 
and tin shop supplies. Two 
years later he entered a part- 
nership with E. C. Blanchard, 
at which time the store be- 
came known as True & 
Blanchard. The business was 
moved to its present location at 44 Main St. in 1889. 
Mr. Blanchard retired in 1896 at which time J. R. Akin 
became a member of the firm, the business then being 
known as True & Blanchard Co. When Mr. Akin passed 
away in 1921 the company was incorporated. Mr. True 
is a former president of the New England Hardware 
Dealers Association and of the Newport Rotary Club and 
the Newport Chamber of Commerce. He has always 
been interested in civic affairs and has been an alderman 
and a school trustee. Mr. True is a Mason and has been 
a member of Malta Commandery for a great many years. 
Although Mr. True is very active in the business he 
spends several months each winter at his winter home 
in Florida. He and Mrs. True celebrated their golden 
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wedding anniversary last year. Always a progressive 
merchant, Mr. True was one of the first hardware dealers, 
if not the first, to sell radio sets in this country. A true 
philosopher Mr. True sends his many friends in the 
hardware industry this message: “Do not lose your faith 
or your courage and do not get too disturbed about what 
you read in the newspapers. Remember there are, all 
over this broad land, thousands of men and women, in all 
walks of life, who are carrying on and keeping calm and 
courageous—resisting the temptation to believe that puny 
humankind can blunder the world into a mess out of 
which intelligence cannot extricate it. It is these calm 
thinkers and trustworthy doers, who in the long run, 
steady the bark of events and their numbers constitute 
the most impressive fact in the world today.” Mr. True 
sums up his beliefs in this quotation from Henry Wads- 
worth Longfellow: 


“For age is opportunity, no less 
Than youth itself, though in another dress; 
And as the evening twilight fades away 
The sky is filled with stars invisible by day.” 


ROBERT SHELTON, 
special service manager, Sar- 
gent & Co., New Haven, Conn., 
started his career in the hard- 
ware business with the Sargent 
organization in 1879 at the age 
of 16. A few years later he 
was given charge of orders in 
the office. When the sales de- 
partment was transferred from 
New York to New Haven in 
1912 he moved to the latter 
city, having been transferred 
there because of his knowl- 
edge of the company’s cus- 
tomers and their requirements. 
Although Mr. Shelton has not 
been in direct contact with the 
company’s customers he is well 
known to many of them because of the service he offers 
as special service manager. His 58 years of association 
with the company makes him the dean of the Sargent 
organization. He has enjoyed good health and in the 
past 38 years has only been forced by illness to be absent 
from his office for one week. His favorite hobby is gar- 
dening and his home in North Haven has a large plot of 
ground which affords him plenty of opportunity to tend 
to his garden and cultivate fruit trees. 


ROBERT SHELTON 
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When dependability | 
and performance under severe 
conditions hang in the balance, Wall 
Walk-laid Manila Rope stands squarely 
behind the distributor, dealer and custo- | 
mer. And why not? Every type and size | 
is lubricated and laid to fit a particular | 
purpose. Wall Rope has won its century- | 
old Good Will among rope users by the | 
merit of its performance and the integ- | 
rity of its quality. The Wall cooperative | 
policy is helping to build greater sales | 

and larger profits. 

WALL ROPE WORKS, Inc. 

48 South St., N.Y. Factory: Beverly, N.J. 
Branch Offices : 


| 
33 So. Charles St., Baltimore, Md. 
123 South Broad St., Philadelphia, Pa. 
| 
| 





57 Commercial Pl., Norfolk, Va. 


102 Broad St., Boston, Mass. 
821 Folsom St., San Francisco, Cal 
425 Decatur St., New Orleans, La. 


671 Orleans St., Chicago, Ill. 
505 Union Trust, Parkersburg, W. Va. | 
217 East Archer St., Tulsa, Okla. 
2000 Nance St., Houston, Texas 
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Sales winners too ... are these 
extra feature window screen 
and screen doors ' a 


NATIONAL Window Screens have the Golden 
Centers (angle steel center bars) and KWIK- 
LOK device. National Screen Doors have the 
. are extra strong .. . spe- 
cially constructed to prevent sagging. 


Ask Your Jobber about the complete line of 
NATIONAL Screen Doors, Window Screens and 
Ventilators. Made in a Wide variety of styles, at 
prices to please your customers and keep them 
pleased. Quick deliveries. 


SEND FOR THIS CATALOG 


NATIONAL SCREEN CO., Suffolk, Va. 


Please send us a copy of your 1938 catalog showing 
the complete line of National Screen Doors, Window 
Screens and Ventilators. 

Name ee acpsasaae 
SEE yee eer nee ; ert Sree 
| Ee .. State 

New York Office: 11 Park Place 

Southern Selling Agents 
SAND & HULFISH, Baltimore 
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“The Beautiful Blue Danube’ 


F you want a headache, just 

study the history of Austria. 

If you wish to completely lose 
your eyesight, study the ancient 
and modern maps of Austria. If 
you think what Hitler has just 
done in Austria is terrible, when 
you have read the history of this 
country, you will discover the in- 
teresting fact that through the last 
thousand years when an Austrian 
went to bed at night he never knew 
to what country he would belong 
in the morning. After reading 
this history you will understand 
why the loyal Austrians who were 
so stuck on independence one day 
cheered themselves hoarse when 
Hitler rode into Vienna the next 
day. The Austrians were just run- 
true to They 
kept in their homes a com- 
set of flags of various na- 


ning form. must 
have 
plete 
tions so when they woke up and 
found they had 


again, they could run up the ap- 


been captured 


propriate flag. 


The World’s Battleground 


Austria was one of the impor- 
tant countries in the pleasant little 
Thirty Years’ War. They also took 
a leading hand in the Seven Years’ 


War. 


Charlemagne the Great was 


Central Europe’s big boy. He 
lived most of his life, when he 


was not away fighting, at Aix la 
Chappelle. He died in Germany 
at the beginning of the 8th Cen- 
tury. He conquered most of his 
neighbors, went down to Rome, 
was crowned Emperor of the Holy 
Roman Empire, and in the years 
following his Frankish empire ex- 
tended clear to the Atlantic Ocean. 

For centuries Austria was the 
battleground of the world. It was 
overrun by Attila the Hun and by 
the Goths. Attila would probably 
have conquered all of Europe if he 
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By SAUNDERS NORVELL 


had not been stopped at the battle 
of Chalons in France. The Huns 
were great fighters. They were 
great horsemen. Each Hun ten- 
dered the beefsteak for the next 
day’s meal by putting it on his 
saddle and riding on it. 

Napoleon in his time trimmed 
up Austria. He amputated many 
of her provinces. There is a 
curious analogy between the life 
of Napoleon and that of Hitler. 
Napoleon came from Corsica, an 
Italian island, and became em- 
peror of the French. He was ac- 
tually an alien. Hitler came from 
Branau, Austria, and has become 
the dictator of Germany. Napoleon, 
piece by piece, annexed almost 
every country in Europe. But his 
disastrous campaign to Moscow 
checked him. It will be interest- 
ing to watch the future career of 


Hitler. Will there be a Moscow 
for him? Will there be a St. 
Helena? After all, when one 


studies history, while the English 
may at times appear to be politi- 
cally dumb, the record stands that 
they usually finish on top, with the 
big boy of the opposition enjoy- 
ing the fresh air of some remote 
island. 

So don’t let us waste our sym- 
pathies too much on Germany, 
Austria or Italy. They are play- 
ing the old, old army game. From 
the way they goosestep and cheer 
and salute, they must like it. 

It is interesting for me to read 
about the Germans and _ Italians 
meeting at the Brenner Pass. I 
once drove over this pass with my 
family. Along the road we came 
upon a small Austrian army hav- 
I think they were 
Anyhow it 


ing luncheon. 
eating lamb stew. 
smelled very good, and each little 
bunch of soldiers had their own 
pot and were sitting around it. 


with their rifles properly stacked. 
Being just an innocent American, 
I got out my camera and proceed- 
ed to take pictures of them. Im- 
mediately a very polite colonel 
stepped up to us, saluted and said: 
“To take photographs in the Bren- 
ner Pass is ‘verboten.’” He was 
a very pleasant fellow. Most 
Austrians are. He smoked a cigar 
with me, and took some of the 
candy the ladies in our party of- 
fered him. I put my camera away, 
and was not arrested. My films 
were not confiscated. 

On that trip through Austria, 
as we were in no hurry, we drove 
in a carriage behind a two-horse 
team, we could enjoy the 
scenery. How well I remember the 
little towns of Meran, Toblach 
and especially Botzen. This lat- 
ter town was in a beautiful loca- 
tion in the mountains, where they 
grew wonderful crops and fruit. 
It is a beautiful country—snow- 
capped peaks, mountain torrents, 
waterfalls, flowers, and a cheerful 
and happy people. They were all 
friendly and hospitable. 


so 


Mountain Climbers 


All this was before the World 
War. One of the loveliest valleys 
where we stopped for several days 
was in the Dolomites. There was 
a splendid hotel at Cortina d’Am- 
pezzo. This is a great mountain- 
climbing section. You could sit 
on the front porch of the hotel 
with a telescope and watch the 
mountain-climbing enthusiasts fall 
off the peaks. When they would 
attempt a difficult climb, the peo- 
ple on the hotel veranda would 
bet as to whether they would make 
it or not. Before I saw any moun- 
tain climbing I used to wonder 
how they handled their ropes. I 


had seen pictures of climbers sus- 
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1938 Shelby dynamically streamlined 




















styling is the hit of the season, with 
smart hardware merchandisers tak- 
ing full advantage of the way these 
new Shelby models are clicking on 
4 the sales floor. During National 
Hardware Week many hardware 
merchants will spotlight Shelby 
Bicycles because of their popular 
appeal. Make your store Bicycle 
Headquarters for the community by 
displaying the latest in modern 
bicycle design. 


Western Office & Assembly Plant 
935 S. Wall St. Los Angeles, Calif. 





New York Sales Office & Warehouse 
60 Reade St. New York City 
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LINCOLNESS= 
GREASE GUNS and FITTINGS ar 


Many leading manufacturers of passenger cars, trucks, tractors and machinery 
have standardized on Lincoln Grease Guns and Fittings— definitely establishing 
the merits of this outstanding line. 

A vast market exists for the sale of additional guns and fittings in the replace- 
ment or service fields, and it will pay you to be prepared to supply the require- 
ments of your trade. 

Large Tractor Type and Standard Type Lincoln Button Head Fittings, as well as 
Lincoln KLEENSEAL Fittings in all types and sizes are now available for resale. 

Lincoln Grease Guns in types-to meet every need are also available. 


LINCOLN ENGINEERING COMPANY 
General Offices—St. Louis, Mo. Factories—St. Louis, Mo. and Detroit, Mich. 






(A few of the powerful Lincoln Kleenseal Guns.) 


(Kleenseal and Button Head Fittings are available in a 


full range of sizes. 


Ask your nearest Lincoln jobber for details on this 
complete line, or if you do not know who stocks our 
line in your community—please write us. 


Ask for a copy of our new Catalog No. 55 covering L U ~ R | . A T | @) N b @) U | v M é N T 


Lincoln Grease Guns and Fittings for Farm Imple- 
ments, Tractors, Contractors Equipment, Machinery 
and Motor Vehicles. 
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GOOD FILES” 


S W. Yontz & Son. 
Chrisman. Il 


No need to accept “salesmen’s 
claims” that the new No. 66 Retail 
File Display Unit is doing a job for 
hardware stores just like yours! Here 
are two — and there are hundreds 
more — whose voluntary comments 
tell the story! 

All over the country, this new unit 
for Nicholson Files is “trading up” 
the customers who are looking for 
“files” — selling them first quality 
files at a profitable margin! Every- 
where, it is selling two or three files 





HAVE 
BEEN ABLE TO SELL FILES 
PROPERLY...” Nous Attleboro, Mass. 












to the customer who came in for one! 
And reminding the casual shopper 
that he should meet his file needs 
before he leaves the store. 

You could ask no more of a square 
foot of counter space! 14% of your 
hand tool sales are files — decide 
to-day to get more money for that 
14% with fast-selling cellophane- 
wrapped Nicholson Files in this 
new display. Your jobber will sup- 
ply you. Nicholson File Company, 
Providence, Rhode Island, U. S. A. 
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pended in the air by these ropes, 
which seemed to be attached to 
some rock far above them. I won- 
dered how they got the rope on 
the rock, and then how they got it 
off. When I watched them in the 
Dolomites, I learned the system. 
Usually they used these ropes in 
descending. As they came down 
they put a loop of the rope around 
a good solid rock, one end being 
attached to their bodies, and the 
other end being held in_ their 
hands. When they got down as 
far as the rope would reach, they 
braced themselves, let go of the 
rope with their hands, and then 
pulled the rope down to them. 
Then they would repeat the opera- 
tion. However, in climbing up 
mountains, one of the best climb- 
ers went ahead. Attached to him 
was a rope to which were tied the 
other climbers. 


A Grand Sport 


Mountain climbing must be a 
grand and glorious sport. I knew 
a young German who inherited a 
small fortune. He was a doctor. 
He went to the Austrian Tyrol and 
for years has devoted his entire 
life to mountain climbing. He as- 
sured me there was nothing in the 
world like it—good exercise, pure 
air, wonderful scenery, and no 
one to bore you. I have not heard 
from him for several years. I 
don’t know whether he fell off a 
peak, or whether he is still climb- 
ing. 

Then I remember driving up 
slowly to the top of Mount Mar- 
molada. There was a splendid 
stone inn at the top of this moun- 
tain. It was a great place for 
mountain climbers. They sat 
around, drank beer, ate cheese and 
brown bread, and told each other 
about their narrow escapes. When 
I arrived there I was shown to my 
room. It was freezing cold. In 
the room was one of those German 
porcelain stoves. I had especially 
asked the hotel clerk for a room 
with a stove. When he ushered 
me into this room he inquired if I 
cared to have a fire in the stove. 
I did, and in the course of time 
they came in and made the fire. 
Meanwhile I climbed into bed, be- 
tween two enormous feather mat- 
tresses. 

The next morning I was up at 
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dawn, had an early breakfast, and 
climbed a mountain with a guide, 
to gather edelweiss. I found a lot 
of it, a whole bag full. The edel- 
weiss is a beautiful plant. It looks 
like cotton, and when I got back 
to the hotel I mailed some to 
everybody I knew in the United 
States. It would be fine, I thought, 
for my friends to get this edel- 
weiss and realize I was a real 
mountain climber. 

Innsbruck is a beautiful place. 
All the men wore leather shorts 
and rolled down stockings. You 
can see more hairy knees in one 
day at Innsbruck than any other 
place on earth, except maybe the 
South Sea Islands. I regret to 
say, however, that the good-look- 
ing women and girls at Innsbruck 
didn’t wear shorts, and that was 
a pity. At our hotel there was a 
plate glass window twenty by forty 
feet in size. Through this window 
you could look out upon the beau- 
tiful snow-capped mountains. 
Sometimes on clear days with the 
naked eye you could see the moun- 
tain climbers going up and down. 

My wife got something in her 
eye at Innsbruck. It was quite 
painful, so we sent for the doctor. 
He called, treated her eye very 
carefully, left a bottle of eyewash 
compounded by himself, and when 
I followed him to the door and 
asked the amounf of his fee, he 
said: “Would a dollar be too 
much?” So I gave him the equiva- 
lent of one buck in Austrian 
money. I didn’t offer to tip him 
as I thought that would not be 
ethical. I felt, however, like tell- 
ing him about some of our special- 
ists in the United States. I call 
them the “tomorrow” brigade, be- 
cause whenever you call they al- 
ways say at the conclusion of the 
visit: “Come again tomorrow.” | 
believe it was Shakespeare who 
wrote: “Tomorrow and tomorrow 
and tomorrow...” I think that 
would be a good slogan for medi- 
cal specialists. However, we never 
saw our Austrian doctor again. 

Of course we had a guide, and 
I think it was either at Innsbruck 
or some similar town that one of 
these guides told us about an 
Austrian who years ago had gone 
to the United States and made a 
fortune. He returned to Austria 
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“BEST FILE 
MERCHANDISER 
WE HAVE EVER 
SEEN” 


Dettmer Hardware Co., 
Cincinnati, Ohio 


When a hardware man like 
yourself has bought the New 
No. 66 Retail File Display Unit, 
containing fast-selling Black 
Diamond Files wrapped in cello- 
phane — when he has stood behind 
the counter and watched it stop 
passers-by — when he has seen it 
sell a 25 cent file to a ‘15 cent 
customer,” or two or three files to 
a customer shopping for one — he 
can give you facts! 








é men 
unter’! 







Mr. B. F. Kirstein of Dettmer 
Hardware Co., Cincinnati, Ohio, 
knows what he’s talking about when 
he makes the voluntary statement 
above. He’s passing the word along 
that the New No. 66 Unit is worth 
everything you can give it. We 
planned it for you — to help you get 
your share of quality file business. 
It will pay you to ask your jobber for 
this Unit without delay. Nicholson 
File Co., Providence, R. I., U. S. A. 
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it takes to Sell Churua. 


DAZEYS HAVE! 


Overwhelmingly 


America’s Favorite 


T’S no accident that nearly 90% of 

all churns sold in retail stores are 
DAZEY Churns. Generations ago 
the DAZEY name was firmly estab- 
lished as signifying the one type of 
churn that produced more butter 
faster and easier than any other kind. 
Constant improvement has kept that 
reputation intact. It has been passed 
& on from neighbor to neighbor and 
from generation to generation that 
others may look like Dazeys but 
there’s a lot of difference in churning 
results...in easy cleaning and in dura- 
bility. Today’s 9 to 1 preference for 
DAZEY Churns is the natural result. 
Why make only one sale and one 
profit? Handle the complete DAZEY 
line—make nine sales and nine profits 
instead. Your jobber will be glad to 
give you complete information. 


Sold Only Through 
\. JOBBERS AND DEALERS 


‘ CHURN & MFG. CO. 
Department D-153 
4301 WARNE AVENUE 
ST. LOUIS, MO. 























Support 
NATIONAL 
HARDWARE WEEK 
May 9-14 
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BOLTS, NUTS, RIVETS 


OLIVER IRON AND STEEL CORPORATION 


PITTSBURGH, PENNSYLVANIA 
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and to show his neighbors how 
successful he was, he had the roo! 
on his house covered with metal 
shingles, and then had all of these 
shingles covered with gold leaf. 
It was the only private house in 
Austria with a gold roof, so the 
guides always walked the tourists 
over to see that roof. This suc- 
cessful Austrian has passed to his 
reward, but his gold roof, I sup- 
pose, is still being shown to tour- 
ists, if the government has _ not 
already taxed the gold roof off the 
house. 

In one of the towns not fa 
from Innsbruck we were shown a 
feudal castle. It was on the top 
of a mountain. Of course we had 
to walk up. The Austrians all 
think it is necessary for everyone 
to walk up everywhere, the higher 
the better. In this castle they 
showed us the torture chamber. 
Torture chambers are always in- 
teresting. We saw where they 
strapped them in a machine made 
of wood and iron, like a lathe in 
a hardware factory. That must 
have been pleasant. Then they 
had machines where they crushed 
fingers and toes, to make the vic- 
tims talk. But the most interest- 
ing torture of all was one called 
“The Virgin’s Kiss.” This was 
the hollow figure of a woman, 
made of steel. Inside were sharp 
spikes. The victim who was go- 
ing to enjoy the “Virgin’s Kiss” 
was put inside this contraption. 
and then the machine was slowly 
closed until he could not even say: 
“Enough.” Of course there were 
also a lot of dark cells and irons. 
All of this “jewelry,” they said, 
had been used during the Middle 
Ages, and had not been used for 
some time past. We were glad to 
hear that, but then, this being be- 
fore the World War, we did not 
know anything about poison gas. 
That was to come along later. 

The most interesting thing about 
this castle was a deep well in the 
courtyard. For an extra tip they 
would lower you down on a rope 
in this well, some 100 feet. At 
that depth, just above the water, 
you found an opening in the wall. 
You could let go the rope at this 
point and enter the opening where 
you found a tunnel. This tunnel 
opened out secretly in the country 
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about a half mile from the castle. 
If you cared to take this walk 
through the wet, dripping tunnel, 
it saved walking down the steep 
road. This tunnel was the way 
people could enter and leave the 
castle, and supplies could be re- 
ceived even when it was besieged. 

Finally we reached Vienna. We 
stopped at the Bristol Hotel. As 
I remember, there was no wild 
cheering at our entrance. The 
Viennese seemed to pursue the 
even tenor of their ways. In those 
days they had peculiar habits. At 
10 o'clock in the morning the 
streets would be packed with traf- 
fic and people. At 1 o'clock they 
were deserted. At 4 o'clock the 
streets were again crowded. It 
seemed they all went home about 
noon and took two hours for 
lunch. After lunch they took a 
nap. Then they returned to work 
and stuck to it until 7 or 8 o’clock 
at night. 

Vienna is just full of history. 
There is an endless number of 
kings, queens and noblemen buried 
in the various churches. Napo- 
leon’s son by Mary Louise is 
buried in Vienna. You go down 
a flight of stairs into a sort of 
basement. The coffins all have 
legs on them, like old-fashioned 
bathtubs. They are stuck all around 
the basement, and on each coffin 
is a silver or gold plate telling 
which highness is within. 

Then there is the palace where 
Mary Louise lived, and where the 
ill-fated son of Napoleon was 
raised. This palace is in the cen- 
ter of a large estate. Most of the 
paths are gravel, and of course as 
everywhere in Austria and Ger- 
many, you are expected to walk. 
The palace rooms are very ornate. 
But there is a scarcity of plumb- 
ing. In those days a large bowl 
and pitcher were sufficient. Se- 
lected perfumes did the rest. 

In Vienna there are some fine 
art galleries. Of course every- 
body of any importance carried a 
stick. And when you had a stick 
in one hand and a hat in the other 
it was rather difficult to turn the 
pages of an art catalog without a 
third hand. The Viennese, how- 
ever, were an inventive people. 
At every art gallery they would 
hand you a pair of clamps. You 
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At last, every Hardware, General and Neighborhood Store can 
carry grinding wheels. NORTON ABRASIVES No. 708 has 
everything a dealer could ask for— 


LOW INVESTMENT — only $7.08, net, to the dealer. 
QUICK TURNOVER — the 6 best selling wheels. 
FINE PROFIT — sells for $10.62. 
COMPACT, HANDSOME DISPLAY * FREE STEEL BUSHINGS 
FIRST QUALITY VITRIFIED GRINDING WHEELS 


Return the coupon today for complete information 
on the outstanding grinding wheel offer of the year— No. 708. 


BEHR-MANNING - TROY, N. Y. 

Send complete details on NORTON ABRASIVES GRINDING WHEELS in ASSORT- 
MENT No. 708. 
 —_—— alae eee ee ee ae el encode lapeomeertet 
STORE__ = lc a al 
a a ae 
My Jobber is. HA4218 


BEHR-MANNING «- TROY, N. Y. 
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Sheffield has developed a sensational 
new line of Transfers. Write for details. 





SHEFFIELD'S NEW 
BRONZE POWDER 


ASSORTMENT 


Featuring popularly priced 1 oz. bot- 
tles. 6 essential colors. Beautiful 
lithographed all-metal display and 
stockkeeper FREE with small 
assortment. 





SHEFFIELD” 


ALUMINUM 


PAINT—PASTE—POWDER 


Away out in front —with full line of 
packages of paste or powder—% lbs. 
to drums. Ready mixed Paint and 
2-compartment cans. We do all 
our own manufacturing — the 
paste, the powder and the 

bronzing liquid. Finest 
Quality. Surprisingly 
low prices. 









SHEFFIELD 


All popular colors in all sizes from 
4x4 lithographed tubes to 1 gal. 

cans. Beautiful, sales stimu- 
lating display racks. All 

year round sellers. By all 
means, feature these— 
for steady profits. 







Kleen-A-Paint @ Three-Star Floor Cleaner 
Crack Filler @ Kleen-A-Brush @ Iron 
Enamel @ Bronze Powders @ and Woodfix 


Order from your Jobber Now 
Jobbers—Write for Discounts! 


SHEFFIELD 


BRONZE POWDER & STENCIL CO., INC. 
The Specialty House of Top Values 
3000 Woodhill Rd. Cleveland, Ohio 
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clamped one end to your coat, and 
clamped the brim of your hat on 
the other end, so your hat hung in 
front of you, and you then had 
a hand each for your stick and 
the catalog. 

How I would like to write you 
all about this trip. But I haven’t 
the space. However, I must tell 
the story of going down the Dan- 
ube from Vienna to Budapest. We 
went by boat down the Danube, 
and I am afraid I will have to 
tell you the truth. The Danube 
is not blue! It is just as muddy 
as the Missouri River above St. 
Louis. On the steamer, in order 
to compliment the Austrians, I 
asked the orchestra to play “The 
Beautiful Blue Danube,” Strauss’ 
immortal waltz. But either they 
had not heard of it, or they did 
not understand my German, and 
the leader shook his head. So 
we did not have the romantic en- 
joyment of dancing on the deck of 
the boat going down the Danube 
to the strains of that beautiful 
waltz. 

But trouble caught up with us 
in Budapest. It does take the 
romance out of a thing, when you 





are listening to a gypsy orchestra 
play the folk songs of the nation, 
to scratch and scratch, trying to 
catch up with the elusive fleas. 
The morning after our first night 
in Budapest, my son got out of 
bed first. I noticed he had turned 
his trousers inside out and hung 
them on the back of a chair. 
“‘What’s the big idea,” I inquired 
“Well,” he said, “I am trying to 
fool the fleas. They crawl up the 
inside of the trousers, so when | 
turn them back again the fleas 
will be on the outside.” 

I must tell you about taking a 
bath in the grand hotel Hungary 
at Budapest. It is a very cere- 
monious affair. The tub is let 
down into the floor. Then a large 
sheet is put into the tub, the wate: 
poured in, and the young Hun- 
garian lady who attends to the 
bath will have her feelings hurt if 
you don’t allow her to scrub your 
back. It is just the custom of the 
country. 

We returned to Berlin by way 
of Vienna. We did not meet Hit- 
ler that year, as he was busy on a 
painting job. : 
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jobber, only more, because his 
profits are figured on a larger 
percentage than the jobber. 

The consumer would lose more 
than either of the others because 
if he received something which he 
did not justly earn he would lose 
his self respect. Those who have 
no conscience have already lost 
their self respect and the busi- 
ness does not profit by dealing 
with dead beats. 

So it all reverts back to honest 
dealings from the time the com- 
modity is manufactured till it has 
served its usefulness. We get just 
about what we pay for and that’s 
all. 

H. A. Mason, 

Richards Conover Hardware Co. 





Plumbing Fittings 
Discounts 


Cuar.oTte, Micu.: Just noted 
the letter on March 24 “Age” re 
pipe fitting discounts. 


I agree with the writer “ 


and 








how.” Of all ridiculous, time- 
wasting, outworn methods of pric- 
ing anything this list and forty- 
leven discount systems take the 
prize. And pipe fittings are only 
one offender. 

Nothing causes more waste of 
salesman’s and buyer’s time than 
this outmoded method. Also, too 
many slow moving items of hard- 
ware are still priced at so much 
per gross less this, that and the 
other discount. 

You ask a salesman how much 
are such and such, each? His an- 
swer is a mumbled stall while he 
snatches out his pencil and des- 
perately figures for several min- 
utes while you fidgit. If HARDWARE 
Ace can do anything to reform 
the discount practice they will 
confer a lasting and time-saving 
benefit on the trade in general. 

We appreciate and enjoy your 
interesting and instructive publi- 
cation. More power to you! 

J. M. Yates, 
Joseph Yates Hardware Co. 
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WHATS IN 
InN CAN 


, of 7 
* 


Every Lowe Brothers 
can contains something 
else besides paint. 


Something you cannot 

Ce Brothers see! Something that 
ile ke only the years can put 
*TANDARD there! Something 


OL INT - ‘ 
c= that’s the very life- 


blood of your business 

and ours! Something 

called quality and 
unsurpassed known dependability! 

During 67 years we have found no short-cut 
and no substitute for leadership built on quality 
and maintained through pioneering and per- 
severance to ONE worthy ideal. 

Nearly three quarters of a century of experi- 
ence has taught Lowe Brothers that it takes far 
more than a can and a label to produce a com- 
plete line of quality paints whose unsurpassed 
quality builds good-will and profits for dealers. 

Therefore, again in 1938, Lowe Brothers 
assures you a proved hard-hitting merchandis- 
ing program plus an exclusive franchise to 
protect you from profit raiding competition. 
For complete details write to The Lowe 
Brothers Company, Dayton, Ohio. 

* 
NATIONAL HARDWARE WEEK—MAY 9TH TO 14TH 


owe Brothers 


PAINTS AND VARNISHES 
QUALITY UNSURPASSED SINCE 1870 
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EVERY BIT IS “MIKED” 


BEFORE IT IS APPROVED 


HY such precision in a woodwork- 
ing tool? Simply this—most users 
of Russell Jennings Auger Bits are cabinet 
and pattern makers, furniture manufactur- 
ers, ship carpenters, trade schools, and the 
better class of building carpenters. 
craftsmen rely on the sizes marked on the 
shanks of their bits, to avoid needless re- 
fitting of dowels, pegs, rounds, palings, 
etc. 


To give them anything but accuracy 
would betray a trust that has been relig- 
iously kept for over 75 years—a pact that 
has assured thousands of jobbers and deal- 
ers a steady auger bit business. 


For this reason, every genuine Russell 
Jennings Auger Bit is checked in a gauge 
that maintains accurate diameters. 
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AUGER BITS 


MANUFACTURED ONLY BY 


} 


THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 


These 





Your Jobber Can Always Supply You the Genuine 
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During 
NATIONAL HARDWARE WEEK 


and at all other times... 


You will sell 


MORE CASTERS and 
BETTER CASTERS 


with this 


Bassick 


Sales- producing Display 





and the 
QUALITY GROUP of BASSICK 


Diamond-Dart Casters and 
Rubber Cushion Slides 


If you do not already have this 
small, practical, attractive display 
block—check with your wholesaler 
or write to The Bassick Company 
for complete information... Now! 


THE BASSICK COMPANY 


Bridgeport Connecticut 





WHEN YOUR CUSTOMERS 


| of very 





President Baker yy: 


(Continued from page 45) 


It is believed, that for the most 
part, both wholesale and retail 
inventories have been worked 
down to a normal and satisfac- 
tory basis. 


Perhaps we who are operating | 


in the South have more reason 
to view the situation hopefully 
as we are less affected by the re- 
cession in industrial activities. 
We are dependent primarily on 
agriculture and 1937 was a year 
large crops over the 
South. Too large in some cases, 
perhaps, but the fact remains 
that, despite the lower prices in 
effect the latter part of the year, 


| the total cash farm income of the 





South for 1937 was some 11 per 
cent greater than for 1936. 

In contrast to the unfavorable 
publicity given to the Southern 
share-cropper and_ particularly 
the Arkansas share-cropper, it is 
significant to note that of all the 
farms in the entire United States 
producing yearly 
$1,000 or more, over one-third 
of the total number are in the 
14 Southern states, which is the 
exact territory covered by the 
members of the Southern Hard- 
ware Jobbers Association. 
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den to private enterprise. In the 











IMPORTANT 
ANNOUNCE- 


MENT 


@ In connection with the April 


_ Home Modernizing Program, we 


incomes of | 


two years in which the Act has | 


been in operation, even business 


men were surprised to realize | 
the magnitude of these taxes as | 


the rate rose from year to year. 
Since, however, profits were ex- 
panding simultaneously, these 
added imposts were generally 
absorbed without extreme hard- 
ship. 


} 


| 
| 


Now the situation is reversed. | 
Social security taxes are again | 


higher this year, but earnings 
are sharply lower. In numerous 
instances, the social security 
taxes are responsible for turn- 
ing a profit into a deficit. In 


other cases, such taxes materi- | 


ally exceed the amount of profit 
now being earned. 

The fact has thus _ been 
brought home that the social se- 
curity taxes not only constitute 
a large addition to the tax bur- 
den resting on business, particu- 
larly in enterprises where the 

(Continued on page 104) 


are pleased to announce SAVE'S 
contribution to better illumination 
as embodied in the 


BUILT-IN 
INTENSIFIER 
LAMP 


@No light is wasted! 


e No special fixtures are 


needed! 


e Light control is built 


into each bulb! 


@ This DOUBLE-THRIFT incandescent 
lamp is engineered and designed to 
direct light rays to the area where 
illumination is needed. 


Save Built-in 
Intensifier Lamps 


Save your 
Light Dollars !! 


Ask your jobber 
for full particulars. 


»SAVEY 


ta tend iiemmcte) ice) 7 Baie), | 


TOLEDO, OHIO 
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MEANS LITTLE DIFFERENCE 
IN COST but 
A BIG DIFFERENCE IN HARDWARE 


Less than two cents a day means the difference between ordinary 
hardware and hardware that is right in style and workmanship. 
Since the cost of good hardware is so small and the function so 
important—wise builders with an eye for beauty and sound 
investment are giving particular attention to hardware that will 
endure for the life of the building. 

To the prospective homeowner, McKinney offers hardware 
artistically designed—in keeping with modern home equip- 


ment—and backed by 72 years of manufacturing experience. 


*2%, for Hardware. Based on the average $6,000 FHA House. 


M°KINNEY manuractURING COMPANY - PITTSBURGH - PA - 


DESIGNERS AND MANUFACTURERS OF GOOD HARDWARE FOR 72 YEARS 
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The Mower with Real Sales Personality 


The type of customer who will buy nothing except quality merchandise will be 
instantly impressed with the appearance, strength, neatness and freedom from 
complicated mechanism of these new mowers. The price, too, will add to their 
sales appeal. 

Built in two sizes, 18 and 21 inches, these new low cost power mowers have all 
the features that make them desirable to the Home Owner, Hospital, School or 
Industrial Plant with a lawn of one acre or under. 


Features 


% H.P. motor with latest oil type air cleaner. 

Simple manual control belt and chain drive transmission. 
Formed aluminum motor support base. 
Pressed steel construction throughout. 
18 inch five-blade reel. 

Solid rubber 1% inch tires. 


Built by America’s Largest Producer 
of Power Mowing Machinery. 


Also available 
in a 21 inch model 
at $98.50 


Write Today for 
Further 
Information 


TORO 7 
MANUFACTURING CORPORATION 
MINNEAPOLIS MINNESOTA = 


APRIL 21, 1938 10% 
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SALE MEANS 
ASTEADY CUSTOMER 


Actually a Whole Shop Full of Tools in 
One — Grinds, Drills, Cuts, Carves, 
Sands, Saws, Polishes, Engraves, 
Sharpens, Cleans. Plugs in any AC or 
DC socket, 110 volts. Free Demon- 
strator outfit requires only 2 sq. ft. of 
counter space. great window and 
store display! 


Advertisements every month in more 
than 50 publications send buyers to you 
for demonstration. Nothing compares 
with the Handee and its 200 practical 
accessories as profit makers in the 
craftsmen’s field. Small stock invest- 
ment, with quick turnover. 


Ultra De Luxe Set 


A De Luxe Model with 
26 of the most popular 
accessories, housed in 
compact steel carrying 
case. 













Nationally 
Advertised 


$05.0 


De Luxe Model 


Finest, fastest, most 
powerful tool for its type 
and weight, 12 ounces. 
Speed 25,000 r.p.m. 


$18.50 


6 Accessories Free 


Standard Model 
Built to same high 
quality standards as 
the De Luxe. 13,000 
r.p.m,. Weighs 1 pound. 


$40.75 / 


3 Accessories Free 


Nationally 
Advertised 
at 


Nationally 
Advertised 
at 


Accessory Display Case 







Year-Around Profit Maker 
for Dealers. Every Handee 
owner is a steady customer 
for Handee accessories. This 


glass-top display case is 
theft-proof and _ dust- 
proof. Takes up only 
1% sq. ft. and contains 
80 of the livest varieties 
of sales-tested acces 
sories, 3 of each item. 


Send Coupon or Write Today 


CHICAGO WHEEL & MFG. CO. MA-4 
1101 W. Monroe St., Dept. EE, Chicago, III. 
Send data on Special Deal on Accessory Case and 


FREE Handee Demonstrator Set. 
Name 


Address 
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labor cost is an important fac- 
tor, but also that these imposts 
for the most part constitute a 
definite added overhead expense. 
The pay roll taxes go on, regard- 
less of whether the business 
earns money or not. Hence, they 
make businesses all the more 
vulnerable to financial difficulties 
in depression times, like the 
present. 

Income taxes, no matter how 
high the rate, have the advan- 
tage of flexibility. They go 
down with earnings. If there is 
no taxable net income, there are 
no income taxes to pay. Pay roll 
taxes, on the other hand, vary 
with the amount of wage and 
salary payments, rather than 
upon net income, and so go on 
regardless of whether there is 
any taxable income or not. 

Social security payments cur- 
rently run at the rate of some 
$1,300,000,000 annually. Of this 
vast sum, $570,000,000 is paid 
directly to the Federal Govern- 
ment for old age pensions, and 
some $730,000,000 to the states 
under unemployment insurance 
plans. The sums paid into the 
Old Age Reserve Account to fi- 
nance pensions are tantamount 
to a new tax to balance the Fed- 
eral budget, for these sums are 
largely being paid out for cur- 
rent governmental expenses, and 
not held in reserve for the pur- 
pose intended. 

Since the social security taxes 
now constitute a great burden to 
business enterprises, and since 


they contract popular purchas- 
ing power at a time when eco- 
nomic conditions are depressed, 
consideration might well be 
given to their modification, at 
least for the duration of the de- 
pression. 

The Administration and Con- | 
gress may find that one of the 
most effective methods of bring- 
ing relief to the current disturb- 
ing business situation is to lift 
the social security tax burden 
that is proving a sore trial to 
numerous enterprises, through 
changing the actuarial basis of 
the social security scheme and 
shifting from the reserve fund 
to the pay-as-you-go basis. 

There is reason for hope that 
the bottom of the present reces- 
sion has been reached. It will 
end when confidence returns. 
And confidence will return only 
when the Administration and 
Congress and Industry meet at 
least halfway, in the realization 
that profit for one is profit for 
all. For in the words of 
Abraham Lincoln—‘“Property is 
the fruit of labor; property is 
desirable; it is a positive good in 
the world. That some should be 
rich shows that others may be- 
come rich, and hence is just en- 
couragement to industry and en- 
terprise. Let not him who is 
houseless pull down the house of + 
another, but let him work dili- 
gently and build one for himself, 
thus by example assuring that 
his own shall be safe from vio- 
lence when built.” 


JOBBERS’ RESOLUTIONS COMMITTEE 





W. I. MOODY OSCAR J. KOEPKE W. H. TERSTEGGE 
Orgill Bros. & Co. Corpus Christi Stratton & 
Memphis, Tenn. Hdw. Co. Terstegge Co. 


Corpus Christi, Texas 


Louisville, Ky. 
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buys nails, the contractor 
who is building, the woman 


wife who needs one in her 
home, and a host of others 


ing of a counter display to 


have a unique claw that 
pulls but does not pinch the 
nail . . . no broken heads, no 
badly bent nails. The sale is 


one you may miss without a 


Warren wrecking bars — 
they are attractive — they 
lead to EXTRA profit. 


@ This is a unique claw — no other has 
the true seat feature for the nail head — 


anything on the market. Write Warren 
Tool Corporation, or ask your jobber. 


ing Bars out front! 


WARKEN TOOL 
CORPORATION 


WARREN, OHIO 






Hardware Week 
May 9th to 14th 


APRIL 21, 1938 


HEN you display War- | 
ren wrecking bars,you | 
appeal to a large percentage | 
of your trade. The man who | 


who is moving, the house- | 
only need the visual suggest- | 


induce them to put their | 
money on the line. The bars | 


display . . . a profit never | 
made. Investigate the | 


Show This Special Claw 


uniformity without question — neater than 


Create extra sales — put Warren Wreck- | 









GOOD TO THE LAST BOX 


Give your dealers something New 
—something Modern. 


Offer them HOLLAND Tacks, 
Nails, Rivets, Glazier Points, Sta- 
ples, Thumb Tacks, etc., in at- 
tractive Cellophane Window 
Boxes printed in Bright Blue and 
Yellow. 


Your customers will be delighted. 


Try one order of the most popular 
numbers—you can’t lose—and we 
feel confident you will acclaim 
them, as others have done, to be 
the best that money can buy. 


THE HOLLAND MFG. CO. 


PATTERSON STA. P. O. 
BALTIMORE, MD., U. S. A. 
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Here’s a handy wrench 
set that is selling fast. 

It's the “Star S’ — five 
wrenches ,held firmly in 
a spring clip container. 
10 openings ranging in 
size from 3” to 1”. 

Dealers find these sets 
move fast, build good will 
and sell other items. 

Be sure to include 
“Star S” wrench sets in 
your next order. 


The Vichek Tool Company 


3001 E. 87th Street 
Cleveland, Ohio 








VLCHEK 
TOOLS 














Shannon Crandall 
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them understandable. The more 
involved and complicated the 
matter, the better the chance for 
the politician to win election. Mr. 
Crandall stated that he knows of 
no politician who has suggested 
that we go back to the old meth- 
od, by which we always pulled 
out of depressions, that of going 
back to work. 


Housing Bill 


The new housing bill is, he 
held, not sound financing from 
the banker’s point of view but 
from the businessman’s view- 
point it offers the expectation of 
stimulating business. With the 
increase of taxes being gradual, 
the far-sighted merchant, manu- 
facturer or wholesaler, who is 
thrifty and careful in his oper- 
ations can lay up enough to pro- 
vide for this increasing expense, 
providing he is permitted to lay 
aside part of his profits for the 
rainy day. 

The labor problem is bother- 
ing business in general. Labor is 
still in a chaotic state and before 
any satisfactory level is reached, 
the old doctrine that conditions 
get worse before they get better 
may apply. Under the Wagner 
Act the employer is helpless, he 
said. There is nothing that can 
be done to prevent labor from 
organizing. He stated that 
although he is not opposed to 
labor organizations that are 
properly managed and handled, 
he feels that it is up to business 


Members AHMA 


men to get the element of reason 
into the heads of labor leaders. 
Mr. Crandall expressed the hope 
that the Administration will see 
the errors in the Wagner Act and 
make amendments and _ altera- 
tions that will make it fairly 
workable. 


Mr. Crandall urged manufac- — 


turers to carefully consider the 
resale prices of their products. 
He said that with increasing 
costs of all kinds and narrowing 
margins of profit, the wholesaler 
may find his compensation so 
small that he will become tired 
of operating without some pay 
for his services If this condition 
comes to pass the manufacturer 
will have to assume the jobbing 
function if he expects to con- 
tinue the manufacture and sale 
of his products. He stated that 
if the jobber cannot make ends 
meet, the manufacturer can do 
no better. 


Enough Laws 


He stated that he hoped Con- 
gress would soon adjourn and 
that it will not convene again 
for some time as we now have 
enough laws on our. statute 
books. In the past we were able 
to do fairly well, in this country, 
without so many laws and such 
extensive legislation. Because of 
the tremendous quantity of laws 
that have been passed in recent 
years, it will take considerable 
time to digest and assimilate the 
great mass of legislation that 
has been forced on us. 


Advisory Board 





ISAAC BLACK 


Russell & Erwin 
Mig. Co. 
New Britain, Conn. 


P. B. NOYES 


Oneida, Ltd. 
Oneida, N. Y. 








F. H. PAYNE 


Greenfield Tap & 
Die Corp. 
Greenfield, Mass. 
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BUSINESS WILL GO TO YOUR DOOR 


If you stock Rogers Famous Liquid Fish Glue, you will not have to put up 
with the competition of chain stores, group buyers, or mail order houses. The 
Rogers Protective Sales Policy prohibits distribution through such outlets. Every 
container of Rogers must reach the consumer by way of the jobber and dealer in the 
legitimate hardware trade only. Such a policy means extra money in your pocket. 


Ask your jobber today about the two Rogers Deals. They will interest you. 
And remember that Rogers Liquid Fish Glue is the leader in strength, purity. and 
economy. It is a natural repeater. 


National Hardware Week May 9-14. 


ROGERS ISINGLASS & GLUE CO. 


GLOUCESTER MASSACHUSETTS 
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From years of experience you dealers know that dis- 
play is an important part of successful merchandising. 
And you know that shovels with the labels missing or 
torn will hardly make an attractive display. 

This experience you passed on to us with the result 
that ABW developed a method of marking the brand 
names on shovel handles which solved the problem. 
Instead of a printed label pasted on the handle, the 
brand name is now die pressed, in two colors, into the 
wood. It can't come off, become mutilated or torn. 
This idea in shovels is for you to capitalize on—both 
in Jobber’s Brands and Factory Brands. ABW shovels 
are as fine in appearance as they are in performance. 


AMES BALDWIN WYOMING CO. 


PARKERSBURG, W.VA. = NORTH EASTON, MASS. 
SHOVELS « SPADES + SCOOPS + FORKS + HOES + RAKES 
POST HOLE DIGGERS » AGRICULTURAL HANDLES 
























, brand new—different—kills the weed, but 
t $ not the grass. Automatic. injects killing 
fluid right to heart of 
weeds—all weeds — ant 
hills, too—and that’s 
the end of ‘em! Handles 
like a cane—no squat- 
ting, no stooping. 
Thumb controls pre- 
determined ‘“‘dose.’’ 
Nationally advertised to 
millions. 





eng 
Advantages Every 
Hose User Wants! 





Feature both these 
items. You'll sell all 
you stock. Order a 
supply at once. 


Carter Lever-Spray Noz- 
zle is automatic. Simple 
hand pressure control. 
More power, finer spray. 
Saves water. Swell for 
washing cars. Stationary 
sprinkler, too! 


Jobbers: Write for 
prices and details. 


CARTER PRODUCTS CORP. 
702 Front Ave., Cleveland, Ohio 














"FASTEST. MOVING 
MOST PROFITABLE 
SMALL ITEM WE 


CARRY- say dealers 


4 






LIQUID 


SOLDER 
“You have the best product!” say deal- 
ers. “It really stands the heat!” “We 
sell lots of it!” 
Now, moving faster than ever. One jobber 
ordered 1,000 dozen! Many have ordered 12 
times or more—120 to 240 dozen at a clip! 


Positively the greatest heatless solder. Spreads 
like glue—hardens like metal. Has a grip of 
steel—gives a weld-like bond with most mate- 
rials—mends broken articles, stops leaks, etc. 
Hundreds of home uses. 
Water-proof. Gasoline- 
proof. A 25¢ seller. 
DEMONSTRATION CARD 
SELLS IT Card with 12 
tubes has a natural-wood 
demonstration board with 
7 materials soldered on. 
Customers SEE... 
> ae. see 
BUY! Easel-back. Takes 
little space. Order yours 





today. 

DEALERS: Big margin, over 58%! Order from your 
jobber—or write us for full details. 

JOBBERS: Many jobbers buying in huge lots to fill 
heavy demand. Full details on request. 


TIP-TOP PRODUCTS CO., Dept. B. Omaha, Nebr. 
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Plenty of Entertainment 
at Memphis Convention 


VARIETY of entertain- 
A ment features were ar- 

ranged for the enjoyment 
of the delegates and their ladies 
at the Memphis convention. The 
initial social event was an infor- 
mal dance in the Cadet Room, 
Hotel Peabody, at the conclusion 
of the joint opening session on 
Monday evening. Chiquita and 
her “Caballeros” presented a 
musical version of “Down in 
Old Mexico.” 

Tuesday afternoon the ladies 
met in the Georgian Room of the 
hotel for luncheon and an after- 
noon of bridge. Table prizes and 
favors added to the gaiety of the 
affair. In the evening, Mack 
Rae and his Memphis Blues 
Orchestra furnished a musical 
background for the 1938 Hard- 
ware Review floor show, featur- 
ing the “Dixie Land Darlings.” 
Informal dancing followed. 

The Memphis Country Club on 
Wednesday was host at a lunch- 
eon for the ladies, where favors 
were given for attendance. While 
the ladies were at luncheon, a 
golf tournament was in progress 
at the country club green. 

Wednesday evening was a par- 
ticularly festive occasion, with 
the informal reception and ball 
in the ballroom. 

Special events during the con- 
vention were a meeting of the 
Texas Wholesale Hardware As- 
sociation on Monday afternoon 
in the Hotel Peabody; the semi- 
annual meeting and dinner of the 
X-Club, Monday evening, at the 
Peabody, and the thirtieth anni- 
versary meeting in the hotel of 


| the Old Guard, on Monday morn- 





ing. In the evening the Old 
Guard held a founder’s day din- 
ner at the hotel, with Fred M. 
Huggins, founder of that organ- 
ization, as special guest of honor. 
Members of the committee of 
arrangements were: Robert H. 
Baker, retiring president, South- 
ern Hardware Jobbers Associa- 
tion, Fones Bros. Hardware Co., 
Little Rock, Ark.; T. W. McAllis- 
ter, secretary of jobbers’ group, 
Southern Hardware, Atlanta, 
Ga.; R. G. Thompson, president, 
American Hardware Manufac- 
turers Association, Lufkin Rule 
Co., New York City, and Charles 
F. Rockweil, secretary, manufac- 
turers’ group, New York City. 


The entertainment committee 
consisted of the following: John 
W. Morris, Orgill Bros. and Co., 
Memphis; R. D. Warren, Strat- 
ton-Warren Hardware Co., Mem- 
phis; G. M. Baird, G. M., Baird 
& Co., Memphis; Leslie Stratton, 
Jr., Stratton-Warren Hardware’ 
Co., Memphis; Edmund Orgill, 
Orgill Bros. and Co., Memphis, 
and John T. Everett. 

The golf committee included: 
Leslie M. Stratton, Stratton- 
Warren Hardware Co., Mem- 
phis; A. C. Cade, Allen & Jemi- 
son Co., Tuscaloosa, Ala.; M. R. 
Peck, The McKay Co., Pitts- 
burgh, Pa.; W. I. Moody, Orgill 
Bros. and Co., Memphis; L. 8. 
Pickup, The Stanley Works, New 
Britain, Conn.; George H. Hal- 
pin, Minnesota Mining & Mfg. 
Co., St. Paul, Minn. 

Winners in the golf tourna- 
ment were: low gross, score of 
72, two above par, Jennings 
Gordan, Rome Hdwe. Co., Rome, 
Ga.; 2nd low gross, score of 79, 
W. W. Rector, American Fork & 
Hoe Co., Cleveland, Ohio; 3rd 
low gross, score of 81, M. R. 
Peck, The McKay Co., Pitts- 
burgh, Pa.; low net, main prize, 
T. Strange Jones, National 
Enameling & Stamping Co., Mil- 
waukee, Wis.; 2nd low net, Jack 
Parker, Moore-Handley Hdwe. 
Co., Birmingham, Ala.; 3rd low 
net, Spencer T. Olin, Western 
Cartridge Co., East Alton, IIl.; 
low number putts, W. A. Parker, 
Beck & Gregg Hardware Co., 
Atlanta, Ga.; 1st nine, low putts, 
L. M. Stratton, Stratton-Warren 
Hardware Co., Memphis, Tenn.; 
2nd nine, low putts, T. B. Robert- 
son, Columbian Rope Co., Au- 
burn, N. Y.; blind bogey, Col. 
W. F. Siegmund, Western Car- 
tridge Co., East Alton, IIl., and 
highest score, 127, Mr. Tuneson 
of New Orleans, La. 

The ladies’ reception com- 
mittee consisted of Mesdames 
Edmund Orgill, William Orgill, 
Joseph Orgill, Joseph Orgill, Jr., 
Adele Orgill, K. W. Orgill, A. R. 
Orgill, Thomas J. O’Brien, Sid- 
ney W. Genette, J. W. Morris, 
Perlie Moody, L. M. Stratton, 
Jr., P. W. Stratton, Phil Warren, 
Margaret Warren, L. A. Hardi- 
son, M. G. White, Claude Craw- 
ford, G. M. Baird, John T. 
Everett, and Robert H. Baker. 
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ILCO PADLOCKS 


There’s padlock protection for every prospect in the 
complete ILCO line, which covers all sizes, styles, 


construction types, materials, 
qualities and price classes in 
real cylinder padlocks — and 
they're all top value — fast 
sellers and bring a good profit. 


Write today for details. 


INDEPENDENT 





LOCK COMPANY 


'% Fitchburg, Mass. 


Branches in Principal Cities 
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MAIL COUPON TODAY sess 
LINCOLN-SCHLUETER FLOOR MACHINERY CO., INC. : 

212 W. Grand Avenue, Chicago, Illinois s 
Please send full details of your 5-day FREE Trial SPEED-O- : 

LITE Offer. Also complete information on your Merchandis- : 

ing Plan for Dealers. y 
Se oe dscns Sw wire a Sieta eee ete ibis a ba dagre Cede tae 
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YOU TOO.. 


CAN MAKE 


BIG MONEY 


| RENTING THE 


SPEEDLITE 


OME and Building Owners, Carpenters, Contractors, Deco- 

rators and Handymen are favoring stores that feature this 
sensational sanding machine that quickly pays for itself in extra 
revenue from rentals and increased sales of floor finishing 
materials. Day-by-day sales records of Speed-O-Lite Dealers 
prove conclusively that for every dollar a customer spends for 
rental of this machine, he will spend another dollar for sand- 
paper, paint, varnish or other floor finishing materials. Our com- 
plete Merchandising Plan and Advertising Material furnished 
FREE with every unit starts thé dollars rolling in the first week. 








Arrange TODAY to reap your share of the Extra Profit Business 

—that is yours when you feature a SPEED-O-LITE. The 

| COUPON BELOW will bring you full information on our 
5-DAY FREE TRIAL OFFER. . 


SALES FEATURES THAT CLICK WITH THE CUSTOMERS 


% Sands right up to the quarter-  Ball-bearing equipped through- 
round, eliminates hand labor. out, with balanced sanding 
drum. 
% Picks up all dirt and dust— 
leaves a ballroom finish on any NO EXPERIENCE required to 
floor. run a "'Speed-O-Lite."’ 
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THEY Dig up 


BUSINESS 





STRONGER MADE out of 
hefty 18 gauge steel 





BETTER LOOKING with long 
shanks and hardwood handles 





SMARTER FINISHED in 
green baked enamel 





FASTER SELLING because 
made to seil at popular price 


Order from your wholesaler and 
put them to work out in front. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PENNA. 


TRUMP canoen TOOLS 


A Popular Selling 
Wire Stretcher 


The Townsend Wire Stretcher has 
been a profitable seller for 30 years. 
It gives complete satisfaction. Made 
strong and durable to last-for years. 
Affords powerful leverage. Easily 
attached to the wire. 





















One man can stretch the wire with 
this implement and nail it to the post 
without assistance. The 3-foot 
wooden handle or lever is fitted with 
sturdy malleable iron pincers with 
Serrated Steel Grips warranted not 

to slip. The— 





‘y Townsend 
i Wire Stretcher 


stretches to the last post at the end of the 
fence as well as to any other. Will stretch 
plain, twisted, barbed or woven wire. 
Stretches woven wire with a large mesh 
better than most stretchers made espe- 
cially for it. Also ideal for tightening 
bands and wire on large shipping boxes, 
crates and bales. Send for Folder and 
Trade-prices. 


B. W. TOWNSEND 
Painted Post, N. Y. 
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Carmichael (Continued from page 51) 


dustry the main dependence for 
jobs for workers, for providing 
the premiums for unemployment 
insurance and the payroll taxes 
for old-age benefits, but they are 
the principal dependence for 
providing the 12% billions of 
tax funds collected by Federal, 
state and local governments; and 
they are the dependence for sup- 
plying the greater part of the 
funds to amortize and pay off the 
more than 53 billion dollars of 
Federal, state and local debt as it 
matures from time to time. This 
being the case, taxing and ad- 
ministrative authorities are chal- 
lenged to show as much interest 
and concern in and about the wel- 
fare of business and industry as 
they do in and about the high- 
way board, homestead exemp- 
tions, free school books, and all 
other vote-getting benefits which 
depend for their support on the 
contributions in the way of 
taxes from business. 

It seems that all of the cur- 
rent tax legislation, while per- 
haps not so intended, is calcu- 
lated to kill the “goose that lays 
the golden egg.” It seems that 
prosperity would return much 
more quickly if, instead of killing 
the goose our legislative bodies 
and administrative officers could 


and would give consideration to 
creating an inducement to raise 
more geese to lay more eggs for 
the one-third of the population 
that is now ill-housed, ill-clad 
and ill-nourished. 

A balanced budget and a sane 
system of taxation for all our 
governmental units can be had 
only by strict economy in the ad- 
ministration of governmental af- 
fairs and by planned tax legisla- 
tion drafted by people who have 
made a thorough study of the 
subjects to be taxed and of their 
respective abilities to pay the 
taxes to be levied, taking into 
consideration increased tax bur- 
dens resulting from the subject’s 
being taxed by more than one 
governmental unit. 

No relief can be expected from 
the politician. He is always seek- 
ing re-election, and hence his 
ears are receptive only to the 
voice of the majorities. Reduc- 
tion in governmental expendi- 
tures and equitable tax levies will 
come only when the majorities 
have been aroused to the inher- 
ent dangers in continued spend- 
ing beyond anticipated revenues 
and in levying excessive and bur- 
densome taxes which tend to dry 
up the sources from which public 
revenues are derived. 

Will the majorities be aroused? 


Mark Lyons (Continued from page 53) 


It seems to me that the most 
important lesson the past year 
has taught business men is that 
they can obtain a hearing from 
the politicians when it is unmis- 
takable that business is realy 
assuming its inherent ,esponsi- 
bilities toward ‘society and not 
merely opposing change. 

Frankly, I believe that one mis- 
take business men have made in 
politics since 1933 is to use large 
words having indefinable or very 
vague meanings when they 
should have been talking facts 
and figures. Abstractions are all 
very impressive, but in the past 
year business has been most suc- 
cessful and, as I see it, more re- 
sponsible and most useful in its 
relation with Government when 
it was just talking business. 

It seems to me that it is pretty 
much up to the individual busi- 
ness man to decide how much 
interest he wants to take in leg- 
islative matters which he feels 
do not affect business directly or 
tangibly. The business man who 


interests himself in every politi- 
cal race or in every: political is- 
sue may do his ‘community, his 
state or the nation a great deal 
of good. He may, on the other 
hand, be wasting time that he 
might put to better advantage 
and possibly making enemies un- 
necessarily. 

But in legislative matters that 
affect him directly, the business 
man has a very keen responsibil- 
ity—to his own organization, to 
business as a whole and to our 
form of government. In the past 
year the business man has been 
assuming this responsibility, and 
assuming it, I think, in the right 
way. The case of the wages- 
hours bill and the case of the un- 
distributed profits tax are the 
proof of that. Let the business 
man continue to assume his leg- 
islative responsibilties in the 
manner which he has recently, 
and he will benefit not only him- 
self but the form of government 
he and, I believe, the masses of 
Americans want to preserve. 
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Chrome Plated Steel 
not tin 
for Beauty... Brilliance... eto 


Long Service ... Sales Appeal 


Your customers will like this 
Stove Pipe. It’s made of steel— 
yet costs no more than ordinary 
chrome plated tin-base pipe! 


They will admire its gleaming 
beauty. And they will be de- 
lighted when you tell them how 
easy it is to keep clean. . . how 
it will not tarnish, even at high 
temperatures. 


Look for the Bee Line trade- 
mark. Point it out to your cus- 
tomers! It’s your assurance of 
dependable quality. 


reE 


This pipe (as well as nickel 
plated steel-base pipe and pol- 
ished aluminum pipe) is made 
in standard stove pipe sizes and 
is sold by 

UNIVERSAL APPLIANCE CO., 150 Causeway 

St.. Boston, Mass.—GENERAL SALES CORP., 

San Francisco, Los Angeles, Seattle. —FAUCETTE- 

HUSTON CO., Chattanooga, Tenn.—EASTMAN 

PRODUCTS CO., 2000 No. Lamar St., Dallas, 


Tex.—CUSACK & HARMAN, 518 Reliance Blidg., 
Kansas City, Mo. 


BALLONOFF 


METAL PRODUCTS CO. 
5800 Kinsman Rd. Cleveland, Ohio 











THE BALLONOFF 


PRO-TEX PAD 


is a heavy asbestos board, 
topped with gleaming 
metal. Women all over the 
country are buying PRO- 
TEX Pads to protect the 
tops of their stoves and re- 
frigerators. In three sizes 
and two finishes. Write for 
samples and prices. 





BEELINE PRODUCTS 


Chrome Plated STEEL Stove Pipe 








Ford Charcoal Briquets 


AND CHARCOAL-BURNING EQUIPMENT SELL FASTER 
AND PAY DEALERS MUCH HIGHER PROFITS 





@ Ford Picnic Kit and Grill 


FORD Charcoal Briquets are the modern form of 
charcoal. Their heat content is much higher than 
that of unprocessed charcoal—and so is their profit 


content for the dealer. 








They're popular with the consufmer because 
they're better than ordinary charcoal in every way 

















BY-PRODUCTS DIVISION 








FORD MOTOR COMPANY 


and they burn longer. Dealers make more money 
from them—from the Briquets themselves and the 
equipment. Ford Briquet equipment is up to date, 
convenient and attracts customers. The Ford Pic- 
nic Kit retails at only $1. Larger camp grill at $2. 
Box of Briquets, 10c. Bag of Briquets, 25c. All nicely 
packaged and available to you at liberal discounts. 
The new, large, cast-iron Vertical Grill is going 
over big with restaurant owners. 

Ford Briquets and charcoal-burning equipment 
are used throughout the year by sportsmen, house- 
holders, chefs, meat packers and foundrymen. 
They're first-rate items for repeat business. You 
can get complete information by writing to 


DEARBORN, MICHIGAN 
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RESULTS 


a cent per cutting. 


MERCK & CO. Inc. 


‘ Ma ” fact vung Chem at 








HORMODIN A 


bring you New Profits 


Profuse roots, quickly induced by the 
Hormodin “A” treatment of plant cut- 
tings, are creating a profitable, steady 
demand for this new root-forming chem- 
ical. With Hormodin “A”, the gardener 
can propagate his own plants quickly 
and easily, at a cost of only a fraction of 


Trial customers become steady users 
—new profits for you. Write today for 
complete information and dealer helps. 


RAHWAY,N. J. 








Better 
than ever! 


for 1938 


Steel Traps made and 
priced to meet and beat 
any form of competition! 


And Consistently Doing It 





THE HAWKINS COMPANY 


AMERICA'S OLDEST TRAP MANUFACTURERS 
SOUTH BRITAIN, CONNECTICUT 
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BLAKE & LAMB 








Samuel O. Dunn 


(Continued from page 56) 


ence with them as to give their 
managements the same freedom 
to manage their business that 
the managements of other indus- 
tries have. 

What is your interest as busi- 
ness men in a revival of railroad 
earning power? First, you are 
concerned regarding it because it 
is necessary to enable the rail- 
roads to buy the equipment and 
make the improvements essen- 
tial for them to handle their 
share of the country’s commerce 
when business revives. They 
now have 550,000 less freight 
cars, 12,000 less locomotives and 
12,000 fewer passenger cars than 
they had seven years ago. If 
business fully revives they would 
be unable to handle your traffic. 

A second reason why you are 
interested in a revival of their 
earning power is that the amount 
of net operating income they 
earn determines the volume of 
their buying from the manufac- 
turing industry and, in fact, is 
almost the same. In the four 
years ending with 1932 their an- 
nual net operating income aver- 
aged $743,000,000 and their an- 
nual buying from the manufac- 
turing industry averaged $766,- 
000,000, or 3 per cent more. In 
the four years ending with 1937 
their annual net operating in- 
come averaged $539,00,000 and 


their annual buying from the 
manufacturing industry aver- 
aged $549,000,000, or 2 per cent 
more. Because of the decline in 
their earning power, their buy- 
ing from the manufacturing in- 
dustry in the first two months of 
1938 was only $73,000,000 com- 
pared with $191,000,00 in the 
first two months of 1937, and 
$246,000,000 in the first two 
months of 1929. 

In the five years ending with 
1936 the average annual invest- 
ment made in the railways was 
$660,000,000 less than the aver- 
age annual investment made by 
them during the entire preced- 
ing fifteen years. Also, in the 
five years ending with 1936 their 
annual average expenditures for 
maintenance of their properties 
was $966,000,000 less than in the 
preceding 15 years. These two 
figures totaled a decline in their 
expenditures of $1,600,000,000 
annually, or $8,000,000,000 in 
five years. 

Certainly these figures forcibly 
indicate how much decline in the 
earning power of the railroads 
has contributed toward continu- 
ing the depression and the ex- 
tent to which an increase in 
their earning power and con- 
sequent increase in their buying 
would contribute toward real re- 
covery and prosperity. 


Cash Checks Promptly 


ERCHANTS and other busi- 

ness men are reminded by a 
recent Tennessee court decision that 
it is dangerous to delay cashing 
checks received from customers. 

In the Tennessee case a creditor 
received a check in payment of a 
debt owing to him by the drawer of 
the check. By the time the check 
was presented for payment to the 
bank on which it was drawn, the 
account had been attached by an- 
other creditor of the drawer of the 
check, and the bank refused to pay 
the check on the ground that the ac- 
count was “bound” by the attach- 
ment. 

When the matter finally came be- 
fore the court, it was admitted that 
the check had been issued two days 
before the attachment had been 
served on the bank. This did not 
help the holder of the check, how- 
ever, because he did not present the 
check to the bank until after the at- 


tachment had been served upon it. 

“As the check had not been pre- 
sented to the bank at the time the 
bank received notice of the attach- 
ment,” the court ruled, “the entire 
amount in the account thus attached 
was at that time subject to the at- 
tachment. The check did not oper- 
ate as an assignment to the holder 
of the check of any part of the 
money on deposit. Therefore, the 
bank was not liable to the holder 
of the check unless and until it ac- 
cepted or certified the check, and 
this the bank did not do.” 

When a merchant receives a check 
from a customer. or debtor, the 
check may be good at the time, but 
it is quite possible that the bank 
account may be attached before the 
check is presented for payment. In 
that event, the check will not be 
paid. 

Moral: Cash all checks at the 


earliest possible moment! 
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CAPITALIZE on 
the TREND to 


WITT snow waite 


the Only All Hot-Dip 
Galvanized UNDERGROUND 
GARBAGE RECEIVER 



















Durable! WITT 
Underground 
Garbage Receiv- 
ers are the only 
all hot-dip gal- 
vanized con- 
cealed cans on 
the market. Top 
- and shell are 
lee oy GUARANTEED 
ma FOR 10 YEARS. 
Five sizes: 8, 12, 
15, 20, 25-gallons 
capacities. 


More rigid municipal health regulations and 
the growing recognition of better sanita- 
tion around the home has popularized the 
underground garbage receiver. 


Get your share of this better-profit busi- 
ness. Order today from your jobber. 
ASH CANS ¢ GARBAGE CANS AND PAILS + ROLLER CANS 


HOISTING CANS * OILY WASTE CANS » HOODED CANS 
MOPPING PAILS « ETC. 


THE WITT CORNICE CO. 


CINCINNATI, OHIO 





APRIL 21, 1938 








| Now it’s white framed summer furniture! Peerless 

| Folding Furniture is also available with enameled 
white frames and solid color covers, which make most 
pleasing color combinations. For example in our 
Nos. 90, 41 and 35, as illustrated, although other num- 
bers may be procured on special order. 


This SNOW WHITE enamel is in addition to our 
furniture varnished in natural finish, stained in Wal- 
nut, and lacquered in orange, green, red, blue and black. 


Tucker's 


CANDID. CAMPERS 


*“Ingenuous”—New Standard Dictionary 


Tucker’s ingenuous Camp Furniture is 
light in weight, yet substantially built 
for comfort, strength and durability. 
These CANDID CAMPERS fold com- 
pactly for carrying and may be easily 
and quickly opened up or folded. 


For instance, our No. 5 Stool, as shown, 
is made for all outdoor uses—camping, 
boating, hiking, tennis, etc. A sturdy 
hardwood frame; steel hinges; extra 
heavy olive khaki one-piece seat. 








Tucker, The Tentmaker! 


Everything from a pup to a circus tent. In stock or 
TUCKER-MADE to order. Send for Tent Price List. 





Tucker's 


FISH-N-FLOAT 
Gets ‘em! 


This equipment is nationally advertised and 
has been editorialized by various magazines 
as a most unique and practical device. You 
can sell them in your community. (Put on 
a demonstration!) With a FISH-N-FLOAT one can wade and fish 
in deepest water. (No boat to carry, or paddle). Comes with 6.00 
x 16 innertube permanently installed or with zipper or lace on cover 
for easy removal. One can furnish own tube, if desired. Straps at- 
tached for carrying. FREE FOLDERS FOR DISTRIBUTION. 
Write for information. 





Samples of any Tucker Write for our 1938 Cate 
merchandise sent responsi- log, if you don’t have a 
ble firms—to be returned, copy, addressing Dept. 
or kept as part of order. D-79. 


TUCKER DUCK 


& RUBBER CO. 


Dept. Fort Smith, Arkansas 
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Mr. Retailer: 


Quickly procure a 
Tool isiand for esta- 
blishing in your own 
store this greatest 

NATIONAL 
HARDWARE WEEK 


help — augmenting Tool 
Plan already available 
to you since beginning 
of WO6rTH TOOLS 
back in 1932 .... ask 
the Retailers who know.. 


BUY IT FROM YOUR 
JOBBER. 


PEXTO 


| 


| 
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Secretary McAllister 


(Continued from page 57) 


to the membership list since the 
last convention. These new mem- 
bers are as follows: 
Peden Iron & Steel Co., Hous- 
ton, Tex. 
Watkins-Cottrell 
mond, Va. 


Co., Rich- 


Charles Leonard Hardware 
Co., Petersburg, Va. 
Stratton & Terstegge Co., 


Louisville, Ky. 

At the last session of the 1937 
convention you approved one 
change in the by-laws which it 
seems to me is worthy of special 
comment. This was a provision 
which limits membership on the 
executive committee to three 
consecutive years. In_ other 
words, this means that the per- 
sonnel of the association’s gov- 
erning body must be changed 
regularly from year to year, in 
future. There are many associa- 
tions in which the executive com- 
mittee is a sort of self-perpetuat- 
ing organization, in which there 
are seldom any changes. But it 
seems more desirable that the 
responsibilities as well as the 
privileges of executive commit- 
tee work be shared among as 
many of the members as possible. 

In our report at the last con- 
vention we made the following 
comment: “Continued gain in 
volume and continued apprecia- 
tion in market value of inventory 
should not blind us to the fact 
that there are still some present 





or prospective operating prob- 
lems... . If prices rise too rapid- 
ly there is always the very real 
possibility of a later reaction 
which would necessitate the cur- 
tailing of expense and the ab- 
sorbing of a decline in the value 
of the inventory. And there is 
the further long-range threat to 
net profit in the rapidly mount-' 
ing tax burden. Social security 
taxes will increase from year to 
year, and it is more probable that 
other taxes will tend to increase 
rather than decline.” 

The first part of this suggest- 
ed threat to business profit has 
materialized sooner than had 
been anticipated. The combina- 
tion of an unexpected “recession” 
and a continued increase in taxes 
has created a real problem for all 
business executives. 

In the hardware field the pres- 
ent trend of volume, on the aver- 
age, is probably at about the 
1936 level. But there is a natural 
tendency for margins to shrink 
during a period when business is 
harder to obtain. And with the 
combination of lower margins 
and higher taxes, there prob- 
ably are few jobbers who would 
be able to make their 1936 vol- 
ume produce a satisfactory net 
profit in this year of 1938. There 
is the problem of trying to in- 
crease margins or reduce ex- 
penses or both. It is a problem 
which may be very difficult to 
solve. 


This window arranged by the Dazey Churn & Mfg. Co., St. Louis, made its 
debut at the recent Chicago Housewares Show in the Merchandise Mart. 
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Peter Molyneaux 


(Continued from page 64) 


of 1929. What did we do then? 
Did we learn anything from all 
this? On the contrary we pro- 
ceeded immediately to put the 
tariff wall still higher and by the 
summer of 1930 we enacted the 
Hawley-Smoot tariff law. More 
than 1000 competent economists 
in the United States, in all parts 
of the United States, signed a 
protest against the enactment of 
that law and petitioned President 
Hoover not to sign it. And more 
than 30 foreign countries pro- 
tested against particular in- 
creases while it was pending be- 
fore Congress. But Congress en- 
acted that law nevertheless, and 
President Hoover signed it. And 
soon the depression was spread- 
ing throughout the world. Within 
a year after signing that law, 
President Hoover was compelled 
to declare a moratorium on inter- 
governmental debts. The de- 
pression continued unabated, 
reaching a climax in the bank 
holiday in March, 1933. It was 
after that that, under the New 
Deal, the process of creating de- 
mand for goods by Government 
spending was inaugurated. This 
policy came as a substitute for 
the buying of*foreign securities, 
which had stimulated the pros- 
perity between 1924 and 1929. 
It gave us a period of expanding 
production and artificial pros- 
perity between 1933 and _ last 
summer. But, as I have already 
said, when the Government 
spending stopped the whole thing 
went into a tailspin. And now 
we are going to start Govern- 
ment spending again. I have 
told you already where that will 
lead ultimately. It will not lead 
to recovery. And there will be 
no true recovery in the United 
States, to say nothing of the 
South, so long as the high tariff 
system is maintained. 

We have been whittling a little 
at the high tariff system by 
means of reciprocal trade agree- 
ments. I am for the reciprocal 
trade agreements, and I believe 
they should be negotiated with 
as many countries as_ possible 
and made to include as many 
commodities as possible. But so 
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far that plan has only resulted in 
a little whittling of no genuine 
consequence. And besides, it is 
not the other countries’ tariffs 
that are causing the trouble for 
us. It is our own tariffs that are 
making it to the interest of prac- 
tically every country in the world 
to buy as little of anything as 
possible from the United States. 
What is needed is a complete re- 
versal of the policy which the 
high tariff system embodies. 
Some of you may be inclined to 
doubt that this can be accom- 
plished, and to say that it is polit- 
ically impossible. All that I can 
say to that is that its accomplish- 
ment is not so nearly impossible 
as the restoration of sound pros- 
perity in the United States with- 
out a downward revision of the 
American tariff and a reversal 
of the commercial policy em- 
bodied in the so-called protective 
system. That is why I do not 
think it is any more politically 
impossible than was the repeal 
of prohibition. I do not know 
how much punishment American 
industry can stand of the kind 
it has been receiving since 1919. 
But I am sure there is a limit 
to it, and that before that_limit 
is reached it will have become 
abundantly clear that a creditor 
country like the United States 
cannot be prosperous under a 
high tariff system. 

“Whither the South?” Well, 
the answer to that question is 
included in the answer to that 
other question “Whither Amer- 
ica?” In a message to the Con- 
gress of the United States on 
Dec. 2, 1919, President Woodrow 
Wilson made a declaration which 
I will quote to you in closing. 
Here is what he said: 

“Whatever may have been our 
views during the period of 
growth of American business 
concerning tariff legislation, we 
must now adjust our own eco- 
nomic life to a changed condition 
growing out of the fact that 
American business is full grown 
and that America is the great 
capitalist in the world.” 
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With SALES APPEAL: 


Ze SO 





Here's the One Hinge 








Invisible when installed, non- 


sagging, does not interfere 
with architectural treatment. 
Made in all sizes for all pur- 
poses—and carries an at- 
tractive margin of profit... . 


SOss MANUFACTURING COMPANY 
648 E. First Ave., Roselle, N. J. 











Write for 
Catalog 
and 


Prices 





sin S0 SS 
IN\/ISIBLE. HINGES 


LESS STOCK TO CARRY-YET A 
WIDER FIELD OF APPLICATION 


















PIPE 
VISES 





















The Quality and 
Features that Close 
Sales 


ARMSTRONG BROS. 
Chain Vises (patented) 
have 1-piece jaws (both 
jaws a single drop forg- 
ing with center lug that 
prevents bending of the 
smallest pipe). Base and 
handle are drop forged. 
Chain proof-tested. 


Open Side and Hinged 
Vises have bodies of cer- 
tifled malleable iron; 
tool steel jaws — accu- 
rately machined, oval- 
end handles that do not 
pinch hands. The Hinged 
Vise has an unbreakable 
hook—drop forged steel. 


The quality and features 
of these vises are typical 
of all ARMSTRONG 
BROS. Pipe Tools—the 
most complete line made 

and each is an im- 
proved, a more sal- 
able tool 






Write for Catalog. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
314 N. Francisco Ave., CHICAGO, U.S.A. 














There is Always 


a Market for 
Stewart Products 


Progressive hardware men will do 
well to investigate the liberal dealer 
plan offered by Stewart. An oppor- 
tunity to increase profits through the 
sale of Iron and Chain Link Wire 
Fence and Entrance Gates, Lawn Fur- 
niture. Interior and 
Exterior Railings, 
Bracket and Pier 
Lanterns, Folding 
Chairs, Stable Fit- 
tings and other Or- 
namental Iron and ‘ 
Wire Products and 
kindred metal specialties. 
You invest nothing and 
you are not required to 
carry any stock. Write 
today for full details of this outstand- 
ing Stewart offer. This places you 
under no obligation whatever. 








NCES 


The Stewart Iron Works Co., Inc. 
537 Stewart Block 
CINCINNATI OHIO 
“Weeld’s Createst Fence Builders Since 1886" 
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_ The Other Fellow’'s 


Grass Is Not Greener 


Stay sold on your- 
self and your job. 
The other fellow 
has just as many 
headaches as you 
may happen to have. 


By RUTH B. WALTHER * 


. many people are to- 
day in the business or 
profession they like? To 

some, their present occupation is 
a matter of birth, to many a mat- 
ter of circumstances, to a few 
their own choice. Regardless of 
birth, circumstances or choice, 
the other fellow’s business often 
looks more profitable, easier to 
control, easier to operate, than 
our own. 

Keeping interested in our own 
business is “minding” our own 
business. We can do anything 
well that we like to do, but what 
about the tasks we have to do? 
If it’s a question of daily bread 
and butter, and there is no al- 
ternative, let’s take the bull by the 
horns and like it. A business or 
organization is only as big as the 
people in it. And the people in 
it are only as big as they make 
themselves. 

All business in interesting and 
we can learn something from 
everyone we meet. In order to 
know our own business we must 
keep our mind on it. Never mind 
the other fellow; he has as many 
headaches, just as many problems 
to solve as we do. The reason his 


* Mrs. Walther is secretary and sales 
manager of The Cedar Hill Formulae 
Co., New Britain, Conn., and is well 
known to hardware distributors. This 
message is taken from a recent con- 
vention talk which she made before a 
group of retailers. 





RUTH B. WALTHER 


business looks better than the one 
you are in—he minds his busi- 
ness and does not spend his time 
wondering how you are doing. 
Whatever energy he has is put 
into his own particular business. 
Whether manufacturing, whole- 
saling or retailing, one must first 
sell himself on his own business 
before he can sell anyone else. In | 
your own business, learn all there 
is to know about it—not only the 
answers but also the questions. 
Know where you want to go, then 
keep at it, keep interested in it, 
keep up with it, and you usually 
arrive. You can’t let down today. 
Don’t criticize the fellows with 
new ideas; be one of them. The 
greatest satisfaction one can have 
is to blossom forth with a new 
and original idea, develop it, and 
get the thrill of putting it over. 
Your business must be a big 
matter to you, and to make it 
bigger and more interesting, you 
must study it. If it is not appeal- 
ing to you, make it so. If it takes 
a little high pressure, then try 
that high pressure on yourself. 
You will probably be surprised to 
find how interesting a business 
you are in, its possibilities, and 
how far it can be developed. 
Have you ever noticed that 
people who have hobbies go to 
extremes in accumulating data, 
or collecting objects that come 


within the hobby? They find 
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IN NEARLY 4000 PUBLICATIONS 
We ask them to.... 


cK 





LOGK FOR 
THIS LEAF 
on the 
PACKAGE, 


oe 


ing message to potential users 


la 
Lea 


e@ During this year, nearly 4000 magazines and 
newspapers carry the “Black Leaf 40” advertis- 
telling them 


eeeee 





f 


| 





of its many uses, its effectiveness and asking | 
them to look for the familiar “Black Leaf” on | 


the package. 


Be Sure You Can Supply This Demand 
Because of its many varied uses 
“Black Leaf 40” is a year-’round 
seller. People look for it and ask 
for it. So be sure to keep ample 
stock on hand and keep it displayed. 
Ask your jobber or write direct for 
colorful display material to help 
identify you as a dealer ... and cash 
in on the demand for “Black Leaf 40,” 
the year-’round insecticide. 


TOBACCO BY-PRODUCTS & CHEMICAL CORP. 
INCORPORATED @ LOUISVILLE, KENTUCKY 













C/NICOTINE SULPHATE 
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Level (Aluminum) 


Jf 


Carpenters’ 6 glass 


M. ay es Levels 


Wood and Aluminum 


When Carpenters, Bricklayers, Masons, Tilesetters, Mill- 
wrights, Machinists and Plasterers all use and endorse 
a certain product, it must be RIGHT. That product is 
MAYES’ Wood and Aluminum Levels—Wood Levels 
known since 1896—Mayes originated the first Aluminum 
Level. 


Masons’ 45° 


— 








Mayes’ Levels will outsell any competitive line, even 
mail-order houses. Mayes’ Levels always sell because 
they have quality, low price, good profit and quick turn- 
over. Write for literature and trade-prices. 


MAYES BROS. TOOL MFG. CO. 
Port Austin, Mich. 


oomeiinemell 


Aluminum Line Level 


























DROP FORGED Plier Assortment 


This practical assortment 
contains 12 BARCALO Pliers 
needed on many jobs, and 
consists of 2 Radio, 2 Thin 
Nose and 2 Regular 6%” 
bright nickel plated; also 2 
Polly Nose, 2 Universal and 
2 Regular 8” Pliers, zinc 
plated. In ordering specify 
IOWA assortment. 





















Also UTAH Assortment (same 
as above), but better finished 
pliers. 12 Pliers in an attrac- 
tive box, bright nickel and 
special nickel. Your Jobber 
will supply you. 


The BARCALO line also 
includes: Wrenches, 
Screw Drivers, Tinners’ 
Snips, Hammers, Tool 
Kits, Wrench Sets and 
Punches and Chisels. 


BARCALO MANUFACTURING CO. 
BUFFALO, N. Y. 
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A Good Profit Item 


| FOR THE BEACH 








Folding 
Steel Table 


A PREMAX PRODUCT 


@ ENDURING CONSTRUCTION 
@ USED HIGH OR LOW 
@ BAKED ENAMEL TOP 
@ 30"°x30" WHEN OPEN 
@ 15'x30"x2% CLOSED 


4 practical summer necessity for the 
motorist, camper or at the seaside or 
cottage. A rigid table that sells on 
sight. Opens to 15 inches high for 
the beach, or to 28 inches high for 
general use. Weight 15 pounds. 


ORDER SAMPLE TODAY 


remax oduct 


Divis is1on of Chisholm: Ry der Co., | nc. 


09 HIGHLOND AVE.. NIRG ona FALLS. WY 








Attention, Dealers 





See 


NEW 


Display One 
Sell Hundreds 





V Win new customers with the 
distinctive beauty of Champion's new 
Mail Box, styled in attractive “old 
iron” finish. 

V Made in cast aluminum and 
in cast iron, it is rust-resistant, built 
for life- -long service. The price is 
right—a ‘“‘real buy”’ for both you and 
your customer. Order now. 


Feature 
CHAMPION HARDWARE 
During 
National Hardware Week 
May 9-14 


The CHAMPION HARDWARE Co. 


GENEVA, OHIO 


New York Office: 51 Murray St?. 


CHAMPION’S 


MAIL BOX 


hobbies interesting. Why not 
make your business your hobby? 
It is a very profitable one. The 
rearrangement of your _ store, 
your advertising appeals to create 
demand, your method of distribu- 
tion—any of these can be your 
hobby. Study your business, 
grow with your business, mind 
your business. 

We must take the good with 
the bad, as the little boy who 





would not eat his egg. Dad in- 
sisted and sonny replied, “Well, 
dad, do I have to eat the little 
chicken, too?” The egg can be 
our business, and the chicken the 
thing we must overcome. When 
we get by that stumbling block 
we will find our own business a 
very interesting one. 

Know your own business. Mind 
your own business. 


Steel Buildings Planned 
for Farm Use 


WO steps which eventually may 

hasten the placing of steel 
houses on America’s farms and in 
its industrial centers taken 
recently by subsidiaries of United 
States Steel Corp. 

At Pittsburgh Carnegie-Illinois 
Steel Corp. granted an option for 
purchase of land on which 500 all- 
steel houses are to be built by Gil- 
bert & Varker, Inc., engineering 
firm of Philadelphia and Boston. 

Homes for employees at Carnegie- 
Illinois’ new Irvin works, Clairton, 
Pa.. are to be erected by the engi- 
neering company, a project which 
some observers see developing into 
the world’s first “city of steel.” 

Almost simultaneously, Tennessee 
Coal, Iron & Railroad Co., Birming- 
ham, completed erection of five-unit 
all-steel_ prefabricated farm build- 
ings at Washington with the expec- 
tation that the buildings, including 
a five-room house, barn, poultry 


were 


house and smoke shed, will be avail- 
able unassembled at the site for 
around $2,000. 

This small-size home has_ been 
erected in suburban Washington by 
Tennessee Coal, Iron & Railroad, 
whose engineers designed the units 
in cooperation with the Farm Se- 
curity Administration, formerly the 
Resettlement Administration, 

Both the farm and industrial cen- 
ter steel house projects are con- 
sidered significant to industry as po- 
tential outlets for steel, particularly 
for products of the large continuous 
sheet and strip mills. 

No starting date for construction 
of steel homes near the Carnegie- 
Illinois Irvin plant has been set. 

“Sample” farm buildings set up 
by the Tennessee company are part 
of the FSA’s program for develop- 
ing inexpensive but adequate dwell- 
ings for low-income farm families 
under the Bankhead farm tenancy 














Rear view of completed steel house 
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CRYSTAL 
Sell ROYAL BLUE 
: OPAL Taek | 


BS on PTO TT Smart LIGHT GREEN 









: S E LADDE Color ies BLUE 
Air Full ESTATE 
Dried Strength 


Schemes 
For SPRING 


PAINTING 
and House 
Cleaning 


ORCHID 
YELLOW 
ORANGE 
IVORY 
BLACK 
TRANSPARENT GREEN 











When you con- 
sider that Men 
and Women risk 
need —— on “TEGCO” GLASS KNOBS AND 
is —— : . 

santuat it is that PULLS add an attractive color note. A complete line of 
you sell ladders that are 
made strong and safe for 
the purpose intended. 


The famous Babcock 
Spruce Ladders are AIR 
DRIED which insures 
Full Strength and SAFE- 
TY in every ladder. 
Order early for Spring 























twelve attractive colors with chromium metal tops, self- 
adjustable to any wood thickness. 

“TEGCO” Glass Knobs and Pulls are big sellers at 10¢ 
and 20¢ respectively. Write for schedule of discounts, and 
information. 














297-303 Mercer Street, New York, N. Y. 





ae TECHNICAL GLASS COMPANY INC. 
Extension Write us The Victor | 2050 E. 48TH Street, Los ANGELEs, CaALir, 

| EASTERN DISTRIBUTOR TECHNICAL HARDWARE Al CO 
W. W. BABCOCK CO. Bath, N. Y. =| : pe use hacnecigoe 





IT PAYS TO PUSH 


“CORY 


ASBESTOS COFFEE BREWER 


KINDLER WICKS 


FOR OIL STOVES, RANGE BURNERS 
AND HEATERS 


THE RAYBESTOS DIVISION 





tt 


THOUSANDS OF FINEST RESTAURANTS USE IT 
—makes the same delicious coffee avail- 
able in the home 


You'll find you can make coffee easier and quicker with the 
CORY. Just one thing to remember—use your favorite brand 
of coffee, but have it finely ground. The CORY ‘“Fast-Flo” 
Filter limits contact of water and coffee to 3 minutes. The 
speed means more than minutes saved. You extract only the 
natural, mellow coffee flavor without bitterness caused by 
boiling or steeping. No metal touches CORY-brewed coffee. 
Complete catalog gladly mailed on request 


Only CORY gives all these features 


@ ‘‘Fast-Flo”’ Fiiter. @ Heat-Resisting Glass by 
@ 2-heat electric units (Hi- CORNING. 

Low). @ Beautiful Platinum Striping 
@ Patented Funnel Holder. @ Bakelite Coffee Measure. 
@ Hinged Decanter Cover. @ NO METAL touches the 

coffee. 

GLASS COFFEE BREWER CORP. 
325 North Wells Street Chicago, Illinois 
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This Display Board 
Sells Grand Door Holders 


cane 7 a7 


Hl 








FREE With Initial Order 


This attention compelling all-metal 
Display Board wins customers right 
over to GRAND DOOR HOLDERS, 
the outstanding sellers since 1921. 
Beautifully lithographed—can be used 
in window, on counter, or on wall 
panel. Acts as “Silent Door Holder 
Salesman’’—displays complete line of 
GRAND LEVER TYPE DOOR 
HOLDERS that retail at 15¢ and up 
and return a snug profit. It is valued 
at $3.50. Offered FREE to Dealers 
with their initial order. 

Do not delay as supply is_ limited. 
Write for Details to your Hardware 
Jobber or to us. Do it NOW. 


GRAND SPECIALTIES CO. 
3101-27 W. Grand Ave., Chicago, Ill. 











COLUMBIAN 


GARAGE AND HOUSEHOLD 


VISES 
Profitable for Dealers 





@ The Columbian “Group of 3’’ Vise 
line is priced right and made to sell, 
by you, at a profit. 


Many outstanding advantages of CO- 
LUMBIAN Garage and Household 
Vises coupled with a name that means 
guarantee, dependability and quality is 
your assurance of quick sales and profit. 


Columbian leads the field, is the fastest 
selling line, and is made by the world’s 
largest vise manufacturer. 


Today in every locality are hundreds of 
satished users of Columbian Garage and 
Household Vises—the home workshop is 
taking hold — vise sales are increasing. 
Better stock the Columbian line today. 
See your jobber. 


THE 
COLUMBIAN VISE & MFG. CO. 
9017 Bessemer Ave., Cleveland, Ohio 


The World's Largest Makers of Vises 
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The Barn 


program enacted by Congress last 
session. Constructed on Govern- 
ment-owned land in the farming 
area near Greenbelt, Md., home of 
the FSA’s celebrated low-cost hous- 
ing community, the modern version 
of the old farm homestead will serve 
for demonstration work in home 
economics and agricultural courses 
in the Greenbelt High School. 

Thorough flexibility, a require- 
ment stressed by the FSA plans, is 
met by the standard panel method of 
construction, permitting the farmer 
to increase the size of buildings as 
his needs warrant. Additional rooms 
are added with little difficulty by 
utilizing the panels of 4-ft. widths 
and adding to the size of rooms in 
multiples of four. 

The barn, believed to be one of 
the few all-steel barns ever con- 
structed, will house 12 tons of hay, 
500 bushels of corn and still leave 
room for two mules and two cows. 
The poultry house’ is estimated to 
have a 50-fowl capacity, in its 10 x 
12-ft. interior. 

Company engineers described the 


buildings as “fire-proof, lightning- 
proof, vermin-proof and_termite- 
proof”; sealed from the weather by 
the overlapping crimps; and an- 
chored for windstorm protection by 
using a large number of steel foun- 
dation piers. These also are pre- ° 
fabricated and consist of steel foot- 
ing plates, each shop-welded to two 
hot-rolled channel sections. 

Wood floors are laid on steel 
joists; partitions in the house are 
covered with wall-board for interior 
finishing; the heating system com- 
prises an all-steel fireplace of the 
air-circulating type and is designed 
to heat the entire five-room house. 

Under the farm tenancy act, the 
FSA is empowered to make direct 
loans for farm building construction 
at a 3 per cent interest rate, payable 
over a 40-year period. Company 
officials feel that because of the low- 
cost feature of the prefabricated 
steel buildings—a requirement 
which has admittedly been difficult 
to meet in any other type of build- 
ing—they may have an exclusive 


field. 


Here's a Stunt That Makes Em Look 


NYTHING that makes the 
passersby stop and look at 
your window has display value 
and is worth while. If it stops 
them, interests them and makes 
them enter your store to ask ques- 
tions you have something that 
produces potential customers. 
The accompanying illustration 
and diagram show an attention- 
arrester that has been used with 
considerable success by Bickers- 
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MR. DEALER: 


Never forget that you can safely recommend any roofing—IF its 
surface (that is, its outer protective coating) is composed of 
STA-SO; a surfacing material of hard, crushed, everlasting 
Vermont slate widely used by leading manufacturers to com- 
pletely seal and permanently protect their make of roofing 
against age, weather, sun and fire. STA-SO is non- fading; 
non-porous; wear-defying. STA-SO, as you see it on roof- 


NO ROOFING IS BETTER THAN ‘8; Shows no brand name 


or label. Always make sure 
ITS SURFACE that any roofing you carry, 


or order, has this complete 
protection of STA-SO sur- 
facing. Write for the facts. 


CENTRAL COMMERCIAL CO. 
CHICAGO 










ANY ROOFING SURFACED WITH 


* STA-SOn ° 


SURFACING 





of 
WHOLESALE 
HARDWARE 
HOUSES 


Every One Selling Through 
Hardware Channels Needs 
a Copy. 





Indispensable for 


1 Calling on Hardware Jobbers 
2 Your Credit Department 
3 Direct Mail Work 











oa 
It Lists: PRICE 
SHELF HARDWARE JOBBERS 
HEAVY HARDWARE JOBBERS e 
MILL SUPPLIES DISTRIBUTORS 
PLUMBERS’ & TINNERS' SUPPLIES JOBBERS A COPY 
MANUFACTURERS’ AGENTS Remtiomiee 
HARDWARE CHAIN STORES with Order 
HARDWARE ASSOCIATION LISTS 





HARDWARE AGE VERIFIED LIST 
239 W. 39th Street New York, N. Y. 
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1938 


Magazine 
Advertising 
Increase 


853% 


/; 


er @2@oLnhf “oT 


‘| — Sales 
i Increase 


? 


DEAL 
Costs 
$2.00 or 
$3.00 
Sells 
$3.50 or 
$7.00 
Ask your 
wholesaler 








SS SS aS 


(2 POR ANY MAEABON CHE PM O@OY 


(This is the 25c¢ size) 


ENTIRELY MEET WITH FOUR AP RPMI VAL. GEALEI 
13 AUTHORIZED TO _AIEFUND PURCHASE PRICE. 


i ication on 
pe et ntrol his flea 
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Lice, Ants, Fleas, Aphids, Bedbugs, Crab 
Lice, Potato Bugs, Leaf Hoppers, Cabbage 


KILLS Worms, Mexican Bean Beattles. 


ONE-SPOT CO. ELKRIDGE, MD. 











(BERNA 


TRADE Mane B60 


D) 


A BETTER PRUNER 


IN THE 


BEST 
PACKAGE 


Bernard #75 LOPWELL 
Pruners are not only an out- 
standing value but the way 
they are packed will bring joy 
to you any day. Each pruner 
(an awful thing to wrap in 
paper) is packed in an _ indi- 
vidual corrugated box which 
can be mailed or handed to 





Alt », 





the customer without wrap- 
ping or tying. Six of these in- 
dividual boxes are packed in 
the outside container. In this 


container is included the two- 
sided colored display card and 
the hooks to hang the pruners 
on outside. <A _ sales building 
display that tripled our sales 
last season. The pruner is a 
bargain at 


List $1.85 


for the 26” length and 
$2.00 


for the 30” length. 





from your Jobber for Better 


today 
Write us and we'll tell you where to get 
them if your Jobber doesn’t have them. 


Get some of these 
Pruner Profits. 


The Wm. Schollhorn Company 


416 Chapel St. 


New Haven, Conn. 
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/PaINTSy 
(Oe 6) 


OLO LINSEED OL 


“arnisn®> 


Join 
The Fast-Growing Army 
of 
SATISFIED OLO DEALERS 


We manufacture 
a complete line of 


PAINTS - VARNISHES 
ENAMELS 


priced to develop the maximum 
in sales and profits 
Quality to Satisfy All 


Write for price list and 
full information 


THE PASSONNO-HUTCHEON CO. 
Cleveland, Ohio Boston, Mass. 


HELP PREVENT FIRES 


RUBBISH aH BURNER SELL your customer 
a woven Steel Burner 
Safe Anywhere 
. Two Popular Sizes 


: $14.40 and $18 


; per Doz. net 
Shipped K. D. 
a — Easy to set up 
F. O B. Prov., R. I. 
“SEND FOR 
COMPLETE CATA CATALOG.  H. B. BORNSIDE - Mfr. 












If Ken 








Sell guaranteed gene og neues. 
y 


American made. 
guaranteed for 1000 hours. 


Write at once for catalog 
and proposition 


THE MASTERLITE co. 


Dept. GC53. 110 E. 23rd St., 










~~ BENISTOR 


‘“‘Lead Seal’? NAILS 


Get samples of this remarkable roofing nail 
which makes any kind of roofing give better service. 
Smart dealers everywhere sell it as a profit-maker 
and good will builder. Note the famous ‘‘Lead 
Seal’’—the lead under the head and down the 
shank actually plugs the nail hole with lead! . 

Ask your jobber or write us for samples and dem- 
onstrator blocks. 


The DENISTON Company 
4840 S. Western Ave. CHICAGO, ILL. 
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Goodwin Company, Greensboro. 
Ga. Claud B. Dreyer, salesman for 
the company, describes it as fol- 
lows: 

“Take a piece of wood approxi- 
mately 2 by 4 in. in size for the 
base. Attach to this a post about 
12 in. long and about 114% by %4 
in. thickness. Sharpen the end of 
the post that is not attached to the 
base. Then place a regular steel 
sewing needle on the point of the 
post with the point of the needle 
up. 

“Now take another piece of wood 
ly by %4 by 6 in. in size, trim one 
end down and stick an ordinary 
pin in that end. Stick the blades 
of two pocket knives on this sec- 
ond piece of wood, closing the 
blades until you obtain a perfect 
balance. Mount the pin very care- 
fully on the point of the needle. 
Place the entire device in the win- 
dow and have it turn in the breeze 
from a concealed electric fan— 
and there you have perpetual mo- 
tion. The principle of the entire 





__-(A) POCKET 
4 KNIFE 








(B) BRASS Pin 


----(A) 


pinata (C) STEEL 
WEEDLE 


i Wa X 3/4" 
“wooo 






j=----3/4 X 1'e” wooo 





This is how it works 


idea is that the pin is softer than 
the needle and naturally it digs 
in and hangs on.” 

If you can follow out these di- 
rections you will have something 
that will make almost anybody 
stop and look. Maybe i would 
stop the current recession. 





Safety of Employee 


HE legal duty of an employer 

with respect to providing safe 
working conditions for his employ- 
ees is discussed at some length in a 
recent Missouri case. Ruling in 
favor of the employer, the Missouri 
court said: 

“The burden was on the employee 
to prove that the tools and appli- 
ances used for his work were not 
reasonably safe and that his em- 
ployer did not exercise ordinary 
care to furnish reasonably safe tools 
and appliances with ‘which to do the 
work. The employer does not insure 
the safety of his employee; neither 
does he insure against danger. His 
liability rests on negligence only. 

“The employer is bound to exer- 
cise ordinary care and to furnish 
reasonably safe tools and appliances 
to his employees with which to per 
form their work, but this does not 
mean that he has to conform to 
every new invention, nor must he ob- 
tain and use the best and newest 
tools and appliances obtainable. He 
is only required to exercise ordinary 
care in the selection of the tools and 
appliances. 

“The test of negligence in this 
connection is the ordinary usage and 
custom of similar business. The 
standard of ordinary care is the con- 
duct of ordinarily prudent persons 
under like circumstances. and the 


employer performs his duty toward 
his employee when he furnishes ap- 
pliances of ordinary character and 
reasonable safety, for absolute safe- 
ty is unobtainable. 

“The employer, in addition to ex- 
ercising ordinary care to furnish his 
employees with reasonably safe 
tools and appliances with which to 
perform their labor, must exercise 
ordinary care to furnish his em- 
ployee with a reasonably safe place 
in which to perform his work. The 
employer would not be liable to the 
employee for an injury resulting 
from some ordinary hazard that ex- 
isted in the doing of the work and 
which was incident to the work and 
the employment, where it merely 
arose from the work itself and not 
from negligence on the part of the 
employer.” 

Ordinarily, under the workmen’s 
compensation laws of the several 
states, the employee is entitled to 
collect compensation for injury sus- 
tained in the course of his work re- 
gardless of whose fault it was that 
the injury occurred. However, in 
many states an injured employee 
may bring a damage suit against the 
employer instead of taking work- 
men’s compensation, and the legal 
principles above quoted apply to 
such damage suits between employee 
and employer. 
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BIG 
¥’) SELLER 


hes] j ars TO 
! vp, BUILDERS 


re BUILDERS No. 659 is a popular 

seller to Carpenters, Builders and Contrac- 
tors who prefer it to all other pencils for 
clear, rapid marking. 


Made in three grades, No. 659 Hard, No. 
660 Soft and No. 664 Medium. Finished in 
Bright Red to catch the eye. Stock and dis- 
play these much demanded pencils where 
customers will see them and be reminded 
of their need. 












suiaiing 9 
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Samples furnished on request 
Order from Your Jobber 


W Saisie drm St aco 





EXTRA SALES FEATURES— 
the extra features of the Hamil- 
ton Beach food mixer give you 
extra selling points — easier 
sales. 

NATIONALLY ADVERTISED 
in the Rotogravure Section of 
Sunday newspapers. 


FREE DEALER HELPS— 


Complete—attractive. Furnished 
free on request. 


Order Hamilton Beach food mixers 
from your Wholesaler. Write us for 
free dealer helps. 


HAMILTON BEACH CO., Racine, Wis. 


Division of Scovill Manufacturing Co. 


HAMILTON BEACH 00D MIXER 











CG Closely “Read | 
“publication | 


hao a successful 
Classified Section 


See Pages 128-129 











There are great PROT, osibilites 
in the [TD & WA /ine of 
ATHLETIC EQUIPMENT 


‘The Lucky Dog Kind ™ 
BASEBALL - SOFTBALL : TENNIS - GOLF 
FOOTBALL - BASKETBALL - BOXING - TRACK 
SOCCER BALL - VOLLEY BALL - BADMINTON 


‘“Waute OUR JOBBER FOR 
COMPLETE INFORMATION- 
IF YOU DO NOT KNOW 
NAME OF JOBBER IN 
YOUR TERRITORY, WRITE 
US DIRECT/ 


THE DRAPER-MAYNARD CO. 


400 YORK STREET CINCINNATI, OHIO 














Y \ 
ih tt et \\\ Rainbow Display con- 
\\ | tains one-half dozen 
OILERS \\j improved Hydraulic 
Pump Oilers, % pint 
: ; capacity, 6 inch welded 
hs steel spouts. Bodies 
enameled red, green 
and blue in equal quan- 
tities. Handles anda 
spouts coppered finish. 





Sales Maxer Disptays For SALES MINDED DEALERS 


Economy Display con- 
tains 1 dozen % pint 
oilers, 3 inch diameter, 
with 4 inch’ re-en- 
forced insert type 


spouts. Enameled red, ii ee 
green, and blue, in 
equal quantities. 


ECONC v 





Eagle Rainbow Oilers and Economy Oilers are popu- 
lar priced favorites for shop, home, and farm use. 
Both styles are now packed in attractive Sales Maker 
Display Cartons which are used as window or counter 
trims. They command attention at the point of sale. 
The Displays may be set up in a moment without 
rearranging or unwrapping the oilers. Build profit- 
able business by building on Eagle quality. Your 
jobber has complete stocks. 


EAGLE MANUFACTURING COMPANY 
Wellsburg West Virginia 
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PLAN 


PROPS 


LASTING 


FLOWER LOVERS SAY 
“There's Something Real” 
Because 
NO MORE WOOD STAKES 
WITH RAG & STRING TIES 
Termite and rot proof. Adorns 
any plant and beautifies gardens. 
SAVES HOURS OF WORK 
Lends a “firm hand” 
THEY'RE PERMANENT 
Only 40¢ per dozen 
THREE SIZES — 16” 30” 42” (Overall) 

U. S. Pat, No. 2021303 
GOULARD & OLENA, inc. 


I4O LIBERTY ST., NEW YORK.NY 








Horse & Mule 
Shoes 


Hand puddled 
bar iron and 
iron rivets 


THE BURDEN IRON COMPANY 


Established 1809 
TROY, N.Y. 

















QUIT LOSING PAINT SALES 
TO COMPETITION 


Sell IDEAL paints. The complete 
low priced line of guaranteed 
paints, enamels and varnishes. 


Write direct to us for samples and prices. 


JOHN R. WATSON PAINT CO. 
3103 Beaubien St. DETROIT, MICH. 











Keyless Locks 
Write for Booklet 
Manufactured by 


Bemis & Call Co. 
Springfield, Mass. 














Non 1 orget 


to mention that 
you saw it in— 
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How’s the Hardware Business ? 


(Continued from page 82) 


markets show that all wholesale 
buying continues very conservative, 
and is measured closely to the rate 


of sales. 
* *& 


Farm Buying—Farm income 
is lowered by a far less percentage 
than industrial income—while crop 
outlooks are “tops.” While some of 
April’s freezing weather, in parts of 
the winter wheat belt, may have af- 
fected the size of this year’s harvest, 
any probable losses could be only a 
small percentage of the bumper 
yield foreseen. The storm condi- 
tions, too, probably furnished much 
needed moisture through a large 
wheat-growing area. Business in all 
lines is better in the farm states 
than elsewhere, and the farm imple- 
ment manufacturers continue to 
make a relatively good showing, 
compared with the recession in 
heavy machinery and equipment. 


* * * 


Industrial Activity—A turn 
of sentiment for the better has fol- 
lowed the disposition at Washington 
to consider and adjust legislation 
more reasonably toward business. 
More and more manufacturing ex- 
ecutives express the opinion that the 
industrial drop is probably now at 
the bottom and that, after a further 


period of marking time, any change 
will be for the better. 
e& & 

Construction News—Con- 
struction awards for the week ended 
April 7, reported by the Engineer- 
ing News-Record, were 22 per cent 
below last year, the result princi- 
pally of a 56 per cent slump in pri- 
vate awards. Public construction 
was 20 per cent above the 1937 
week. Construction contracts award- 
ed in March were the highest for 
that month since 1930, gaining 32 
per cent over the same period last 
year. Private contracts were up 22 
per cent, and government sponsored 
building, local and federal, made a 
43 per cent increase over the 1937 
figures. 

* * * 

Freight Traffic—Car loadings 
of freight for the week ended April 
2 fell contra-seasonally to 523,489 
cars, the smallest for any corre- 
sponding week, except in 1933, 
since loading records were first com- 
piled. The small week’s total was ex- 
plained partly by a rush the week 
before, to pre-ship agricultural prod- 
ucts and other merchandise before 
the effective date of the higher 
freight rates. The total for the 
latest week was off 8.6 per cent 
from the preceding week and 27.4 
per cent from last year. 


Coming Conventions and Events 


Alabama, The Retail Hardware 
Assn, of, exhibition and meeting, June 
7-9, 1938, at the Gay Teague Hotel, 
Montgomery, Ala. J. H. Crowe, 410 N. 
21st St., Birmingham, Ala., secretary. 

Associated Pot and Kettle Clubs 
of America, June 24-26, at the Santa 
Barbara Biltmore Hotel, Santa Barbara, 
Calif. 

Carolinas, The MHardware Assn. 
of, convention, June 14-16, 1938, at the 
Jefferson Hotel, Columbia, S. C. Arthur 
R. Craig, 407-11 Commercial Bank 
Bldg., Charlotte, N. C.,  secretary- 
treasurer. 

Contract Builders’ Hardware Dis- 
tributors, National Assn. of, Sept. 20-22, 
1938, at Wm. Penn Hotel, Pittsburgh, 
Pa. Assn. office at 225-227 Federal St., 
N. S., Pittsburgh, Pa. 

Eastern Hardware Golf Assn., 
fourth annual tournament, May 19-21, 
1938, at Buckwood Inn, Shawnee on 
the Delaware, Pa. H. L. Gilliam, 50 
Church St., New York City, secretary. 

National Retail Hardware Assn., 
July 11-14, 1938, at the French Lick 
Springs Hotel, French Lick Springs, 
Ind. H. P. Sheets, managing director, 
130 E. Washington Blvd., Indianapolis. 


New York Housewares Mfrs. 
Assn. show, July 10-16, 1938, at Hotel 
Pennsylvania, New York City. Execu- 
tive-secretary, Flo English, Hotel Penn- 
sylvania, New York. 

Texas Wholesale Hardware Assn. an- 
nual meeting. June 17-18, 1938, at 
Buccaneer Hotel, Galveston, Tex. O. H. 
Mann, Higginbotham-Pearlstone Hdwe. 
Co., Dallas, Tex., is president of the 
association. 

Toy Fair, April 25 to May 7 at the 
Hotel McAlpin and the Toy Centre, 
200 Fifth Ave., New York City. H. D. 
Clark, Toy Manufacturers of the 
U. S. A.. 200 Fifth Ave., is director of 
the Fair. 

Triple Convention of the Southern 
Supply & Machinery Distributors Assn., 
the American Supply & Machinery 
Manufacturers Assn., the National Sup- 
ply and Machinery Distributors Assn., 
May 9-11, 1938, at the Hotel William 
Penn, Pittsburgh, Pa. Alvin M. Smith, 
Smith-Courtney Co., Richmond, Va., 
secretary of Southern Assn.; R. K. 
Hanson, 916 Clark St., Pittsburgh, sec- 
retary, American Assn., and H. R. 
Rinehart, 505 Arch St., Philadelphia, 
Pa., secretary, National Assn. 
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ADD 


TO YOUR 
INCOME 


BY OFFERING A 


AWN MOWER 
SHARPENING 
JERVICE 










THE IDEAL LAWNMOWER SHARPENER is positively the last word in 
lawnmower sharpening equipment. Fast and accurate, it replaces 
the old hand sharpening method and does a far better job. Hundreds 
of depencable Hardware Dealers offer this service to their cus- 
tomers and make a handsome profit on the side) COMPLETE 
PLANS FREE! Our free plans show you how to establish a 
successful lawnmower sharpening business as 
a part of your present service to customers. 
Many stores average from $30 to $40 PER 
WEEK on the Ideal Sharpener which requires 
only the spare time of one of the clerks to 
operate. Send for free catalog today. 


THE FATE ROOT HEATH CO. 


702 BELL ST. © PLYMOUTH OHIO 





















FORGED TOOLS 


SINCE 1854 


——=— ~ngil 
CONSTRUCTION AGRICULTURAL 
MINING TRACK 


THERE IS NO SUBSTITUTE FOR 


EXPERIENCE 


THE WARWOOD LINE TODAY REFLECTS 
ACCUMULATED EXPERIENCE FROM 
84 YEARS CONTINUOUS OPERATION 





ER ogy, 


WARWOO0D 





WARWOOD TOOL COMPANY 


WHEELING, WEST VIRGINIA 


















HARDWARE 


ECOGNIZED everywhere as a 
product of quality. A complete 

line to meet every building require- 
ment. Send for illustrated catalog and 
join the ranks of National dealers. 


National Manufacturing Co. 
STERLING *: ILLINOIS 




















“The Clasoified Section 
of oardware Cige % the 
Opportuncty Exchange 
of the Hardware “rade 


See Pages 128-129 
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W.C.HELLER & 








NEW 1938 
FEATURES! 


HELLER now offer 
hardware dealers 
everywhere the latest 
in attractive display 
tables for disp!aying 
stock to best advan 
tage - INCREASE 
SALES THE HEL 
LER WAY! Some of 
the outstanding 
HELLER develop 
ments are: ample 
display space, no ob- 
jectional corners, 
wider convenient 
aisles, will give items 
displayed that ‘‘eye appealing’ 
showmanship that tends towards 
increased buying. You'll he 
amazed at the pleasing design 





NEWLY DESIGNED. LINE! 


Shelving and wall fixtures, dis- 
of HELLER’S 1938 display play tables, nail bins, counters, 
table line as shown in new il screw bolt and drill cases, boxes 
lustrated folder No, 4138 and drawers, sample holders, 


et All pictured in folder sent 
QUALITY FIXTURES AT FREE! vise 
PRI ! 
These new mode _» SEND FOR FREE 
easy to install display tables ILLUSTRATED 
embody tHe finest craftmanship FOLDER NOW 
yet are avfilable at surprisingly 





low price Investigate today, 
don't waa enjoy more business WRITE TODAY! 
with attractive HELLER equip- 
ment! 
THE BEST 


HARDWARE SHELVING 
IN THE WORLD 


20 Vesey St. 438 Bryant St. 
New York City Montpelier, Ohio 
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Information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Makes 
It?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes Itt” 
issue. When writing to the firms mentioned, state 
that you secured your information from the Hard- 
ware Age Directory Number. 


The “Who Makes It?’ issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


Grove City, Pa.: Who makes the 
Chatman fanning mill?—Turk & 
Younkins. 

ANSWER: Brown, Lynch, Scott 
Co., Monmouth, III. 


* * * 


Norwood, Minn.: Who makes the 
De Vault vegetable peeler?—Lindert 
Bros. 

ANSWER: W. R. Feemster, 154 
FE. Erie Street, Chicago, III. 


* * * 
Sanborn, Ia.: Who imports the 


Noritake chinaware? Leonard 
Hardware. 
3 


ANSWER: Morimura Bros., 5: 
W. 23rd Street, New York. N. Y. 


* * * 
Washington, D. C.: Who makes 


the Kemp locks?—Chevy Chase 
Paint & Hdwe. Co. 


ANSWER: Kemp Lock, Inc.. 440 
Ath Ave., New York, N. Y. 


* * * 


Philadelphia, Pa.: Where can we 
obtain the Wilson butcher knives ?— 
Supplee-Biddle Hdwe. Co. 
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ANSWER: H. Boker & Co., 101 
Duane Street, New York. N. Y. 


* * * 


New York, N. Y.: Who makes the 
Hylite cold water paint?—Sunde- 
man & Co., Inc. 

ANSWER: Carbola Chemical Co.., 
Inc.. Natural Bridge, N. Y. 


*% %! 


Westfield, N. J.: Who makes wire 
screen painters?-—Tuttle Bros., Inc. 


ANSWER: A. B. Carlson & Co., 
722 Garfield Ave., Aurora, Ill. C. E. 
Erickson Co., Inc., Des Moines, Ia. 
Geneva Mfg. Co., Geneva. Il. 


* *% * 


Greenville, N. C.: Who makes 
the Monarch automatic fish hooks? 

Greenville Hdwe. Co. 

ANSWER: Special brand of the 
McClean Sporting Goods Co., 8 No. 
2nd Street, St. Louis, Mo. 


* * * 
Warrenton, Va.: Who makes the 


Reeco power pumps:—Warrenton 
Supply Co. 


ANSWER: Rider- Ericsson En- 
gine Corp., Walden, N. Y. 


%* * 


Rye, N. Y.: Who makes land- 
scape curbing?—Rye Hdwe. Co. 

ANSWER: Walter Gogel Co., To- 
ledo, Ohio. Porcupine Co., Bridge- 


port, Conn. 
* * * 


Newport, Vt.: Who makes the 
Wellmade electric soldering irons? 
~True & Blanchard Co., Inc. 


ANSWER: Wellmade Electric 
Mfg. Co.. Torrington, Conn. 


* * * 


Rochester. N. Y.: Who makes the 
Setwell trouser hangers?—H. H. 
Sullivan, Inc. 

ANSWER: Mackie-Lovejoy Mfg. 
Co., 1701 W. 13th Street, Chicago, 
Ill. 


* * * 


St. Paul, Minn.: Please fur- 
nish the address of the Burke Ma- 
chine Tool Co.—Raymer Hdwe. Co. 


ANSWER: Conneaut, Ohio. 
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KNOWN QUALITY Means Easy Sales 


Satisfied Customers 


ROOT IRRIGATOR | ||| SHARE BRAND CHISELS 


@ Increase your sales 


with two new models—With 
Shut-Off and Without Shut- 
Of both with SWIVEL con- 






are made in 








nection. WATER PLANTS §f | Bewere Sweden fr 

AT THE ROOTS where mois- ff | a finest Charcoal Steel, 
° | 1 vel 
ture is needed. | Imitations Dise Ben Rh, Ago 
Since 1887 Ask Your Jobber Bee coee — chair * bem Magen 
pendable tools, they sell with little 
effort, which means sure profits to you 
| i) ® Stocked by leading jobbers, or write ® 
. D. MANUFACTURING CO. e. . ' 
SANDVIK SAW & TOOL CORPORATION 
566 W. Lake St., Chicago, i. 28 Warren St., New York City, N. Y. 47 Warren St. 740 Washington Ave., North 
New York, N. Y. Minneapolis, Minn. 























MASON-SEAL 


WATER-PROOFS 
EXTERIOR MASONRY 


BRICK @ STUCCO e@ CONCRETE 






A DRIPLESS PENETRANT 
and 


BETTER LUBRICANT 
DOOR-EASE 


DRIPLESS PENETRATING OIL 


2s AMAZING OL 


tt 
— > 
4 











Mason-Seal fills the long felt need for a plastic, 





weather-proof, exterior wall compound. Provides a ee ae eee ee ere 
permanent protective coating over brick, stucco, or Three drops loosen the tightest hinge. 
concrete, covers cracks up to 1/16” eliminating expen- One squirt lubricates the most stubborn 
sive repairs to cracked or porous walis that admit lock. 

dampness. Applied with a brush but is not a paint. In a refillable 4 oz. oiler, as shown... 
Coating is 15 times as thick as ordinary paint. In 13 25c list. 


colors. Sold by hardware and automotive jobbers. 


CALBAR PAINT & VARNISH CO. } AMERICAN GREASE STICK COMPANY 


Manufacturers of Technical 2612-26 N. Martha St., 
Products * Phila., Pa. MUSKEGON : MICHIGAN 

















(“National Hardware Week—May 9 to May 14’) 


DID THE MOORS INVENT 
Because “MOORING CHAIN”? 


it’s solidly made of 

fine heavy brass. Fre- The answer is no. People in Morocco can’t take the 

quently imitated, never credit for it. But ships all over the world must be 

ualled. Fastestseller every- moored, and McKay makes not only Mooring Chain 

ere. Individually packed, but also chain for a thousand-and-one other uses. 
12 to colorful display car- That’s why you can bank on 


ton, as chown. - “McKay’s 50 years 


of knowing how.”’ 
Look to this maker for your A-No. 1 quality welded 
and weldless Chain. . . 


THE McKAY COMPANY 
McKAY BUILDING . . . . PITTSBURGH, PA. 


























PERFECTION a DEALERS | 
have every aaa 


| Known Quality 








_ and their continuous .. 


iON Proved Performance performance as ee 
Modern Design ‘profitable merchandise 
pERFECT Advertising Dominance “pleted thee Barren tekrreld 


‘from the complete line of certified | 
Wood and Metal Saws, Saw Tools, Ma- 


AAPM 


E. C. ATKINS AND COMPANY, 410 S. Illinois St., Indianapolis, Indiana 
LLL LE LLL DOLEE ALE DE LET GE LET IED LE IIE AE EPID 


Consumer Acceptance 
Compl i | 
plete Lines | 


Tema n : 
jonts Ample Profit Margin 


PERFECTION STOVE COMPANY, 7932-B Platt Avenue, 
Cleveland, Ohio 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $3.00 
All capitals, maximum, 50 words.... $4.00 
Each additional word....... P -06 


Positions Wanted 
(Special Rate) set solid, maximum, 
FO WOGEE ccccccvcccccsseccesesse -50 


Each additional word .............. 01 
Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
Ge GEE. nx cndtdscdaececccdcasncces $5.00 
Each additional inch ......... 4.00 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers' Salesmen. Retailers and Retail Salesmen 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 

4 insertions, 10% off; 8 insertions 15% off. 

Due to the special rate, these discounts do 

not apply on Positions Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency. 
-_-~e-— 
HARDWARE AGE is published every 


other Thursday. Classified forms close 
15 days previous to date of publication. 








NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. , 
—_—~e— 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St.. New York City 

















Hardware Personnel 


~- files contain applications of several hundred 
xperienced and well trained employees in the 
berdware industries. 
NO CHARGE TO EMPLOYERS FOR THIS 
SERVICE 


If we can be of any help to you, just phone 


ASSOCIATED PLACEMENT een 
152 West 42nd Street 
* 7-1902, 1903" 











. 
PURCHASING AGENT HAVING MAIL 
ORDER, hardware jobber, group and syndicate 


organization experience, desires position with re- 
liable firm. Address Box C-952 care of Harpware 
Ace, 239 W. 39th St., N. Y. City. 





A HARDWARE MAN DESIRES TO connect 
with a hardware jobber as manager, director of 
sales or buying. Have had years of experience, 
and can produce results. Finest references as to 
ability, character, etc. Address Box & 964, care of 
Harpware Acre, 239 W. 39th St., , We = 





TRAVELLING SALESMAN WITH TWENTY 
YEARS’ experience in selling drapery hardware, 
wishes connection with reliable firm. Northwest 


territory preferred. References. Address Box 
C-981, care of Harpware Ace, 239 W. 39th St., 
N. ¥. City. 

YOUNG LADY WANTS POSITION AS 


full charge bookkeeper. Twelve years’ experience 
in wholesale and retail heavy hardware, factory 
and mill supplies Available immediately. Ad- 
dress Box C-985, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 


WANTED SALES AGENCY—-CAPABLE 
MAN many years experience contacting manufac- 
turers in U.S.A. and foreign countries. Speaks 
several languages; seeks representation. Address 
Box C-988, care of Harpware Acre, 239 W. 39th 
St.. N. Y¥. City. 





AM INTERESTED IN CONNEC TING 
WITH a manufacturer desiring a thoroughly ex- 
perienced hardware man, capable of managing 
office, directing and promoting sales, also selling. 
Exceptionally well known in N. Y. territory. 
Highest type of references furnished. Address 
Box C-963. care of Harpware Ace, 239 W. 
39th St., N. Y. City. 





PURCHASING AGENT WITH 15 YEARS’ 
EXPERIENCE in hardware desires permanent 
position with reliable western hardware concern. 
Has had office and sales management experience 
also. Employed at present but desires change to 
further advancement. Married; 35 years of age. 
Address Box C-961, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 


HARDWARE MAN, 27, MARRIED, 12 years’ 
experience in hardware trade—locksmith, door 
check repairs, builders’ hardware, tools, janitor 
and plumbing supplies and garden tools, wishes 
position with large retail or wholesale hardware 
house in Metropolitan territory. Have Chauffeur’s 
License. Address Box C-984, care of HARDWARE 
Ace, 239 W. 39th St., N. Y. City. 
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SALESMAN WITH SIX YEARS FOLLOW. 
ING who is now covering hardware, paint, mill 
supply, department stores and plumbing supply 
accounts in Westchester and surrounding counties, 
desires two more lines in this field. Commission 
basis. Address Box C-966, care of HARDWARE 
Ace, 239 W. 39th St., N. Y. City. 


MARRIED, 12 





HARDWARE MAN, 37, 
YEARS’ EXPERIENCE in retail hardware, 
paints, and housefurnishings. Can make keys. 
Employed at present. Wishes position with retail 
or wholesale firm where there is an opportunity 
for advancement. Strong and_ healthy. Not 
afraid of hard work. Address Box C-914, care 
of Harpware AGE, 239 W. 39th St., N. Y. City. 


EXPERIENCED HARDWARE MAN, AGE 
28, 10 years in builders’ hardware, locksmith 
work, plumbing, apt. house, janitors and electrical 
supplies, housefurnishings, etc., also have done 
some buying and managing, desires position with 
retailer or wholesaler in Metropolitan area. Ex- 
cellent references. Address Box C-970, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


FORMER CHAIN STORE MAN TRAINED 
in modern sales promotion methods, merchandis- 
ing, buying control, store arrangement and display, 
advertising and personnel problems. Elevens years’ 
experience in hardware, auto accessories, tires, 
radio and sporting goods. Available at once. Ad- 
dress Box C-973, care of Harpware AGE, 239 
W. 39th St., N. Y. City. 








BUYER fe AILABLE—NINETEEN YEARS’ 
EXPERIENCE as buyer wholesale hardware. 
Familiar with all lines and branches. Good rea- 
son for change. Small jobber preferred. Corre- 
spondence invited. Best of references. Will go 
anywhere. Know the jobbing business. Address 
Rox C-98?. care of Harpware Ace, 239 W. 39th 
St.. N. Y¥. City. 

SALESMAN WITH OVER TWENTY 
YEARS’ experience calling on the hardware, fur- 
niture and department store trade in Georgia 
wants to represent one or more good lines of 
hardware and housefurnishings in this state. 
Have had experience calling on both wholesale 
and retail trade. Best of reference. Address 
Box C-945, care of Harpware Ace, 239 W. 39th 
St.. N. Y. City. 

MANUFACTURER'S AGENT WANTS 
PROFITABLE, QUALITY line or items for 
Midwest territory on exclusive basis. Now contact- 
ing jobbers—large hardware and department 
stores. Best references. Company and products 
must be sound. Please send particulars and de- 
scriptive ager pe in first letter. Address Box 








C-979, core of Haxpware AGe, 239 W. 39th St., 
i City 

21 YEARS’ EXPERIENCE IN SELLING 
Hardware, Housefurpishings, Toys, Mill & Fac- 


tory Supplies, Sporting Goods, Paints, etc., Win- 
dow Trimming, Store departmentizing, including 
sampling work on draws and panels, Hardware 
Newspaper advertising. do all of my own show 
card and sign work. Wish to locate with a good 
live organization—Middle West preferred. Ad- 
dress Box C-958, care of Harpware AGe, 239 W. 
39th St., N. Y. City. 





SALESMAN COVERING NEW YORK MET 
ROPOLITAN area and Jersey for 12 years call 
ing on large hardware dealers, department stores, 
housefurnishing and variety stores, desires posi 
tion with reliable manufacturer; one or two lines 
on commission basis with small weekly advances. 
Good reference. Bondable. Address Box C-980, 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 





SALESMAN, 37, CHRISTIAN, DESIRES TO 
REPRESENT manufacturer of hardw: are or me- 
chanical device interested in developing eastern 
market. Broad experience contacting chief execu 
tives of large industrial organizations, has ap- 
pointed, edncated and developed hardware and 
electrical distributors, sold large industrials, 
architects, department and chain stores. Will 
travel. Address Box C-986, care of HARDWARE 
Ace, 239 W. 39th St., N. Y. City. 





HARDWARE MAN WITH 15 YEARS’ EX- 
PERIENCE in two successful retail hardware 
stores in the Metropolitan New York area seeks 
new connection with opportunity to make progress 
Has had experience in buying, selling, window dis 


play work and management in hardware, house- 
wares, plumbing supplies, electrical appliances. 
paints, etc., and has done outside selling. Avail- 


able immediately and can furnish satisfactory ref- 
erences as to character, experience, and ability. 
Address Box C-969, care of Harpware AGe, 239 
W. 39th St., N. Y. City. 





RETAIL HARDWARE STORE MANAGER 
AVAILABLE for immediate position having tried 
and proven ideas that should increase sales. Fif- 
teen years’ experience partly with my own store 
handling hardware, housefurnishings, juvenile 
goods, electrical appliances, etc., should qualify 
me for general managerial duties including pur- 
chasing, sales promotion work, displaying, credits. 
supervising personnel, etc. Married, age 35. Will 
locate in any town in East or Southeastern State 
Permanent position desired. Address Box C-967, 
care of Harpware AGE, 239 W. 39th St., N. Y 
City. 








NATIONALLY KNOWN MANUFACTURER 
STAPLE LINE has opening in several territories 
for salesmen now selling hardware retailers. 
Write Box C-947, care of Harpware Acer, 239 
W. 39th St., N. Y. City, stating territory covered 
and factory connections. _Exceptional proposition 





SALESMEN DISTRIBUTORS WANTED 
CALLING ON hardware, plumbing and novelty 
stores. A new low- priced plumbing specialty 
needed everywhere. tasy to sell and no competi 
tion. All territory exclusive; best still open 
Address Box C-977, care of Harpware Acer, 239 
W. 39th St.. N. Y. City. 





SALESMEN WANTED WHO HAVE HAD 
experience selling Deep and Shallow Well Pumps 
to hardware and plumbing jobbers. Our line is 
complete, modern and attractively priced. Sev 
ers] good territories still open. Detail experi 
ence, territory, lines handled, etc., first letter 
Address—Dorr Pump & Mfg. Co., Whitewater, 
Wisconsin 
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OLD ESTABLISHED MANUFACTURER 
OF PAINT brushes wants experienced sideline 
salesmen, commission basis, in Tennessee, Arkan- 
sas, Nebraska, South Dakota, Kansas, Missouri, 
Illinois. Only men with a following amongst 
hardware, paint, lumber and department store 
trade should apply. Address Box C-978, care of 
HarpwarRE AGeE, 239 W. 39th St., N. Y. City. 





SOMETHING NEW! GENUINE LITHO- 
GRAPHED DECAL transfers, now offered in 
small quantities. An attractive name plate insures 
wide advertising publicity at low cost. Sideline 
salesmen wanted; prospects everywhere—good com- 
mission, steady repeats. Samples on request. Ad- 
dress—Raleo Decaleo, HA—1305, Washington 
Street, Boston, Mass. 





WANTED MANUFACTURERS’ AGENTS. 
CALLING ON outboard motor jobbers, and dis- 
tributors. We want representation for the only 
outboard motor lock on the market. Protected by 
patents and backed by a national advertising 
campaign in leading sportsman periodicals. Ad- 
dress—Outboard Lock Co., Box 774, Minneapolis, 
Minn. 


SALESMEN CALLING ON HARDWARE 
[TRADE to sell complete line of Asbestos Wick 
Products for oil stoves and ranges. Commission 
generous. Exclusive territory. Territories still 
open—States of Washington, Oregon, California, 
Nebraska, Kansas, Missouri, Arkansas, Louis- 
iana, Tennessee, Kentucky, Ohio and New Eny- 
land States. Address Box 1660, Paterson, N. $. 





A WONDERFUL OPPORTUNITY FOR 
SALES agents and dealers, following the hard- 
ware, electrical and Venetian Blind trade, etc., 
to market oyr Anchor Super Fibre Expansion 
Plugs, Fluted Drills and Tool Holders. Mechanics’ 
choice for secure anchorage. Attractive proposi- 
tion. Write for Samples and Information to 
Anchor Sales Corporation, 148 Chambers St., 
N. Y. City. 





MANUFACTURER OF PAINT BRUSHES 
WANTS experienced sideline salesmen, commis- 
sion basis, in Kansas, Nebraska, South Dakota, 
Arkansas, Kentucky, Tennessee, Mississippi, Ala- 
bama and Georgia. Only men with a following 
who are willing to work need apply. Solicit 
hardware, paint, lumber and department store 
trade. Address Box C-922, care of HarpWareE 
Ace, 239 W. 39th St., N. Y. City. 





SALESMEN WANTED—HIGH GRADE ME- 
CHANICS’ tools, old established firm. One ter- 
titory—Western New York and Pennsylvania; 
Second—New England; “hird—Chicago and _ IIli- 
nois. Small weekly advances to experienced men. 
May sell one or two allied lines and must be 
familiar with mechanics’ tools, no other need 
apply. Give particulars. Address Box C-960. 
are of Harpware Ace, 239 W. 39th St., N. Y. 

ity. 





W. 39th St., N. Y. City. 





SALESMEN—IN ALL PRINCIPAL CITIES 
of U. S. and Canada calling on hardware, depart- 
ment and auto accessory stores and service sta- 


tions. Line of 36 automotive products. Staple 
articles of high quality and real competitive 
prices, sales builders and repeaters, for the first 
time available to retailers direct from manufac- 
turer. Liberal commission. Address Box C-971, 
care of Harpware AGe, 239 W. 39th St., N. Y. 
City. 


EXCELLENT OPPORTUNITY EXPERI- 
ENCED SALESMEN CALLING on either retail 
or wholesale hardware trade, builder's supply 
stores, locksmiths, venetian blind dealers and 
others, to sell new low-priced Automatic Door- 
man Door-check with unusual features. Takes 
the slam out of doors and remembers to close 
the door when you forget. Salesmen also wanted 
calling on trade wherever Garden Hose is sold, 
to sell new Adjusto Hose-Holder and Garden 
Spray. Also Exhaust and Ventilating Fans. Old 
reliable manufacturer. Write—Meier Electric 
and Machine Co., Indianapolis, Ind. 








MANUFACTURERS’ REPRESENTATIVE 
COVERING SOUTHERN CALIFORNIA and 
Arizona territory desires lines to sell to hardware 
jobbers on commission basis. Best of references. 
Address Box C-989, care of Harpware AGE, 239 
W. 39 St. N. Y.. City. 





MANUFACTURERS’ REPRESENTATIVES 
CALLING ON FURNITURE manufacturers and 
hardware jobbers in Indiana, Ohio and Kentucky. 
Can handle one or two additional volume lines of 
cabinet or casket hardware, casters, slides, abra- 
sives, nails, etc. Exclusive territory, commission 
basis. We maintain own office, pay all expenses. 
Address Box C-990, care of Harpware AGE, 239 


ONLY STANDARD LINES SUITABLE 
FOR wholesale hardware, notion and drug, large 
retail hardware or department stores for Southern 
States, Virginia to Texas inclusive. Myself 
charter member Old Guard Southern Salesmen’s 
Association also W. J. Tunison both with over 
twenty years’ experience in above territory. 
Suitable references. Address Box C-974, care 
of Harpware Acer, 239 W. 39th St., N. Y. 
City. 

EXPERIENCED REPRESENTATIVE COV- 
ERING TEXAS, LOUISIANA, MISSISSIPPI, 
ALABAMA AND MEMPHIS IN TENNESSEE 
DESIRES FEW ADDITIONAL LINES OF 
MERIT TO OFFER HARDWARE, MILL AND 
PLUMBING SUPPLY JOBBERS. COMMITS- 
STON OR SALARY BASIS. CAN FURNISH 
GOOD REFERENCE. ADDRESS BOX C-972, 
CARE OF HARDWARE AGE, 239 W. 39TH 
STREET, NEW YORK CITY. 





GOING BUSINESS IN 
WASHINGTON, D. C. 


selling iron, steel and heavy hard- 
ware, can be bought at an attractive 
price. It is an old established busi- 
ness enjoying the custom of many 
large firms. Owners wish to retire. 
Capitalization $100,000. Has yielded 
large profits for many years. A rare 
opportunity for the right parties. 
Address—J. B. CAMPBELL 
Lafayette Building 
PHILADELPHIA, PA. 




















SMALL RETAIL HARDWARE STORE 
WANTED in Manhattan or Long Island. State 
sales, rent and inventory. No brokers. Address 
Box C-975, care of Harpware AGeE, 239 W 
39th St., N. Y. City. 

FOR SALE- SMALL HARDWARE AND 
paint store, agent for three leading paints—near 
New York World's Fair Grounds—small invest 
ment—growing community—reasonable rent. Ad 
dress Box C-976, care of Harpware AGe, 239 
W. 39th St., N. Y. City. 

FOR SALE—GOING, ACTIVE HARDWARE 
business. Established and in same location more 
than fifty years. Up-to-date stock. Excellent 
business in heating, air conditioning, refrigeration, 
radios, and washing machines. Represent leading 
lines. Inquire of Rogers & Ashe, Inc., Little 
Falls, N. Y. 

HARDWARE HOUSEFURNISHING AND 
PAINT STORE for sale. Established 15 years 
in New Rochelle, N. Y., doing good business; 
good location. Modern up-to-date store and_ fix 
tures; clean stock. Inventory $9,500. Very 
good reason for selling. Address Box C-968, 
care of Harpware AGe, 239 W. 39th St., N. Y 
City. 


FOR SALE: ONE OF THE most outstanding 
hardwares in Northern Indiana, a complete stock 
of Builders’ Hardware, Appliances and Paint 
Exclusive Agents for all major lines. About 
$35,000 stock. Sales $65,000 in 1936 and $125,000 
in 1937, should be $200,000 this year. Reason 
for selling—one of the owners leaving City, and 
has other business. One of the best locations in 
city of over 100,000 in Northern Indiana, a store 
with over 10,000 ft. of floor space on first floor, 
and 80 ft. of plate glass front. If you have the 
money the owners will make this so attractive you 
cannot afford to turn it down. Address Box 
C-983, care of Harpwarr Acr, 239 W. 39th St., 
mM. ¥.. ©ity 











A “Classified Advertisement” In Hardware Age 
Will Be Read By the “Class” You Want to Reach— 


For securing desirable Sales Representatives, Sales Accounts, or for Busi- 
ness Opportunities of any kind use the Classified Opportunities Section 
of Hardware Age, which covers the Hardware Trade thoroughly. 
Hardware Age will tell your story to the right “CLASS” — reach the 
greatest number of Hardware readers of any hardware paper and is noted 
for securing quick, tangible RESULTS for its advertisers. 


Send your copy with remittance to— 


A.B.C.—Charter Member—A.B.P. Inc. 


HARDWARE AGE 


CLASSIFIED OPPORTUNITIES DEPT. 


239 West 39th St., (4 Chilton Publication) New York, N. Y. 
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An All-time High 


for Hardware Age Circulation— 


21106 ti: 


as of December 30, 1937 


(Previous high point was 20,955, Sept. 1929) 


and it is high reader interest circulation, too, 





as shown by its 


79 11% Subscription 
. O Renewal Rate 
~ three years the renewal ‘o 
has hovered about the 80% figure 








In 1937— 


Of manufacturers using 
national hardware papers 


93% 
71% 


And 


of all advertising published in 
national hardware papers 


advertised in 
Hardware Age 


of these used 
Hardware Age 
only. 


Over 


71% 


was placed in 
Hardware Age 














U) 
A Chilton 
Publication 


APRIL 21, 1938 


The circulation of Hardware Age follows very 
closely the distribution of hardware store sales. 
Both geographically, section by section, and by 
communities from the smallest towns to the largest 
cities the circulation of Hardware Age tests up in 
sound relationship to hardware sales. 


Where the hardware business is THERE is 
Hardware Age-ready to act as your sales promo- 
tion emissary among wholesalers and retailers, 
buyers and sellers, in every part of the country. 


Your advertisement entrusted to Hardware Age 
will attain practical saturation of the hardware 
trade, and under the most favorable auspices of 
live reader interest. 


Let Hardware Age help you make your 1938 sales 
story a pleasant one. 


Harpware Ace 


239 West 39th Street, New York,NY. 


A.B.C. * Charter Member « A.B.P. 
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Let’s talk sense 
about razors! 


The ideal razor from your point of 
view should have a high unit of sale 
and please your customers. That’s why 
you ought to handle and push Rolls 
Razors. Prices begin at $10 so your ¢ 
initial profit is in dollars, not pennies. 
The hollow-ground, hand-forged 
Sheffield steel blade brings shaving 
comfort while the strop and hone 
keeps it continually sharp. 

Write us to send a salesman. 

Dept.HAS,ROLLS RAZOR, Inc., 

305 East 45th Street, New York. 


FAULTLESS 


DOUBLE BALL BEARING 


CASTERS 


86% more BALL BEARINGS 
Paovide Easier Swiveling 
ver Gnealer Resale Value 


FAULTLESS CASTER CORPORATION 


EVANSVILLE, INDIANA 
Branches in Principal Cities Canada Factory: Stratford, Ontario 


ST CHOICE 


OF BUILDING CONTRACTORS 


@ Leading builders everywhere prefer Kees 
Metal Siding Corners for their quick, easy appli- 
cation—plus the fact they give a neater, stronger 
job without mitering, sawing siding to exact 
length, and without corner strips. Special process 
finish takes paint like wood. Available for all 
types lap or drop siding, including Colonial. 


Write for FREE details. 


F. D. KEES MFG. CO. 


Box K-8 (Est. 1874) Beatrice, Nebraska 
Distributed Thru Wholesale Hardware Trade 
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“G &B” QUALITY Products 
WIRE POULTRY NETTING 





Goops STRAITLINE FENCING 
GALVANIZED HARDWARE CLOTH 
& SCREEN WIRE CLOTH: 
“PEARL” 
ale ALITY “ACME” ELECTRO GALVANIZED 
Provucrs eee To completely satisfy your customers, ask your jobber for COLUMBIAN 
BRIGHT and ROMAN BRONZE Tape-Marked. You can tell it by the Tape-Marker in all sizes and 


The Gilbert & Bennett Mfg. Co. 


the red, white and blue surface markers in 34 inch diameter and larger. 
Betedblished 1818. Americs’s Oldest Woven Wire Peotery-Menufecturors 


WIRE CLOTH, NETTING and FENCING Columbian Rope Company, Auburn, “The Cordage City”, N.Y. 


likin idioma |) WATERPROOFED - GUARANTEED 











Genuin° NOMES & SILENCE 
te) ee le 
40c SET -10c SET - 10c SET SAVE FURNITURE 


_f{\_ & FLOORS-CREATE QUIET 
CEE ) Name ‘Domes of Silence’ 
on each genuine Glide 
a 











Domes of Silence 
Rubber Cushion Glides 
For Tile, Marble, Cement and Bathroom Floors 
Noiseless, Sizes for metal beds, wood beds, large 
chairs and all furniture 


Ask your Jobber. If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. || THE McCORMICK SALES CO., BALTIMORE, MD. 














HARDWARE AGE 








































A” BIG allan 


when you handle American PLUS SCREWS 


More profit on screws —- quicker turnover on screws and a brand new 
OPPORTUNITY TO SELL DRIVERS — because American PLUS Screws 
have sales appeal of easier driving, more holding power, no accidents! 


AMERICAN PWS \scREWS 


with ‘bbe patented PHI! ips, ed head 


Patent No 4ti ,b4e 82,085 2,046,837 2,046,840 2,090,33% Other Domestic and 
Foreign Patents Allowec i and Pending 






"2,084,078 "2,046,839 2,084,079 


"@ <o 
‘936 ev am * 


GAINS TIME GUIDES DRIVER GUARDS WORK 


Note these PLUS advantages over slotted screws — @ The screw hangs on to the tapered 
driver. @ Only one hand needed for starting and driving. @ Faster driving — triple the purchase 
of slotted head. @ Self-centering — no screws driven crooked. @ No accidents — the driver 
can’t slip out. @ Set it up tighter — the head won’t break. @Countersink without fear of burring. 
@ Eliminating pilot hole means more holding power. 


AMERICAN SCREW COMPANY, Providence, R. I. 


Chicago office and warehouse Detroit office Pacific Coast Representative: 
219 West Randolph Street 1010 Stephenson Building Osgood & Howell, Los Angeles, Seattle, San Francisco 


WOOD SCREWS MACHINE SCREWS SHEET METAL SCREWS STOVE BOLTS 
in se slotted head and Phillips recessed head 
se i . WRITE YOUR NAME HERE. TEAR OFF AND MAIL TO 


CET 
ig 
wy 


Send Coupon for American PLUS 


APRIL 21, 1938 








184.3 a M sie “FIVE Se. se NOOAIE SERVICE TOSS 


"THANKS TO OUR FAITHFUL 5" 
WHO MADE THIS SPLENDID RECORD POSSIBLE 


eee TO yoy IN YOUR COMING . F 


“DIAMOND EDGEIS A, QUALITY PLEDGE” 


Shapleigh National Series No. 2154 HARDWARE AGE 
en 











